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Every Time! 


APTAIN BOB BARTLETT, adventur- 
ous explorer of the arctic, uses 
nothing but COLUMBIAN ROPE on his 


voyages into the frozen wilderness. 


That's because long experience has 
proved to him that Columbian stands 
up better under hard service and re- 
mains more flexible under all condi- 
tions than any other rope. 


Columbian is waterproofed in 
individual fibres before being 
spun into strands. This reduces 
swelling and gives Colum- 
bian longer life. Lubrication 
of strands reduces wear 
and tear and increases 
flexibility. 


COLUMBIAN ROPE 
COMPANY 


Auburn, “The Cordage City,’’N. Y. 


COLUMBIAN 


Tape-Marhed Pure Manila Rope 





Sell Columbian Rope and 
increase your repeat business. 


You can always identify Col- 
umbian Rope by the Red, White 
and Blue surface markers. Ask 
your jobber for it. 


























ANOTHER SCOOP’ 


NEW “LINDBECK” 
CUTS SASH TIME 


pe SO%. 


Wooster scoops the field again! Another exclusive Wooster 
“first’’ that hands Wocster Brush dealers a big market all 
to themselves — more real proof that Wooster is the most 
progressive, fastest selling brush line. No brush in history 
has instantly captured the fancy of the painting world as has 
the Wooster ‘“‘Lindbeck’’ Angular Sash Tool. Its radical new 
construction “‘old-fashions”’ all other sash tools. 

Wooster’s extensive advertising has thousands of painters 
everywhere calling for ‘Lindbecks.”” Let's not disappoint 
your customers or miss these easy sales. Phone your jobber 
today for the “Lindbeck’’ deal shown at the lett. 

Ask about Wooster’s 3-Point Merchandising Plan, too. It's 
the best brush salesmaker ever. . . featuring a condensed, 
fast selling line of 26 scientifically selected brushes. Let 
Wooster’s identify you as your community's progressive 
brush dealer. 





HERE’S THE NEW 
‘“LINDBECK” DISPLAY 


ready for dealers’ counters. Contains 
three 1’ “‘Lindbecks,”” six 1!"’, three 
2". Order from your jobber. 


PAINTERS EVERYWHERE 


NEB ip st TPES 


; THE WOOSTER 3-POINT | 
_ MERCHANDISING SYSTEM...FOR SELLING — 


32 







SA THE S83) MARK TO BE SURE IT’S 
AA GENUINE WOOSTER “LINDBECK” 
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PEOPLE NEED (our HELP 
WHEN THEY BUY LOCKS 


sell them the right ¥ AA LE protection 






, = average customer knows little or nothing about 
locks. To him YOU are the lock expert. He needs 
your advice in making his selection. This is particular- 
ly true in the case of auxiliary rim locks. Sell the 
right lock for the right place. 






YALE SPRINGLATCH No. 040 


Suitable for many inside doors. There is a wide choice 
of Yale models. 






Springlatches have only a springlatch bolt which does 
not deadlock. Sell springlatches where the pur- 
pose is to insure privacy, nof maximum security. 







Deadlatches combine the security of a deadlock with 
the convenience of a springlatch. The bolt springs 
into place when the door is closed, and is dead- 
locked either automatically or by key or knob. 
Sell deadlatches for all doors where dependable 
security is important. 


Deadlocks provide the highest degree of protection 
against all methods of attack. The bolt is dead- 
locked against end pressure by key or knob. Sell 
deadlocks for maximum security—for exterior 
doors of homes, stores, garages, warehouses, etc. 





YALE DEADLATCH No. 44 


“The Lock That Does Not Forget’’—deadlocks automatical- 
ly when the door is closed. (No. 444 has two cylinders.) 






Note: For glass panel doors, sell a deadlatch or 
deadlock with two cylinders, operating by key 
both inside and out, so that the lock cannot be 
opened by breaking the glass and turning a knob. 
Recommend the No. 444% Yale Deadlatch which 
has the additional protection of concealed screws. 





YALE DEADLATCH No. 42 


One of the I Yale dels, deadlocking 
by key or knob. 




















Remember always that— 
“The Name YALE Helps Make The Sale” 


THE YALE & TOWNE MFG. CO. 
YALE DEADLOCK No. 10. 


The “steel bar’ lock, famous for its great strength and 
security. One of the extensive series made by YALE. 





STAMFORD, CONNECTICUT, U. S. A. 
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SALES PLAN 


CLICKS 





WITH DEALERS 


EVERYWHERE 


STANLEY 


“GREEN END” 
ZIG-ZAG 


RULES 





DISPLAY PUSHES SALES 


Intriguing, humorous, peppy display car- 
tons come with each half-dozen “Green 
End” Rules. 

Illustrations show the new No. 266 Rule 
with vertical figures and heavy 1%”, 12” 
and inch graduations. Readable in any 
position-—up or down, right to left, left 
to right, in either hand, without revers- 
ing or flopping the rule. Also available 
in flat marking, No. 266F, and with 
hook, No. H266F. 


Famous No. 106 and No. 06 “Green 
End” Rules, the rules you’ve always 
carried, and the new No. 106F flat 
marking, also packed in new display 
cartons. Put them on your counter for 
profitable Rule Sales. 


“Green End” 








The “Go-On-Green” Sales Plan has 
received the enthusiastic backing 
of dealers everywhere. It will help 
you, too, to increase your sale of 
profitable Stanley “Green End” 
Rules. Place the peppy display 
cartons on your counter; put the 
11” x 14” display cards in your 
window; hand out the free six 


inch pocket rules made from 






No. 106 Rule Sticks; enclose the 
envelope stuffers with your mail- 
ings. Make your store Headquar- 
ters for Stanley “Green End” 
Zig-Zag Rules. Send today for 
“GO-ON-GREEN” FOLDER 
No. 100 which will show you 
the sales and merchandise aids. 
Stanley 


Ask your jobber for 


“Green End” Rules. 


STANLEY TOOLS 


NEW BRITAIN, CONN. 


EV 1a ae eee | ele) an: le) ae) amt: ae) tae 
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MORE PROFIT TO YOU! 
MORE REPEAT SALES! 
MORE SATISFIED 


CUSTOMERS! 






when you handle 
PURITAN SASH CORD 


This top quality sash cord is a real profit-maker for every dealer. PURITAN not 
only gives you a better profit—but insures continued good-will from your customers 
because of its extra long life. 

Tests have proved that PURITAN Sash Cord actually lasts as long as the lifetime 
of the average home. That's a strong selling point with customers, for it means that 
once PURITAN Sash Cord is installed it marks the end of expensive and trouble- 


some worry with replacement for many, many years. 





These special features make 
Puritan brand easier to sell! 






1. EXTRA STRONG. Breaking Strength 
of Puritan Sash Cord is far higher than the 
requirements of the U. S. Government, 


states, municipalities, railroads, industrial PURITAN Sash Cord is made from extra quality, clean white cotton yarn. Every 
> on ise ’ , care is taken in its manufacture to assure a long-wearing cord that will stand up 
» LONG LIFE. Pusiton Seth Cord wil and give trouble-free service for years. PURITAN Sash Cord will g've many times 


last as long as the lifetime of the average 
home. EXTRA resistant to wear and 
strain. 


3. BETTER MADE. Only extra quality Fe e Valuable booklet — full 


clean white cotton yarn used. Free from P ° 
imperfections. Firmly braided, smooth of practical tips to help 


the service of a cheaper brand—yet it costs only a few cents more! 













surfaced, uniform strength. No loading, you sell more sash cord! 

no soft roving. No stretch. 

4. ECONOMICAL. In terms of nip sag Here’s a real, hard-hitting sales builder. Especially prepared 
Puritan Sash Cord is the most economical to help you get more sales and profits with Puritan Sash Cord. 
sash cord or clothes line your customer Contains valuable practical selling tips and sure-fire methods for 
can buy! boosting your sash cord business. Every dealer should have this 


book. Write for your FREE copy today! 








PURITAN CORDAGE MILLS, Inc. | 1205 WASHINGTON ST. LOUISVILLE, Ky, tan 


PURITAN SASH CORD 








TOP QUALITY AMD PRICED TO SELL 
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HOW CAN | MAKE MORE MONEY? 














SELL FLORENCE 
OIL RANGES 











SELL FLORENCE 
GAS RANGES ~ 























SELL BOTH AND 
YOU'LL SELL MORE 


Why pass up good stove business when you can sell both sides of your 



















market with Florence Oil Ranges and Gas Ranges? 

Florence offers top values in both lines. In GAS you have a splendid 
selection, topped by the handsome No. 723 with Balanced Cooking Top. 
. It’s got porcelain finish throughout; Focused Heat burners; extra large oven, 
porcelain lined, fully insulated with rock wool and equipped with automatic 
heat control and interior oven lamp. There is also a drawer type smokeless 


Have you seen the new Florence broiler, two handy cabinets, and a modern backguard with electric lamp and 
Electric Range, and the new Florence clock, timer and condiment set. 
Dual Oven Combiastion Range for In OIL you have a model for every need and pocketbook, including the 


il and gas? Get the facts f A . . ‘ ‘ 
peat... sh Sgealpe egagteamaamalaaa big-value Table Top Oil Range No. TDS, with every modern feature. 
representative or write us. , az ? : 
Sell both sides of your market with Florence and you'll sell more! 


FLORENCE STOVE COMPANY 
General Offices and Plant, Gardner, Mass.; 
Western Offices and Plant, Kankakee, Ill. ; Sales 
Offices: Merchandise Mart, Chicago; New 
York, Boston, Atlanta, Dallas, San Francisco. 





OIL RANGES - GAS RANGES - HEATERS - RANGE BURNERS 
6 HARDWARE AGE 








HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE CO 
WILKES-BARRE PENNSYLVANIA 


WE STILL MAINTAIN OUR ORIGINAL POLICY OF SELLING THESE TAPES THROUGH LEGITIMATE WHOLESALERS ONLY 
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SHARE IN THIS STEADY AND PROFITABLE BUSINESS— 
ATTRACT CUSTOMERS TO YOUR STORE NOW BY USING 
PERFECTION ADVERTISING AND SALES HELPS 





$ There are four good reasons why the demand for Perfection Oil Ranges 


and Stoves remains at the top year in and year out. 


FIRST. more than 50% of all homes in this country burning liquid fuel 


for cooking, use Perfection-made appliances. 


SECOND, Perfection builds a well rounded line of ranges and stoves 
directly designed to meet rural requirements of economy, speed, beauty. 


cleanliness, dependability and a wide range of cooking heats. 


FREE FOR YOUR USE THIRD, Perfection has advanced the inherent advantages of oil ranges 


Newspaper Ad Mats to new heights by exclusive improvements like the famous High-Power 


burner and the live-heat oven. 


* 
Outdoor Posters 
FOURTH. new customers are being continually created by the largest 


e 
Life Size Cutout for Win- ee - eae : 
deve onl Peet Blaatay national advertising program in the industry. 
‘ PROFITABLE PERFECTION BUSINESS IS WAITING. 
Mailing Pieces : ; ; é 
Farm income has risen each year for five successive years. Kitchen 


e 
Handout Folders modernization is stimulating Perfection sales. The size of your share 
Movie Trailer Films’ depends on your ability to attract Perfection prospects. One way to 





e measurably increase your sales is to demonstrate—right in your pros- 
Colored Movie Slides tes a ; 
pects’ kitchen. Be sure to use the wide variety of free advertising material 


7 | 
‘ - ° ; 
Radio Announcements | available to you. If you have not received the catalog which illustrates 
| and explains this material, write for a copy today. 


72,627,692 National 
Advertising Messages will ap- 
pear in National, Sectional and 


State Farm Papers this Spring 





THE BEST WAY TO COOK IS WITH OIL © THE BEST OIL STOVE IS PERFECTION 
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f Rural Homemakers! 


ud 





























4% % 






COMPANY 


The Mark df, Lucality 


7932-C Platt Ave., Cleveland, Ohio 


Oil Stoves and Ranges « Oil Burning Water Heaters 
Oil Burning Refrigerators + Oil Burning Space Heaters 
Room Heaters + Oil Burning Warm Air Conditioner 
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BUY 


FREE 
FREE 
FREE 


@ Here's the Summer Special — the greatest Free Goods 
Package Thermos has ever offered! You get one regular 
quart bottle—plus two display units that combine to form 
a really effective counter piece... all FREE with the 


No. 3834 


—, 


4 No. 34QA (Quart) Thermos brand striped buff vacuum kottles 


with nested Atherlite cups. Full Retail Value . . . . $2.29 ea. 
2 No. 7Q (Quart) Thermos brand striped black vacuum bottles with 
aluminum cup. Full Retail Value ....... =. «. $1.74 ea. 


1 No. 7Q (Quart) Thermos brand vacuum bottle. 
eee 


Wire cup-display rack that holds the nested cups of the 34QA out 
where they can be seen. A real sales-maker! 


Colorful—attractive—new counter unit that displays either of these 
popular Thermos brand bottles. 


Package No. 3834 sold to the trade at net prices, subject to change without notice. 
Offer effective May | through July 31, 1938. Stated bottle capacities are approximate. 


purchase of only six Thermos brand quart bottles. These 
are the bottles you regularly stock—the bottles your 
customers are looking for. Order your Thermos Summer 
Special from your wholesaler— now! 








DEALER COST 


$8.46 . 


TOTAL RETAIL VALUE 
at full retail prices 


$14.38 


PROFIT 41.17% 


at minimum retail prices 


$12.69 


PROFIT 33 1/3% 
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THE TREND IN ROOFING Is TO 


ee 


RECORDS PROVE 
THIS FACT: 


Live chimney sparks 
dropping on roofs are 
responsible for more 
fires than any other 


Cause. 


get this Business 


with LU-S:S Sheets 


OU don’t have to wait for new construction to 

boost roofing sales. Look around in your own 
community and you will see many buildings that are 
covered with inflammable materials. Get after the 
business that these inflammable roofs make possible 
for vou. Many of your customers are taking great fire 
risks and paying extra fire insurance premiums be- 
cause they do not have the protection of metal on 
their buildings. Remind these customers that steel 
roofing protects them from lightning and dangerous 
sparks. Stops leaks, too. And metal roofing can 


easily be applied over their present roofing material. 

Show your customers U-S-S Roofing and Siding 
Sheets-—the kind that have established a reputation 
for long weather resistance and maximum protection 
against leaks. These sheets come in the standard flat, 
corrugated, V-crimp or special leak-proof types, 
U-S-S Tenneseal and U-S-S StormSeal. All are full 
weight. Carefully galvanized. Show customers the 
familiar U-S-S monogram that is recognized every- 
where as a standard of high quality in steel products. 
Do this and you will boost your roofing sales. 


U-S-S ROOFING and SIDING SHEETS 


CARNEGIE-ILLINOIS STEEL CORPORATION 
Pittsburgh and Chicago 
AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 


TENNESSEE COAL, IRON & R. R. COMPANY 
Birmingham, Ala. 


COLUMBIA STEEL COMPANY 
San Francisco 





United States Steel Products Company, New York, Axport Distributors 


UNITED STATES 8828 


STEEL 


HERE IT IS! 


SERGEANT 
ELECTRIC ALARM 


ONLY $2.95 


At $2.95 he will open purses by the 
thousands. Are you awake to this 
opportunity? 


Now General Electric 
brings to clock dealers 
the country over, a brand 
new electric alarm clock 
at a brand new price. 


THE SERGEANT 
MODEL 7H-94 


. Twelve-hour alarm 

. Self-starting 

. Sealed-in-oil motor 

. Styled, moulded plas- 
tic case 

Legible dial 

Accurate 

Long-lived 

Guaranteed 

. Only $2.95 at retail 


HERE ARE THREE OTHER MODELS WITH ADDED FEATURES 


l 
2 
3 
4 
5. 
6. 
7 
8. 
9 


} . hanks Ae Sm 
THE SERGEANT THE SERGEANT THE SERGEANT 


Model 7H-94 Model 7H-94-L Model 7H-94-L 
With ivory moulded plastic case. $3.50 With black case and luminous dial. $3.95 With ivory case and luminous dial, $4.50 


IN ADDITION TO THESE, THERE ARE 6 MORE MODELS IN A VARIETY OF COLORS 
PROVIDING A FULL LINE OF ALARM. OCCASIONAL AND KITCHEN CLOCKS, 
ALL DESIGNED TO PROVIDE CHANGE FROM THE CUSTOMER'S $5 BILL 


Write or call your General Electric Distributor immediately! 


GENERAL @ ELECTRIC 
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A fea! 
Barbe 
er” ij 
Spoo! 
hands 
rying 
stacki 


J&L NAILS 


drive “yinentonanl mum 6to greater sales volume 


atelre iulelani wu to satisfied customers and 


build up repeat business 


There are more than 5.000 sizes, styles and finishes of 
J&L Nails — truly a nail for every need. With this 
wide variety and selection from which to order, you 
can give your customers exactly what they want, when 
they want it. There are no delays—hence no lost sales. 

J & L Nails are made of accurately drawn, high qual- 
ity steel wire having the right degree of hardness and 
strength. J & L Nails are full formed by special machines. 


They have clean, sharp points and strong heads that do 


tis 


not split or break off in driving. J & L Nails are safe to 


handle and use because in their manufacture they are 


“AY ayeg. $3 


y 
. o 


freed of dangerous, jaggy slivers. J & L Nails drive true 
and straight and hold tight, all of which assures your 
customers of complete satisfaction when using them. 

J & L Nails are furnished in bright, coated, or gal- 
vanized finishes. 

J&L Galvanized Nails, packed in a distinctive green 
keg, give extra long life because of their outstanding 
resistance to atmospheric corrosion. 

You'll find it pays—in repeat sales and faster turn- 
over—to handle Jones & Laughlin Nails and other J & L 


Products. Call your nearest J & L distributor, today. 
Pa 


The uniform high quality and a 
rugged strength of J& L Woven : 

Wire Fence make it a favorite 

with the farm trade. Once a : ; 
user — always a user of J&L 


i | Woven Wire Fence. 


tat = { ; 
Nighy) we oe | Hit 
HN Jel \STAND #7 TEE 


A feature that makes J & L 
Barbed Wire a “fast sell- 
er" is the Safety- Grip 
Spool —handles protect 
hands and clothes in car- 
tying, yet fold flat for 
stacking. 


¢ 
; ‘ir 
J & L—ALWAYS MAKING FINER 
CARBON STEEL PRODUCTS 
FOR NEW AND BETTER USES 





ing satisfaction. These 
products include: Gal- 


pang een eed JONES & LAUGHLIN STEEL CORPORATION 


ed and Roll Ridge Roll AMERICAN IRON ANO STEEL WORKS 

and Valley, Mastercraft 

Chenacl Drain, and tet PITTSBURGH. PENNSYLVANIA 

Galvanized Sheets. MAKERS OF HIGH QUALITY IRON AND STEEL PRODUCTS SINCE 1850 











FOR YOUR 
COUNTER 






Think what this bright new metal merchandiser will do to boost your 
Plastic Wood sales! It takes up little space on your counter (less than 
1 square foot) but makes that little show big results! This nationally ad- 
vertised Plastic Wood deserves a front spot on your counter so people 
can see it—buy it. The stand holds six tubes and a dozen }4-pound 
cans—plus a dozen cans of Plastic Wood Solvent. Here's compactness 
and completeness combined—waiting to do a big selling job for you. 
Be among the first to have this Plastic Wood counter salesman! It's 
easy to get—and will mean much to you in more sales and profit! 


ASK YOUR ee 
BUY THIS PLASTIC WOOD DEAL CES, —— — a 


JOBBER 
FROM YOUR JOBBER: 


és > 
» 
Pes > 
Sells for @s “on 

2-dez. \{-tb. cans Natural Plastic Wood ( 35¢ ea. $8.40 oA PLASTIC 
1-doz. 1! ;-0z. tubes Natural Plastic Wood @ 25 ¢ ea. 3.00 
1 Color Tube Assortment (12 tubes « 25¢ ea.) 3.00 4 
l-doz.l-oz.cansSolvent . . . . 1.70 > 

TOTAL RETAIL VALUE . $15.60 


YOU PAY ONLY . . 10.40 . 
SP ay GRAND LER 
YOUR PROFIT . . $5.20 yay LOSE FIBRE FIL 
Ge Puty es 
4 Mae 


.--AND YOU GET THE METAL 
> ON aes a7)? 
7) ON ae 





HERE’‘S HOW 
YOU GET IT 


Free! 












































A. S. BOYLE COMPANY 


(DISTRIBUTORS) 
Jersey City New Jersey 






MERCHANDISER FREE! 








PLASTIC WOOD 
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THE REFRIGERATOR THAT STARTED A NEW 


IN AMERICA! 


~\ » NEW 





ee 


























REFRIGERATOR 


iT MUST BE GOOD 
WIDELY IMITATED a 


must be good to be paid the high 
such widespread imitation. General 
ted the hermetically sealed cold-mak- 
d 5 Years Performance Protection 
lectric started @ new “save wave” 
s models climax 4 smashing 
g values. 


TO BE SO 


eA refrigerator 
compliment of 
Electric origina 
ing mechanism an 
Plan. The Géneral E 
in America, and today’ 
12-year record of ever increasin 
Since General Electric introduced the 10w famous 
Monitor Mechanism, other manufacturers have 
adopted sealed refrigerating units. But remember .-- 
the General Electric is the only one that has had the 
benefit of 12 years’ manufacturing experience. It is 
far beyond the experimental stage! The General 
Electric has proved its claim to fame --- proved it 
to refrigerator owners and dealers alike. General 
Electric Company, Specialty Appliance Division, 


Nela Park, Cleveland, Ohio. 

































a 


Sealed-in-steo| 


G-E THRIFT UNIT 


with Oi! Cooling 



































The COMPLETE line of electrical 
by performance. tested by time! 

>. * ® 

ectric notrigeraters > RENEC® © Electric Sink with 

Water Heaters « Washers ° lroners 


General i 4] 
Dishwasher and Disposal ° 
“package@” “ Commercial Refrigeration Products 
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WHY TURN A DEAF EAR to that chronic chorus of complaint: ‘The varnish 

didn’t dry.” Why not, instead, turn an open ear to this simple suggestion: 
Every time you sell wax or varnish sell Waxoff! Here is a product born for just one purpose: 
to remove wax, floor oil, polish, ground-in dirt, and do it right! That means the varnish is 
sure to dry! What's more, Waxoff makes an instant hit with women because it can’t ex- 
plode, can’t hurt their hands. A nationally advertised 10¢ self-seller (12 cartons to the con- 
tainer) in the smartest knock-down basket you ever saw. Ask 
your jobber! Schalk Chemical Co., Los Angeles and Chicago. WAXO F 
16 HARDWARE AGE 





rests who buy Bethlehem Bolts and Nuts remember this bright, 
attractive label. They have excellent reason to; the label marks a brand 


of threaded products that gives thorough satisfaction—bolts and nuts with 
clean, accurate threads; every piece exactly to size; sharp corners and a full- 
size head that give a sure, firm wrench grip. : 

Why not order a representative stock of Bethlehem Bolts and Nuts from 
your jobber this month and give them a try ? 


MAY 19, 1938 
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YANKEE 


ORDER ANY OF SIX SIZES 


“YANKEE No.90O 


STANDARD BLADE 
Packed FOUR Screw Drivers of One 
Size, in ‘‘Yankee’’ MERCHANDISER. 
Supplied by your jobber, at no 
extra cost, in any or all of these 
six blade lengths: 
114", 2", 3", 











we AIS De SE aS 


ORDER ANY OF FIVE SIZES 


“YANKEE No. 95 


CABINET STYLE 
Packed FOUR Screw Drivers of One 
Size, in ‘*Yankee”” MERCHANDISER. 
Supplied by your jobber, at no 
extra cost, in any or all of these 
five blade lengths: 
214", 314", 414", 514", 614". 
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@ Plain back! Hollow back! Strap weld! Solid shank! No wonder the 
hardware dealer who stocks up on so many different types of shovels 











finds a lot of loafers on his hands ...loafers that tie up his capital and a iD 
waste his floor space. rh / ® 
Why are they loafers? Because they weren’t built for work. Some of them 7 V4 / 


feel right but can’t “stand the gaff” when the going gets tough. Others are 
strong enough but have no more balance or “heft” than a lead pipe. 
The fact is, there’s only one way to build a shovel that will sell, and 
that’s to build a shovel that’s right in every way . . . looks right . . . feels 
right .. . and stands up right when it gets on the job. 


Wood’s Closed-Back Shovels and Scoops are the answer. They combine 


all the good points of other types, and none of the bad ... no strap 1. “Closed Back”—stronger, 
welds to pull loose . . . no hollows to clog up and obstruct shoveling... lighter; easier shoveling. 

no excess weight to slow down the job. Wood’s Closed-Back Shovels are 2. Turned Shoulder—stiffer 
workers, and that’s why they sell! blade, non-cutting foot rest. 
Stock up on Wood’s Closed-Back Shovels NOW, while the shovel season 3. Tapered Socket—better grip, 
is in full swing. You get one type of shovel instead of two or three, and better balance. 

it’s the type that shovel users want. Ask your jobber about them today, or 4. Neat-Treated—streager, mere 
write us direct for latest catalog. The Wood Shovel and Tool Company, resistant to wear. 








Piqua, Ohio. 
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Informal Editorial Comments 





FAIR TRADE :- 


Alabama remains one of the 
five states without a fair-trade law. 
The organized druggists, through 
the Alabama Pharmaceutical As- 
sociation, are working to have 
such legislation passed. A _ sug- 
gested bill has been drafted and 
is being submitted to candidates 
for election to the Alabama legis- 
lature for the purpose of securing 
pledges. Candidates who_ pledge 
support to such legislation will 
presumably receive publicity and 
support from the membership of 
the druggists’ association. If the 
Alabama hardware trade and 
other retail groups support the 
organized druggists in this activ- 
ity it is likely that favorable re- 
sults can be expected. It is per- 
fectly proper and fair to ask 
would-be office holders where they 
stand on fair-trade laws, have 
them declare themselves and then 
govern voting and support for 
votes accordingly. In fact, it is 
high time that all business men 
and tax-payers were a little more 
exacting in their demands on am- 
bitious politicians, who, too long, 
have had their own way in mak- 
ing laws without particular regard 
to the will of the majority of 
voters. The articulate groups of 
voters are the ones who get action. 


TAX SIMPLIFICATION :- 
The Board of Directors of the 


National Association of Manufac- 
turers has proposed that a na- 
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By CHARLES J. HEALE 
EDITOR, HARDWARE AGE 


tional non- partisan commission 
thoroughly examine the entire tax 
structure of the nation. Follow- 
ing such an intensive study the 
commission would recommend 
simplifications and other improve- 
ments in the country’s tax sys- 
tem. This most worthy and essen- 
tial project merits the hearty and 
active support of all tax-payers 
both as individuals and through 
their various organized groups. 
Charles R. Hook, president of the 
association and of the American 
Rolling Mill Co., has sent a copy 
of this proposal to all members 
of Congress accompanied by an 
appropriate letter from which we 
quote the following: 


“‘Examination of our taxation 
system reveals the tremendous bur- 
den which it imposes on our econo- 
my’, the board’s statement said. 
‘Much can be done to simplify and 
coordinate our system of taxation. 
There are today more than 175,000 
taxing units in the United States 
and taxation experts believe this 
number could be reduced nearly 90 
per cent. At the same time there 
is an increasing duplication of Fed- 
eral and State taxation of the same 
sources. So severe has become the 
system that the law of diminishing 
returns has begun to operate in 
many fields.’ ” 





NEEDS SUPPORT :— 


It was the further thought of 
the manufacturers’ body that such 
a commission include competent 
representatives of the Congres- 
sional Joint Committee on Inter- 
nal Revenue Taxation, the Trea- 
sury Department, major branches 
of productive enterprise and inde- 
pendent action economists. If 4 
sufficiently impressive number of 
tax-payers and business men get 
behind this movement some action 
can and will be taken to the im- 
mediate benefit of our entire eco- 
nomic structure. Every business 
and every individual is suffering 
under the burden of excessive and 
complicated taxation and should 
be more than anxious to support 
this constructive idea from the 
National Association of Manufac- 
turers. Letters or telegrams sent 
immediately to your representa- 
tives in Congress demanding sup- 
port to this proposed investigation 
of the tax systems will prove well 
worth the time, effort and costs 
involved. 


CHAIN STORES :— 

Says a recent publicity release 
from Collier’s Magazine—“Rally- 
ing to the defense of the Ameri- 
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Thus 01 the Staton YOu Can sll 
TENSO TIE-OUT CHAIN 








Be sure you display TENSO TIE-OUT 
CHAINS now. The attractive finish—the 
sturdy, free-working swivels of these com- 
petent-looking chains will bring you many 
good sales. e The well earned quality repu- 
tation of TENSO TIE-OUT CHAINS 
creates respect for all the other American 
Chain merchandise you carry. This repu- 










, tation will sell other chain items for you. 


e Buy ACCO quality from your whole- 
saler for dependability. He will supply you 
promptly with TENSO TIE-OUT CHAINS 
and other fast-moving American Chain 
items, such as ACCO No. 8 Sash Chain, 
ACCO Jack and Safety Chain, Tenso Porch 
Swing Chains. 





AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & (°f CABLE COMPANY, INC. 
BRIDGEPORT mee CONNECTICUT 


Wr Sn Business for Your Safely 


AMERICAN (-A4-7e~ CHAIN 
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can standard of living, Collier's 
Magazine today assailed editorial- 
ly the proposed Patman Federal 
chain store bill as ‘another politi- 
cal effort to destroy national mar- 
kets and to make business local 
rather than national.’ 

“The editorial which appeared 
under a bold-face warning: ‘Poli- 
ticians, Watch Out!’, charged that 
‘The effect of such efforts upon 
our standard of living is one of 
the vital considerations that poli- 
licians prefer to ignore’, and 
added that consumers ‘seem to be 
politically negligible.” 

“Under the Patman bill the tax 
would graduate upward from 10 
or more stores. A company would 
be forced to pay $1,000 a store 
for all stores in excess of 500. 
multiplied by the number of states 
in which each chain store com- 
pany operates, the editorial con- 
tinued. 

“The ‘actual object’ of the pro- 
posed bill is to destroy the chain 
stores, the editorial said, ‘by the 
imposition of a confiscating tax’, 
adding that the bill’s sponsor ‘pre- 
dicted that the chains would be 
broken up within two years after 
its enactment.’ 

““Our standard of living is 
made possible by big business’. 
asserted the editorial, citing the 
development” of the radio as an 
example. ‘Big business gave us 
the radio’, it added, ‘beyond all 
question just as large-scale pro- 
duction made possible our use of 
the motorcar. No other industry 
has done more to increase values 
and to lower prices’.” 


“RALLYING ?” :— 
Rallying? Indeed! And to “the 


defense of the American standard 
of living.” This press release is 
dated April 1, 1938, and the 
thought occurs that the date of 
April first may be something more 
than coincidental. Let us hope 
so. For surely the chain store 
system has done more to tear 
down the “American standard of 
living” than any other single, eas- 
ily remembered institution. By 
their own testimony during the 
NRA hearing, as presented by Dr. 
Paul Nystrom, as president of the 
Limited Price Variety Stores As- 
sociation (Kresge. Kress, Wool- 
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worth, Silver, Murphy stores et 
al.), a minimum retail clerk wage 
of ten dollars would require a 
“substantial salary increase for 
more than 75 per cent of all em- 
ployees.” In any community the 
most casual survey of wages and 
hours among local chain units will 
reveal distressing working condi- 
tions—starvation wages that tear 
down the average local buying 
power. 


PARADOX:- 


To me the strangest and most 
inconsistent phase of the chain 
store problem is the widespread 
support and patronage given 
chains by unionized workers and 
their families. Pay day in any 
mill town is a gala selling day 
for the local chains. If union 
men and their leaders mean even 
a part of what they maintain 
about improving living standards 
through better hours and wages 
they would investigate chain store 
wages and favor the independent 
merchants whose wage standards 
are usually much higher. 


KNOCKERS :— 

Earlier this year, during the 
convention season, I had an in- 
teresting dinner conversation with 
the executives of two competing 
wholesale hardware firms. Rivalry 
between the two was obviously 





MARK TWAIN 
ON ADVERTISING 


Once when Mark Twain 
was editing a newspaper, a 
subscriber wrote him what he 
considered a very funny let- 
ter. Among other things, the 
subscriber wrote that he found 
a spider in his paper, and 
wanted to know if that was a 
good or an evil omen. Mark 
replied as follows: 

“Old subscriber: Finding a 
spider in your paper was 
neither good luck nor bad 
luck for you. The spider was 
merely looking over our paper 
to see which merchant is net 
advertising so that he can go 
to that store, spin his web 
across the door, and lead a 
life of undisturbed peace ever 
afterward.” 

—Armco Farm Equipment 
Merchandiser. 





keen, yet their exchange of com- 
ments was very good humored and 
more than friendly. The conver- 
sation drifted to selling problems. 
the alibis of their respective sales- 
men and the rumors that they 
turned into headquarters about 
competitors. It was apparent that 
both firms have for many years 
known how to appraise such wild 
reports. There was some good 
natured joshing back and forth. 
when ‘one man suddenly said, “Do 
you know that a manufacturer’s 
salesman told our buyer that your 
firm was in poor shape financial- 
ly, slow pay and practically doing 
no business. He even hinted that 
you might slide into 77 B and 
get trom under.” This remark 
nearly broke up the party, but 
when the other man_ recovered 
from his flare-up he replied some- 
thing like this: “I'll bet that was 
so-and-so. He tells our buyers the 
darndest things. Says certain ex- 
ecutives of some of our competi- 
tors are on the way out, have 
suffered physical or mental break- 
downs and such. He is a regular 
scandal-monger and never right. 
We are going to throw him out 
the next time he calls. Instead of 
telling us something about his 
goods, about general business con- 
ditions in his territory and other 
constructive ideas he always has 
a tale of woe to tie on some other 
house. I knew darn well he tells 
stories about us too. His kind 
always plays both ends against the 
middle.” Although the identity 
was not confirmed and I did the 
honors by changing the subject, | 
feel quite sure that the salesman 
who was named is the guilty one. 
He will suffer a Toss of business 
from both houses and his troubles 
will increase just as long as he 
continues to be a “knocker.” No 
matter how keen the competition 
between these two houses, both 
firms are headed by responsible. 
intelligent executives who would 
not tolerate such actions among 
their own sales staffs and will be 
equally severe in their treatment 
of the manufacturer’s representa- 
tive who peddles tales of such 
damaging nature. If this man 
keeps it up, he will finally face a 
libel suit and be permanently out- 
lawed in the hardware industry. 
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Chapter 27—Intermediate Course 


N indispensable and frequent- 
ly used form of knowl- 
edge, insofar as it affects 


the builders’ hardware man, is 
that concerning the various types 
of windows. This being the case, 
it will be to the decided advantage 
of every student of this course to 
pay strict attention to this chapter. 

Windows are divided into two 
particular classifications. The first 





Fig. 1—Frame or sash pulley 


and most commonly used of these 
includes double-hung windows 
which we will discuss first. 

On double-hung windows we 
have both rough and finish hard- 
ware. This course so far has con- 
cerned itself only with finish hard- 
ware but | think that this is the 
proper place to discuss rough 
hardware, insofar as it is used 
with double-hung windows. 

Different practices with respect 
to rough hardware are followed 
in different cities. In Buffalo, pul- 
leys, sash weights, sash cord o1 
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A B Cc 


Method of applying sash chain. A 
—shows chain hooked in two-hole 
sash. B—chain attached to sash 
weight. C—chain on sash pulley. 


chains are generally estimated and 
purchased by the contractors to- 
gether with other rough hardware. 
During my years of hardware ser- 


Typical first 

grade solid, 

braided sash 
cord. 


The author 
urges all build- 
ers’ hardware 
men to specify 
first grade sash 
cord avoiding 
cheap. loaded 
“clothesline” 
misnamed 
“sash cord.” 


vice in Pittsburgh, | noticed that 
it was customary for the contrac- 
tor to ask for estimates or bids 
on the rough hardware as well 
as the finish and award the rough 
hardware on a lump sum basis. 
Learning how to estimate rough 
hardware will be well worth your 
time, however, irrespective of the 
practice which may exist in your 
locality. 

The frame pulleys are generally 
~pecified by the architect on 





Fig. 2—Side spring sash balance 


cheaper construction and are 
usually furnished and _ installed 
with the frames by the mill man. 
On better grade work the frame 
pulleys are often specified with 
the finish hardware. Always con- 
sult the specifications to see how 
they are specified and who is to 
furnish them. If it is the mill man. 
vo after that business too by sell- 
ing them to the mill man. 

Fig. 1 is a frame pulley. There 
are several things to watch out 
for in connection with their speci- 
fications. First and most impor- 
tant is the matter of the proper 
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Fig. 3—Top spring sash balance 


size, so that the cord or chain will 
he centered into the middle of the 
weight pocket and the weight will 
without 
dragging on the side of the pock- 
et. Secondly, are plain, roller or 


raise and lower freely 


ball-bearing pulleys specified? 
Finally, what type of face is speci- 
tied—lacquered. plated or bronze 
front? bronze 
metal faces on pulleys are usuaily 
of wrought metal rivetted to the 
cast iron of the pulley proper. 
Pulleys come with a round groove 
for cord, square groove for chain 


metal Brass or 


and combination groove for 
either. 

Next come the weights them- 
selves. In order to estimate the 
size of weight required on a given 
window, you must first know 
whether double-strength or plate 
lass is to be used in the windows. 
You will find this information 
under the glass specification. 

Having determined that, the fol- 
lowing rules will apply for esti- 
mating, but before sending the 
weights to the job, the sash should 
he actually weighed because there 
will be variations in sash and 
glass as to weight. 





Fig. 4—Sash fastener for 
double-hung windows 
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For 134 in. sash multiply the 
number of square feet of glass by 
1% for double-strength glass and 
by 2% for plate glass. Thus, a 
sash with one light 20 in. by 30 in. 
or 2 by 2'% ft. contains 5 sq. it. 
and would require two weights, 
each 714 Ibs. for double-strength 
or two weights each of 121% Ibs. 
for plate glass. Always remember 
that there are two sash in each 
window and that each double- 


hung window requires four 
weights. otherwise you might fig- 
ure just half enough. 

Now comes another thing to 
watch! Will the cast iron weights 
in your larger windows be so lonz 
that they will not go through the 
pocket in the frame, or will they 
be too long to travel the full dis- 
tance to permit the window to 
open its full length? 


— 
© 
© 

Fig. 5—Sash fastener with 

narrow strike 











If round weights are too long. 
must estimate square 
sectional square 


then you 
weights or 
weights. Square weights, sectional 
square weights or weights of any 
special size such as 2 by 21, etc., 
cost more than round weights and 
due allowance must be made for 
that. 

Occasionally, even a square or 
sectional weight may be too long 
for a short, wide plate glass win- 
dow and lead weights may be re- 
quired. As lead weights will cost 
at least five times as much as cast 
iron weights, I always stated in 
my bid on rough hardware 
“Please note this bid does not in- 
clude the furnishing of any sash 
weights of lead.” It is then up to 








Fig. 6—One type 
of ventilating 
sash lock. 








Fig. 6&A—Showing its window 
application 


the architect or contractor to see 
that sufficient room is made in the 
pockets for cast-iron weights. 
Next comes the matter of sash 
Where sash cord 
is specified the architect usually 


cord or chain. 


calls for certain brands and sizes. 
Here again is where the architect 
can be helped when writing his 
specifications by having _ the 


builders’ hardware man advise 


ie 





Fig. 7 — Mortise 

ventilating sash 

lock with spring 
bolt. 
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Fig. 8—Patent window ventilating 
lock. Application shown below. 





him regarding the proper cord or 
chain to use. 

In the case of sash chain, you 
must know the size of the chain 
required and whether the archi- 
tect wants steel, galvanized or 
bronze chain. A set of sash chain 
fixtures must be estimated with 
every window using chain. 

On both sash cord and sash 
chain, the height of the sash will 
determine the amount of chain o1 
cord required. In the ordinary 
residence 20 ft. to a window is 
ample, but unusually high win- 
dows will require more. 

In localities where sash weights 
are expensive to furnish, due to 
freight rates from the nearest 
foundry, sash balances, such as 
Fig. 2, are specified. Some archi- 
tects prefer them anyway. Where 
these spring sash balances are 
used, pulleys, weights, cord or 
chain are not required. 

Most sash balance manufac- 
turers have standardized the mor- 
tise required for inserting sash 
balances into a comparatively few 
sizes. To arrive at the proper size 
balance for a given window, use 
the same rules for estimating size 








Fig. $—Flush sash lift 


as were outlined in figuring sash 
weights. 

In addition to this, architects 
often specify overhead balances, 
similar to Fig 3, instead of the 
side balance previously shown. 

So much for the rough hard- 
ware for double-hung windows. 
Now comes the finish hardware. 

Sash fasts of the type described 
in our elementary chapter are so 


Fig. 10—Cast hook 
‘sash lift. 





universally used that it hardly 
seems necessary to mention them 
again. Just to refresh your mem- 
ory, it may be said that Fig. 4 
illustrates the type. They are made 
in several sizes. Watch the width 
of your upper sash rail to the 
glass to be sure you do not use 
too large a one. In case a large 
one is specified you can order 





them with narrow plates, such as 
are shown in Fig. 5, where neces- 
sary. 

On the first floor windows 
especially, on windows over porch 
roofs and particularly in sleeping 
rooms, many types of ventilating 
sash locks have been devised in 
order to permit opening the win- 
dow to admit air but not enough 
to enable a person to enter from 
the outside. Figs. 6, 7 and 8 show 
three popular types. Here is 
“plus” business for you if you 








Fig. 12—Sash pull plate. 


Fig. 13—Sash 
pull pole. 





Fig. 11 — Cast bar 
sash lift. 


will only show them and sell them. 

There are three general types of 
lifts—flush (Fig. 9), hook (Fig. 
10) and bar (Fig. 11). They are 
made in a variety of sizes and 
designs. Extremely narrow win- 
dows require only one lift, but 
any fair-sized window should be 
equipped with two. 

Windows which are very high 
from the floor may require sash 
pull plates, similar to Fig. 12, for 
the top rail of the upper sash to- 
gether with sash pole and hook 





Fig. 14—Sash pull hook. 


HARDWARE AGE 


™ 





Fig. 15—Stop bead screw 
round head and washer. 


such as are shown in Figs. 13 
and 14, 

Window beads should always 
be screwed in on the better type 
of work and one of the three types 
illustrated by Figs. 15, 16 and 
17 are generally used. Window 
beads which are nailed in are 
never satisfactory to an owner duc 


=e 


COMPARATIVE 
SYMBOLS CHART 


A comparative symbols 
chart on double-hung win- 
dow hardware will be 
published in an early is- 
sue of HARDWARE AGE. 
The vast amount of detail 
work required to prepare 
this useful chart precluded 
its appearance with this 
chapter. 


b 


Fig. 16—Flush stop 
bead screw and 
washer. 

















Fig. 17—Adjustable cup 
bead screw and washer 


to the fact that they have to be 
removed whenever it becomes 
necessary to replace a_ broken 
cord. So sell this “plus” item 
every time in a finish to match 
the rest of the window hardware. 

In the next chapter we will dis- 
cuss other windows, particularly 
those of the casement type. 


Acme Stresses High Grade Finish Hardware 
As Dominant Home Decoration Factor 


HEN Los Angeles, Cal., 

held its housing show, April 

21 to May 1, 1938, the Acme 
Hardware Co. featured this dis- 
play of builders’ hardware and 
related materials. Operating two 
stores, this firm has since 1926 
specialized in contract builders’ 
hardware, featuring its services at 
every opportunity where prospec- 
tive home builders, contractors 
and builders could be contracted. 
George M. Carter, president of 
the firm, has always maintained 
of selling only 


policy 


a strict 


American-made goods and is also 
operating a factory for the manu- 
facture of mail boxes, front door 
handles, door grilles and knockers 
and such related specialties. 

To every visitor at this booth 
a circular was presented urging 
high-grade American-made finish 
hardware. From this circular we 
quote some interesting — selling 
paragraphs as follows: 

“Hardware has become a fac- 
tor, and an important one if well 
handled, in the interior ornament 
of the modern building, and its 
selection demands at least equal 


care with that given to other ele- 
ments of interior decorations. 
“The method which should be 
employed in this matter depends 
primarily on the condition. If the 
building in question is intended 
for sale or renting, or if cheapness 
is the dominating factor, then a 
competitive method may be ex- 
pedient, but if the client intends 
it for personal occupancy, then 
a competitive method may be, and 
usually is, a poor one whereby to 


secure the best results.” 
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EO GARRETT has been oper- 
ating a retail establishment 
in the same neighborhood 

in Detroit for more than 20 years. 
During its early days it was a 
general store to which was added 
a small hardware department. 
This department expanded and 
proved to be his most interesting 
valuable business asset until from 
it grew the present Garrett Hard- 
ware Co. 

Finally Mr. Garrett decided to 
modernize his establishment. Late 
last November. the Garrett Hard- 
ware Co. opened the doors of its 
completely remodeled = store at 
17,800 John R. Street for the pur- 
pose of holding a two-day Grand 
Opening Sale. Ten thousand shop- 
pers and customers visited the 
store during that period and 3200 
sales were recorded on the books 
during the first day. Although 
the number of sales decreased to 
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2000 on the second day, the sales 
volume was almost doubled. 

Circulars and attractive specials 
brought in the cpstomers. And 
the fact that the store is modern 
in every respect and has been re- 
designed along lines of customer 
convenience has been instrumental 
in bringing them back. 

Simplicity of store layout pro- 
vides a smooth flow of traffic to 
all parts of the establishment. 
Broad _aisl: 
unsightly stock obstructions, en- 
able the browse 
about at will. 

The store was originally 60 ft. 
wide by 40 ft. long. The length 
has been increased until it is now 
96 ft. Although there has been 
no increase in the size of the 
stock, all items are now displayed 
to much better advantage. 

The wall cases and open dis- 
play tables were designed and in- 


passages, free from 


customers to 





General view of the Garrett store. Large and small windows and the skylight 
at the rear give ample daylight illumination and help reduce lighting costs. 


stalled by W. C. Heller & Co., 
Montpelier, Ohio. The terraced 
idea has been used in connection 
with most of the tables making 
it possible to create an attractive 
mass display without detracting 
from the individuality of any sin- 
gle article. Each item is acces- 
sible and, because it is within 
easy reach, invites the customer's 
inspection. Metal bands on the 
tables provide greater visibility 
for even the small articles in the 
compartments next to the rub 
rail. 

Mr. Garrett displays his house- 
wares, small appliances, electrical 
supplies. gifts and toys on these 
tables. Below are compartments 
enclosed by sliding doors. These 
compartments provide ample room 
for surplus stock and make it pos- 
sible to use the entire room as 
a selling floor. With this ar- 
rangement. it is also a simple 
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5200 Sales in Two Days 


matter to replenish displays with- The Garrett Hardware Co., Detroit 
out the long delays and other i a oo 
inconveniences incidental to a modernized and established this 
“hack-of-the-store” or cellar stock ‘ . - ‘ 

room. It also makes it possible mark at its opening. Time-saving 
for Mr. Garrett to tell ata glance arrangement makes shopping easy 


when his stock is getting low. 
Tools and smaller builders’ 
hardware items are in wall cases 
and in neatly arranged and plain- 
ly labeled drawers. Along the 
sides is a display of floor cover- 
ings. Toward the rear of the 
store is a small and compact, 
yet complete, paint department. 
Ranges, washers and refrigerators 
are displayed toward the front of 
the establishment near the en- 
trance where they will invite cus- 
tomers to come and look them 


WP a ccoke 


over. 

Display windows are broad. and 
high and extend across the entire 
front of the store and partly down 
the side. This large window area 
together with white walls and 
ceilings and a large skylight en- 
able Mr. Garrett to effect a con- 
siderable saving on lighting costs 
and to utilize the natural daylight 





to the fullest possible extent. Showing a section of housewares and electrical appliance departments. 
The window dis p la Vs are The paint department may be seen at the extreme rear of the store. 


changed constantly. The window 
nearest the entrance is given over 
to special displays which are tied 
in with local events whenever pos- 
sible. During National Boy Scout 
Week. the local troop was invited 
to contribute to a special display 
of its arts and crafts. Rock col- 
lections, models of various kinds, 
Boy Scout equipment, etc., were 
on display and contributed large- 
ly to bringing the patronage of 
the scouts and their families to 
the store. 

Mr. Garrett also believes in 
working in close cooperation with 
local church events and with the- 
ater gift nights. His contribu- 
tions to the success of such events 





have made many new friends for 


There's room for surplus stock in the compartments enclosed by sliding 
doors below the displays. Replenishing is accomplished without delay. the store. 
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The west half of the store seen from the mezzanine. On the opposite page is the floor plan of the store. 


They Build Business on a 


IVE essential factors in the 
| Rpts operation of a 
hardware store, according to 
A. S. Yates, who with his partner, 
O. M. Borg, have recently moved 


North 


Complete- 


into a modern store in 
Hollywood, Cal., are: 
ness of stock; completely dis- 
played stock; scientific store ar- 
rangement; size and style of 
building, and ease of parking. 
The new Yates-Borg hardware 
store is the result of several years’ 


planning and _ experimentation. 
“And just as long as we stay in 
business we will be doing ex- 
perimenting with’ new ideas in 
selling and merchandising,” says 
Mr. Yates. 

Four years ago A. S. Yates was 
manager of the local Woolworth 
store in North Hollywood. He 
understood the power of displays, 
how to increase store traffic and 
the necessity of having merchan- 
dise on the shelves that the public 


Complete stock, display, store arrange- 
ment, type of building and facilities 


for parking are factors which have 
increased sales for the Yates-Borg 
Hardware Co. of North Hollywood, Cal. 
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wanted to buy when they were 
in the buying mood. With this 
as a background, he started a 
departmentized hardware store, as 
he felt that this business offered 
the greatest opportunities for de- 
velopment in the retail field. 

Moving to his present site, he 
formed a partnership with O. M. 
Borg, a man who had the largest 
paint, shade and linoleum busi- 
ness in that section. The merger 
proved a most happy one, as each 
partner retained his previous cus- 
tomers and gained the trade of 
the other partner. 

The store, which was especially 
built for this firm, was erected in 
an admittedly 45 per cent loca- 
tion, even though the business was 
previously -housed right in the 
center of town. 

On the matter of location, the 


HARDWARE AGE 











_— a — —— 


\ Nn a SS —| ncn ae swing PANELS] 10 —$—— he cannal funma Savane [rasecmcinss pasture ICT apace yscy apse yA | 
| 




























+ LEOGE DISPLAY ]tset ovsriav | ceoce oisriay | Leoce AEhS ruatronm | STEEL GOODS PLATFORM £. RACK-12°6” 
ba] ’ 
o 


& 
» 

















Ribena © ee 





















































































































































4 
\ ' 2 
i Tra TR2 30 7x30" ~| ¥ , 82 
’ a 7 730° ; -7 wa 2 
| snow CASE | SHOW CASE TABLE TABLE | | 7°9" NAIL COUNTER | 2“ 
LAMPS ELEC. SUPPLIES | | __t - 
7/430" 7x30" | | 79°wau counren | 
BULBS misc’. i] | J 
f 4 
2 
Ps 
| 
i 
1 x30" 7x30" 1’ x30" 7°x 30° ] 
TABLE TABLE TABLE TABLE 
POTTERY Lg] GNAMELED WARE | TINWARE 32 59*-<) 
7xao” 7x30" 7°x30" 7x30" ~*'| s 
TABLE TASLE TAGLE TASLE | | 
POTTERY ENAMELED WARE ALUMINUM j 
& 
1 i 
° 
+0 
@ TAT a3: re 
hai Ts . 
a CULTIVATORS Pe 3 — 
GADGET SHOP 12°6"x6' potent en 28 vy 
7x 30 3 
Maren t | % 
3° 32 “| cansgu nose HATS = 
: 
~ 
J - 
2 
\ , T 
x30" 7x30" ] % 
—— 3’-<1 TAGLE TALE a3) of we batiows 63> * 
CHINA-GLASSWARE | CHROME WARE . _ 
1'%30° 7'x 30° 7'x30" i 
TABLE TABLE ww owen | zp 
CHIMA- GLASSWARE PYREX } nm « 
oitel & 
i 2% S¥5 
Show CASES 2 2 5 8 af » 
MAIL COUNTERS 2 
OrsPLAY Tagues, 20 - ¢ z 93 
PAINT COUNTER ’ : 7 s <3 
a ‘ 14°x 27 $9" x 27" ain ga38 3 
}. “4 fon 
WeaRnows - ' wWax- wan Pde PAINT COUNTER [rer'suerues ze x] ®0253] & 
GAGOET SHOP : e ego <idu 
oa sta re 
r 3 23$ 
PACE - WINDOW SHADES z “4 
vor ae. “Contain Roos 2 
PAPER BtLOoWw 

















41—2 


e bd ad tectural design and imposing 
1ve Point Basis frontage, in the order named, are 
what attract people into a store. 

° is the opinion of the management. 

An average of one customer an 


hour comes to the store on foot. 
the rest of the trade drive up in 


firm has proved the fact that if classed as only 45 per cent and their cars. This predominance of 
a hardware store is housed in an increase its business, provided the auto traffic customers means fewer 
attractive building it can move latter place has ample parking customers and heavier unit sales. 
from a 75 per cent site to one facilities. Ease of parking, archi- As a matter of record, the dollar 
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The exterior of the Yates-Borg Hardware Co. is ultra-modern in every detail. 
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volume is three times what it was 
in the former location. 

Store arrangement came in for 
considerable study when the de- 
cision to move had been made. 
The management’s own ideas and 
the judgment of Fred C. Gross, 
store planning engineer for the 
Southern California Retail Hard- 
ware Association, resulted in re- 
versing the usual arrangement of 
merchandise and displays. All big 
ticket merchandise is at the rear, 
mostly arranged in the form of 
model kitchens. 

Articles which have an appeal 
to men are displayed on the side 
walls. Reason—a man _ always 
looks up and seldom ever shops 
the tables. 

Women, on the other hand, al- 
ways do shop the tables, so im- 
mediately to the right of each 
entrance door are two display ta- 
bles that will catch and hold the 
attention of any woman. On one 
display table is the “gadget shop” 
and on the other is a selection of 
brand new items for household 
and gift purposes. 

The paint department was 
placed against the entire right- 
hand wall for the reason that a 
person entering a store instinc- 
tively turns to the right. This 
means that everyone will see the 
built-up wall paint displays. 

There are two types of open 
display racks which are illustrated 
by the accompanying illustrations 
of the electrical and the pottery 
counters. The electrical display is 
14 ft. long and is composed cf 
four-unit tables. On top of all 
this is a superstructure display 
rack. This upper level rack is 22 
in. from the top of the table at 
the rear, slanting down to a height 
of 18 in. in the front. It is 1154 
in. wide. It will be noted that 
the top is divided into small in- 
dividual bins of varying sizes to 
accommodate different sized items. 
An adjustable bin arrangement 
allows for this. This top is entire- 
ly removable, so that the four-unit 
tables may be used as desired at 
any time. 


Unit Tables 


These unit tables are 32 in. 
from the floor and are 30 in. wide. 
They are made of five-ply veneer 
wood and can be used as indi- 
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vidual tables, as all sides are fin- 
ished. The space underneath the 
tables is utilized for large pans, 
skillets, and the like. 

Pottery is right up front, just 
inside the front door. This dis- 
play is composed of three tables, 
each of the same standard dimen- 
sions as the electrical table units. 

Pottery is placed at the front 
door, as it is essentially a pick-up 
item. Incidentally, it adds a 
world of color to the front of the 
store. There are three different 
types of pottery shown; one well- 





All center aisle tables are filled 
with merchandise for the women 
customers. These displays are 
spotless and always present a 
sparkling, fresh appearance. 

There are even several chro- 
mium chairs in the rear of the 
store where customers may either 
sit and wait or discuss the pur- 
chase of some important article. 

In explaining the psychology of 
this store arrangement of featur- 
ing the small items in the fore- 
ground and keeping the big 
money goods in the rear, Mr. 


The electrical display is 14 ft. long and is composed of four-unit tables 
on top of which is a superstructure display rack 22 in. from the top at the 
rear and 18 in. above at the front. Adjustable bins accommodate stock. 


known line, on one side, early 
California designs on the other 
side, while another important line 
is shown at the front. This gives 
three types of pottery which is 
enough for the average hardware 
store, the management believes. 
Pottery is the fastest selling 
item in the Yates-Borg store, in 
fact, it has largely replaced din- 
nerware. This counter is right 
back of the center window and 
serves as a street display as well 
as an interior show and sales unit. 
There are many separate spot 
tables all through the store, in 
fact, all 26 of these units, all at- 
tractively arranged at all times, 
are a permanent invitation to the 
public to do a bit of browsing 
about. And in that way, many, 
many extra items are rung up on 
the cash register. Displays are 
being constantly changed with new 
goods being added weekly. 


Yates says: “Those big money 
pieces are the frosting of the 
cake. The cake, in this store, con- 
sists of the small items which 
women are seeking every day. 
We can’t exist without the paint, 
housewares and hardware _busi- 
ness. Hardware men have told us 
that those unusual household and 
gift items just can’t be success- 
fully merchandised in a hardware 
store, let alone one located only 
five miles from such an important 
business section as Hollywood and 
13 miles from a metropolis of the 
importance of Los Angeles. We 
have proven that it can be done. 
however, and done quite profit- 
ably. The entire secret is to have 
a continuous flow of new goods 
in small quantities, then feature 
them properly in the windows 
and the store. An appreciative 
public does the rest.” 

A comprehensive merchandise 


HARDWARE AGE 





ERIM: 


ps eo sa 


ah 


Sere 


RRS 





And 
Ed 
& 








N's. 
eT Se? 


Re 


RE: 


‘ ash 
S) aN ees ae 


RIE: 


chart which will include all the 
stock in the store is being worked 
out by the management. The idea 
behind this is that it will show 
the true condition of the stock 
on the shelves so that the store 
will always have at least 95 per 
cent of the normally desired mer- 
chandise on sale at all times. This 
is a chain store rule which Mr. 
Yates is applying to this busi- 
ness. Chains insist that the dis- 
play tables and counters—and not 
the reserve stocks or “on order” 
goods—be so serviced that not 


chandise. Our prices are fair. We 
stand behind our goods. You 
should trade with us.’ 

“My reasoning is, ‘We have a 
store here and there is no reason 
why you should trade with us 
unless we deserve it. We will 
give you an attractive store, an 
easy place in which to shop. We 
will tell you exactly the kind of 
merchandise carried and what it 
will do. We will only carry the 
items you like best at such prices 
and in such grades as appeal to 
you. We will go to any length to 





The pottezy display is located just inside the front door due to the 
fact that it is a pick-up item and adds color to the entire store. 


more than 5 per cent of the wants 
of any customer will be missed. 
A check of many hardware stores 
has proved that not more than 
60 per cent of the usual customer 
wants are on the shelves at the 
moment the customers ask for the 
articles. 

This store is operated on the 
idea that there is no great busi- 
ness fluctuation. When trade 
drops off, the store is combed to 
see what is lacking either in mer- 
chandise, window displays or pro- 
motions. It is felt that a drop in 
sales is due to forces within the 
four walls of the store and not to 
outside influences. 

In speaking of the policy of the 
house, Mr. Yates says, “Consider 
these two pictures, the usual hard- 
ware store and this one. 

“Many hardware stores say in 
effect, ‘We are an old established 
business. We carry good mer- 
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get special goods and will de- 
liver anything anywhere.’ 

“Selection of goods carried is 
a real problem and can only be 
met by close application to the 
needs of the community served. 
My class of people want values. 
They may want something better 
than a 75-cent rake and not as 
high as the $1.50 variety, so we 
carry six different grades of gar- 
den rakes. 

“In nearly everything, several 
grades are stocked with the em- 
phasis on the good medium grades 
which will sell so freely to the 
housewives of the neighborhood. 
Only one grade of such items as 
china and glass is stocked. Then 
no attempt is made to compete 
with the dime stores. 

“Many hardware men _ are 
shrewd buyers, but they lack the 
ability to dramatize their mer- 
chandise and to merchandise their 


displays. From the start, this 
store was planned to be as open 
as possible in the matter of dis- 
plays. A few things such as 
pocket knives, fishing tackle and 
alarm clocks belong under glass. 
while the great balance of the 
stock is kept out in related dis- 
plays. 

“Absolutely no effort is made 
to carry the non-essentials even 
though such money-losing items 
have been carried in hardware 
stores for ages—and for no good 
apparent reason. Only _ those 
things which have proven to be 
profit-making items are stocked. 

“After all, merchandising is 
nothing more than wishful think- 
ing. A buyer who is right 60 per 
cent of the time is considered 
good. It is how he cleans up the 
40 per cent that tells the profit 
story. 

“A clearance sale is run once 
a year. But just as soon as a 
shelf-warmer is spotted, drastic 
efforts are made to get it out of 
the house at any cost. A $5.00 
article will be sold for 15 cents 
in order to get rid of it, quickly, 
before it loses that 15-cent value. 
After all, it is the consumer who 
fixes the value of one’s merchan- 
dise and not the owner of the 
business as many erroneously sup- 
pose. If a store has the wrong 
value on a piece of merchandise 
which is out of line with what 
the public thinks, that item does 
not move until the price is made 
right. I go on the theory that if 
no one wants an item, I do not 
want it either. 


No Dead Stock 


“It is bad thinking to figure 
that if an article costs $3.00 the 
store should hold to a fixed price 
until somebody comes along to 
lay down that price. The longer 
that item stays in stock, the more 
it costs in overhead. If it stays 
in stock three years, its real cost 
will be nearer $6.00 than it will 
be the original $3.00, and then 
nobody wants it at any price. It 
is much better merchandising to 
take what money that item will 
bring and put it to work in new 
merchandise that the public will 
buy freely and show a bankable 
profit on the transaction after 4 
few stock turns.” 
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Toys for Greater Volume 


Many toys, games and other playthings 
were shown at the American Toy Fair 
held in New York City, April 25—May 7 





This display card is a new dealer 
help offered to dealers handling 
Stanlo construction sets. The card 
is in colors actually used in parts 
of the Stanlo sets. These sets are 
priced from $1.00, and models are 
assembled with rods, no bolts or 
nuts being used. Stanlo Division. 
The Stanley Works, New Britain, 
Conn., is the maker. 


ORE than 400 American 
toy manufacturers 
showed their wares to 


over 3000 buyers from _ whole- 
sale and retail hardware concerns, 
department _ stores, —_ syndicate 
stores and toy shops at the annual 
American Toy Fair, held April 
25 to May 7, in New York City. 
There was a wealth of toys, games, 
dolls, bicycles, construction sets, 
trains both mechanical and elec- 
trical, wheel goods, juvenile and 
doll furniture, children’s books, 
etc., on display. Directed by the 
Toy Manufacturers of the U.S.A., 
Inc, the fair was held at 200 Fifth 
Ave, 1107 Broadway and other 
permanent display rooms of toy 
firms and at the Hotel McAlpin. 
The fair attracted 10 per cent 
more exhibitors than that of 1937, 
and last year’s fair showed an in- 
crease of 10 per cent over any 
fair since 1929. Manufacturers 
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from 35 states presented more 
than 15,000 toys and related lines 
—including numerous new and 
improved playthings, together 
with lines which have long been 
favored by each new generation 
of children. The value of the fair 
to the hardware trade is clearly 
shown by the fact that toy buyers 
from wholesale hardware distribu- 
tors in all parts of the country 
attended this year’s exhibit as has 
been their custom for many years. 
A number of retail hardware 
dealers have long been making it 
a practice to attend the American 
Toy Fair to keep themselves in- 
formed of the newest and latest 
in toy trends, in popular-priced 
items and in higher priced Amer- 
ican merchandise. 

It is estimated by the Toy 
Manufacturers of the U.S.A., Inc. 
that retail toy sales, not including 
bicycles, totaled between $210,- 
000,000 and $215,000,000 in 


1937. The manufacturers’ value 





This moving display, shown with 
one of the modernly designed 
streamlined bicycles offered by The 
Shelby Cycle Co., Shelby, Ohio, is 
available to all Shelby dealers. 
Cost of the display unit, including 
the motor, is $5.50. The bike seat is 
removed and the figure placed 
where the seat is usually located. 
The figure’s feet are clamped on 
the pedals and the hands are placed 
on the handle bars. Motor supplied 
with the display is hidden behind 
a displav panel. When properly in- 
stalled, the figure “pedals” the bi- 
cycle and the rear wheel revolves. 





A member of the Mercury line of 
modernly styled streamlined bicycles 
shown by The Murray Ohio Mfg. Co., 
1115 E. 152nd St., Cleveland, Ohio. 
Streamlined tubular velocipedes, in 
a wide variety of models, park cy- 
cles, Steelcraft juvenile automobiles, 
fire trucks, speed cars, an Army 
Scout Plane and coaster wagons, as 
well as scooters were of interest to 
toy buyers. Toy autos of various 
styles were also shown. 


of toys sold last year, not includ- 
ing bicycles, is estimated as being 
in excess of $100,000,000. It is 
not practical to make, this early 
in the year, an estimate of the re- 
tail sales volume of toys in this 
country for 1938, nor to suggest 
the approximate manufactured 
value of toys which will be pro- 
duced during the year. 

Summarizing this year’s Amer- 
ican Toy Fair, James L. Fri, 
managing director, Toy Manu- 
facturers of the U.S.A., Inc., said: 
“Since the days of the cave man, 
children’s play interests have fol- 
lowed closely the interests of their 
parents. The enthusiasm of Amer- 
ican children for playthings rep- 
resenting constructive activity in 
the field of homemaking, indus- 
try, transportation and art re- 
flects the interests of the peace 
loving American people. Because 
radios and autos have given chil- 
dren a broader field of observa- 
tion, they are increasingly alert 
to changes. 

“The toy manufacturers have 
to keep their miniatures of the 
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Featured at Annual Exhibit 


Wholesale buying was fairly active. Educational and 
child development lines far outnumbered merchandise 
of military nature. 3000 buyers were in attendance 


grown-up world up to the minute 
in design to meet juvenile enthu- 
siasm for exact detail. The 1938 
toys are designed scientifically to 
meet the play needs of different 
age groups. They are triple-tested 
by children to insure maximum 
fun appeal, play value and safety. 
In spite of a falling birth rate. 
there has been a steady rise in 
consumer toy sales. This is large- 
ly due to the increased purpose- 
fulness of American toys and 
their acceptance by educators as 
essential factors in child develop- 
ment.” 

With emphasis on toys that 
have genuine educational value. 
as has been the general trend in 
this country in recent years, this 
year’s crop of new toys include 
less than 1 per cent which are 
related to war. Of the playthings 
associated with war, most items 
are miniatures of national defense 
equipment or concern historical 
events. 

New bicycles, reflecting — in- 
creased interest in streamlining 
and modernistic style accessories. 
created considerable interest, most 
of the manufacturers featuring 
their complete lines at the Hotel 
McAlpin or in their permanent 





Colson Imperial Model 04468 is 
one of several new men’s bicycles 
shown as part of the streamlined 
line of The Colson Corp., Elyria, 
Ohio, in a wide variety of color 
combinations with aluminum and 
chromium plated parts and acces- 
sories. Juvenile bikes and a tandem 
model were among the many mod- 
els exhibited. 
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Arcade Mfg. Co., Freeport, Ill., offered this No. 434 Girl's 
Laundry Assortment, having a suggested retail selling price 
of $1.00. A miniature ironing board, seven clothes pins, a 
toy iron, a gas plate, a wash boiler and a collapsible clothes 


drying rack are included. 


show rooms at 200 Fifth Ave. and 
other locations. Records of the 
Cycle Trades of America show 
that the industry sold 1,250,000 
bicycles in 1937 which is an all- 
time retail sales record for this 
country. While it is too early iv 
estimate the probable retail sales 
of bicycles for 1938, it is certain 
that this year’s volume will also 
exceed the 1,000,000 mark. 

It is interesting to note that 
1937 bicycle production was less 
than that of 1936 because of in- 
ventories carried over from 736 
to last year. With the close of 
1937, inventories of finished 
bicycles in the various manufac- 
turing plants were very low. Pro- 
motion by the Cycle Trades of 
America of campaigns for cycling 
paths, the use of bicycle illus- 
trations and pictures of cyclists in 
advertising a wide variety of 
lines, and bicycle parties and 
breakfasts sponsored by society 
groups have all played important 
parts in the increasing interest in 
cycling as a form of healthful and 
beneficial exercise. 

Sharply in contrast with the 
European interest in militarism 
are miniature reproductions of 
the tools and equipment of art, 
industry, science and housekeep- 


ing, as featured at the Toy Fair. 
Among the newcomers in the toy 
field are items tying in with Walt 
Disney's, “Snow White and the 
Seven Dwarfs.” Interest continues 
strong in G-Men and their activi- 
lies as reflected in the sale of 
games dealing with the solution 
of crimes and playthings asso- 
ciated with the activities of such 
agents. The age-old favorite of 
the growing boy. the cowboy, at- 





The Mercury Tractor following 
closely the lines of a real tractor, 
for the youngster who likes to play 
“farmer” or “expressman,” etc., is 
intended for children of from 4 to 7 
years to ride in. The tractor can be 
used to haul wagons or other wheel- 
ed vehicles, being attached with a 
draw bar. The model shown has 
red, baked enamel finish, with ivory 
striping and has disk wheels. An- 
other model, finished in green, has 
disk wheels in front and wire wheels 
in the rear. The rear wheel tires 
are of pneumatic type. 
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tracts considerable enthusiasm 
from American boys as shown in 
their interest in cowboy suits and 
other cowboy merchandise. 
Juvenile and toy automobiles 





Here’s one of The Colson Corp.. 
Elyria, Ohio, new ladies’ models. 
available with or without front hub 
brake and with choice of three dif- 
ferent makes of coaster brakes. It 
is completely streamlined, even the 
grips and headlight having stream- 
line design. Netted skirt guard, 
chromium plated Colson chain 
guard, tubular luggage carrier, re- 
flector, built-in electric horn and pol- 
ished aluminum self-contained head- 
light are among the features. 


show more of a_ tendency to 
streamlining than ever before 
with chromium-plated bumpers, 
windshields, radiator ornaments. 
etc. Some of the automobiles even 
have “exhaust pipes.” Toy autos 
follow the same trends, 5-inch 
models having pneumatic tires 
and headlights. Dolls were shown 
in new costumes, and following 
the interest of American women 
in complete sport, travel and 
formal ensembles there are fur 
coats, ski suits, beach costumes, 
etc., for dolls. Drinking dolls 
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One of the new stream- 
lined Rollfast bicycles, part 
of the line of 60 bicycles, 
playcycles, velocipedes 
and wagons exhibited at 
the fair by The D. P. Har- 
ris Hardware & Mfg. Co., 
Inc., 29 Warren St.. New 
York City. Other Rollfast 
lines are also streamlined 
in the modern style. 


were much in evidence and one 
very new idea was the nun doll, 
shown for the first time. 

A multitude of new and im- 
proved games were shown, such 
as ice hockey, football, baseball; 
golf and bowling, together with 
travel games, crime _ solution 
games, business and __ trading 
games, etc. Farming toys in- 
cluded a barnyard set which is 
set in motion by remote control. 
One manufacturer of juvenile 
automobiles offered a tractor for 
farm-minded youngsters to 
ride in. 

There are quite a few hard- 
ware stores all over the country, 
in cities and in smaller communi- 
ties, which do a nice volume in 
toys, wheel goods, games, dolls, 
bicycles, etc., both on a year 
‘round basis and as a Christmas 
volume booster. Even so there 
are more hardware dealers who 
could well take a bid for a share 
of the more than $200,000,000 
toy market in this country. 


Youngsters of today are the adult 
customers of tomorrow. 

Too many adults formerly har- 
bored the idea, in previous years, 
that toys were merely something 
to keep little boys and girls out 
of mischief, something to keep 
them quiet for a while. Today's 
concept of toys is that they are 
necessities of life just as proper 
food, clothing and shelter are 
needed for their welfare. 

Youngsters have a constant de- 
sire for new toys, toys that better 
suit their mental and _ physical 
growth, but adults must be con- 
stantly reminded of this need. The 
hardware dealer who keeps re- 
minding adults that his store has 
a good line of toys to meet the 
needs of their youngsters is 
building increased _ volume 
for himself. Displays, in show 





One of the new lightweight Supe- 
rior and Paramount series of racing 
and sports touring bicycles offered 
by Arnold, Schwinn & Co., 1718 N. 
Kildare Ave., Chicago, Ill. This bi- 
cycle, which has the latest Conti- 
nental type frame, is the Superior 
Sports-Tourist model, listing at 
$50.00 ($53.00 on the Pacific Coast). 


It is also available in ladies’ models. 


windows, and in the store it- 
self will help to constantly carry 
the idea to adult customers who 
have youngsters. These displays 
could well be supplemented with 
toys spotted in various parts of 
the store. among adult lines, as 
an extra bid for additional sales. 





. 


This Daisy double-barreled repeating air rifle was one of the new 
items in the line of the Daisy Mfg. Co., Plymouth, Mich. Each barrel 
holds 50 shots, and the rifle “breaks” for cocking just like an adult's 
double barrel gun. Another feature~is automatic forced-feed in each 
barrel. The list price of this gun is $5.00. Tying in with interest in the 
newspaper comic feature, “Li'l Abner” is the Li'l Abner Shooting Gallery, 
listing at $1.00, including play gun, 20 cork balls and a four-color action 
shooting gallery featuring four human characters and a pig from the 


comic strip. 
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Why Business Leaders 
Should Now Drive Ahead 


By B. C. FORBES* 


EVELOPMENTS encourag- 
D ing to thoughtful citizens 

and warranting more ag- 
gressive action and enterprise by 
men of affairs: 

1. Defeat of the Reorganization 
Bill. 

2. Public and Congressional op- 
position to unlimited Administra- 
tion spending of taxpayers’ money 
for “pump priming” and _ vote- 
snaring. 

3. The Senate’s insistence on 
real tax reforms. 

1. The new spirit of indepen- 
dence exhibited by lawmakers. 

5. The primary defeat in Illi- 
nois of the Senatorial candidate 
supporting President Roosevelt’s 
policies by a more conservative 
nominee, 

6. The forcing through Con- 
gress of a joint committee to 
investigate TVA, despite opposi- 
tion. 

7. Desterilization of gold and 
other measures calculated to in- 
crease bank reserves and still fur- 
ther ease credit. 

8. Vice-President Garner’s cour- 
age in opposing Presidential pro- 
posals inimical to economic re- 
covery. 

9. The cessation of Mexican 
silver purchases. 

10. The approval widely evoked 
by the conservative recommenda- 
lions urged upon the Government 
hy Little Business. 

11. The notable multiplication 
of Little Business clubs, leagues, 
organizations throughout the coun- 
try. 


*Reprinted from Forbes Magazine by 
special permission. 
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12. The Government's ambi- 
tious RFC plan for lending to 
small business concerns. 

13. The changed public attitude 
toward CIO leaders and lawless- 
ness, and the rising demand for 
modification of the wholly one- 
sided Wagner Labor law, follow- 
ing drastic decisions against em- 
ployers by the NLRB. 

14. Spreading recognition of 
the fact that worthwhile employ- 
ment can be furnished only by 
employers. 

15. The unmistakable slacken- 
ing of the trade and _ industrial 
recession. 

16. The occasional spurts in se- 
curity quotations. 

17. A manifest meagerness of 
supplies of stocks and_ second- 
grade bonds whenever sizable buy- 
ing orders appear. 

18. The relative stability in 
agricultural commodities and ba- 
sic raw materials. 

19. The dwindling adverse ef- 
fect of happenings in Europe and 
almost daily assurances from re- 
sponsible sources that war is not 
imminent. 

20. The quiet but persistent ab- 


sorption of securities by odd-lot 
buyers. 

21. The steady diminution in 
inventories. 

22. The moderate but perhaps 
significant increase in borrowing 
for home _ building, combined 
with the Metropolitan Life Insur- 
ance Company’s announced ambi- 
tious apartment-building plan. 

23. Emphatic protests emanat- 
ing from almost all classes against 
further Governmental competition 
with .private enterprise, especially 
in the utility field. 

24. The Administration’s plan 
for financing extensive public util- 
ity expenditures. 

25. The widely voiced concern 
regarding the importance of pre- 
venting wholesale collapse of our 
railway systems, the victims of 
ultra-strict Governmental regula- 
tion for a generation. 

26. Assurance of a generous 
wheat crop. 

27. The outlook for satisfactory 
purchasing power by our sub- 
sidized agricultural population. 

28. The incipient revival in au- 
tomobile buying, presumably in- 
dicative of a somewhat more 
optimistic feeling. 

29. The fillip which armament 
expenditures will give certain 
heavy industries—although such 
spending has also an unfavorable 
side. 

30. Finally, the lifting of dan- 
ger, once gravely threatened, of 
America lurching——or, rather, be- 
ing pushed—towards autocracy. 

Under these circumstances, not- 
withstanding mounting taxation 
and Federal deficits, I do not be- 
lieve that this is a time to sell 
America short. 








How to 


Distinguish 


COUNTERFEIT 


United States Secret Service teaches 
business men some fundamentals which 
should aid them in detecting various 
counterfeit bills now in circulation 


FENO guard business men and 
bankers from losses result- 
ing from acceptance of 

counterfeit notes, the United States 
Secret Service, Treasury Depart- 
ment, is conducting an education- 
al campaign. Dramatized radio 
broadcasts, newspaper releases and 
addresses by Secret Serv ice men 
before various business associa- 
tion groups and other groups are 
part of the campaign which is 
at present concentrating on the 
New York City area. The object 
of the campaign is to teach busi- 
ness men how to detect counterfeit 
notes by showing them various 
identifying characteristics of gen- 
uine notes. 


Three Types in Use 


There are three types of cur- 
rency now in use: silver certifi- 
cates, United States notes and 
Federal Reserve notes. Although 
National bank notes are no longer 
being issued they are still in cir- 
culation. Illustrated herewith are 
diagrams of these three types of 
notes showing where seals, serial 
numbers and check letter and 
number are located. The dia- 
grams were prepared by the 
United States Secret Service to 
help inexperienced people deter- 
mine whether or not a note is 
genuine, and were issued to mer- 
chants, bankers, etc. Listed in the 
circular and reproduced in these 
pages are detailed descriptions of 
the defects on seven different 
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counterfeit notes now in circula- 
tion. The circular points out that 
the portraits on all counterfeit 
notes are defective in some par- 
ticular. Business men are urged 
to compare the portraits on sus- 
pected notes with portraits on 
genuine notes of the same denom- 
ination. Warning is included that 
the serial numbers and defects 
outlined in the chart apply only 
to the particular counterfeit notes 
described and may be changed at 
any time. 


Bulletins Issued 


The Secret Service issues bulle- 
tins for businessmen and bankers 
on counterfeit notes known to be 
in circulation in warious sections 
of the country. The methods used 
in describing these notes for iden- 
tification purposes are as fol- 
lows:—Denomination, type of 
note, series of year, check letter 
and face plate number and back 
plate number. These five points 
distinguish any one note from 
other notes. Bulletins on counter- 
feit notes are available to those 
requesting them and may be ob- 
tained by hardwaremen by com- 
municating with the nearest Secret 
Service office. Regular mailing 
lists are maintained so that all 
new bulletins will be regularly 
sent those concerns requesting 
this information. The address of 
the nearest Secret Service office 
may be obtained from your local 
police department. 
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Federal Reserve Seal 


Suggestions as to what to do 
and what to refrain from doing 
when a counterfeit note is passed 
to you are: 1—Do not return 
the note to the customer; 2—No- 
tify local police headquarters; 3- 
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GREEN Seal and Serial Numbers 
Check Letter and Number sal 


Delay the customer under some 
pretext until the police arrive: 
4—Avoid argument with custom- 
ers; if necessary tell them the 
proper authorities will handle the 
matter; 5—Write down a descrip- 


At the left are shown 
three types of money 
now in use—silver cer- 
tificates, U. S. notes and 
Federal Reserve notes. 
All handlers of money 
should study the work- 
manship on the genuine 
bills. They will then be 
able to recognize coun- 
terfeits readily. 


tion of the customer if he leaves 
before arrival of officers, and 6— 
Take the license number ofthe 
note-passer’s car. 

Harry Cooper, Baltimore, Md.. 
supervising agent, U. S. Secret 
Service, who has been working on 
the campaign in New York, sug- 
gests that businessmen receiving 
bulletins on counterfeit issues 
keep those bulletins where they 
can constantly refer to them and 
in a place where strangers may 
see that the businessman is_in- 
formed as to what counterfeit 
notes are in circulation. He says 
that, “the government’s campaign 
is not intended to alarm business- 
men, but to inform the public.” 
Dramatized broadcasts are being 
used as part of the campaign. 
Speakers with diagrams, speci- 
mens of counterfeit notes and 
pertinent information as to how 
to distinguish between counterfeit 
and genuine notes, are available 
in the New York City area to 
address business associations, etc.. 
on the subject as part of the pres- 
ent campaign. Speakers on the 
subject of counterfeit notes and 
genuine notes are always avail- 
able in all parts of the country 
through the nearest Secret Service 
offices. 

Although it would be neither 
fair nor logical to view with sus- 
picion all strangers offering you 
$5.00, $10.00 or $20.00 notes, it 
is well to be cautious. People who 
pass counterfeit bills, as a means 
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Dangerous Counterfeits Now Passing 






































Color Big Letter Check Letter Serial 
of on GREEN and Numbers 
Amount Seal Seal Bills Number To Date Defects to Look For 
$5 RED A214 Begin with: A 62, Some RED seal $5 notes have se- 
B 21, C81, D51, rial numbers ending in “B”. All 
or E6l ending with “B” are counterfeit. 
$5 BLUE A8l B 65810335 A Small spot on top of Lincoln’s hai: 
$5 BLUE A513 B 65810335 A too white. Compare genuine. 
&5 BLUE A214 B 65810335 A Any United States note having a 
BLUE seal is counterfeit. 
$10 GREEN B 181 Begin with: B52, Some rim points of GREEN seal 
B 53, or B62 are rounded. Compare genuine. 
$10 GREEN B 185 C 53810356 A Serial numbers beginning with “C” 
are counterfeit. 
$20 GREEN B E9 Begin with: B 106, Some rim points of GREEN seal 


B 107, or B 205 


are rounded. Compare genuine. 





ALL counterfeit portraits are defective in some particular. Compare the portrait on the suspected bill with any genuine bill of 
the same denomination. The serial numbers and defects pointed out above apply to the counterfeits described, and may be 


changed at any time. 


of making profit, work in neigh- 
borhoods where they are not 
known. The usual procedure is 
to make a small purchase and 
offer a large note in payment. 
While the merchant is making 
change the bill-passer attempts to 
divert his attention by engaging 
in small talk—asking how busi- 
ness is or discussing the weather. 
Other note-passers will inquire for 
directions to some other town or 
suddenly show interest in an item 
displayed near the cash register, 
thus momentarily diverting the 
merchant’s attention from the 
note in his hand. 


*““QCYEPARATION payments” may 

have nothing to do with 
divorce, but may have much to 
de with social security taxes. 
Thus, so-called “separation pay- 
ments” made to employees upou 
termination of their employment 
resulting from the settlement of a 
strike, have been ruled to consti- 
tute taxable wages. According to 
this ruling, the payments, though 
made for services not rendered 
during the strike, nevertheless, 
constitute “remuneration for em- 


ployment.” 
* * * 


‘ 


When is an executive a farmer 
and thus exempt from payroll 
taxes? It has been held that in the 
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At the present time, with the 
passing of counterfeit money 
reaching a low point, the Secret 
Service is able to detail some of 
its men to the educational pro- 
gram intended to inform the pub- 
lic as to what constitutes genuine 
bills and how to detect counter- 
feit notes. It is interesting to 
know that in 1914 counterfeit 
money seized from all sources by 
the Secret Service amounted to 
$67,731 and in 1922 the total had 
increased to $263,970. By 1934 
the peak had reached $1,292,239 
for that year. In 1935 there was 
successfully passed in the New 


By J. S. Seidman, C. P. A. 


case of a corporation owning sev- 
eral farms and producing agri- 
cultural products for the market, 
the work performed by its officers, 
consisting to a large extent of 
direct field supervision, is exempt 
from payroll taxes. However, ser- 
vices performed by such officers 
in the “executive management” of 
the company are not exempt; 
hence an allocation must be made 
for payroll tax purposes. 


*% * * 


“To err is human.” Hence, 
Form SS-le, just released, is to 
be used for reporting “corrections 
and adjustments” of items 
omitted from or erroneously re- 


York area alone, each month, al- 
most as much counterfeit money 
as was confiscated throughout the 
United States for all of 1914. 

Penalties for passing counter- 
feit notes are heavy and rewards 
are offered for information lead- 
ing to the arrest or conviction of 
persons making or passing coun- 
terfeit money. In 1925 the total 
of arrests by the Secret Service 
for violation of currency laws 
was 526. During 1935 there were 
more than five times as many ar- 
rests made in connection with 
counterfeit money—a_ total of 
2.535. 


Social Security 


ported on old age tax returns of 
prior periods. This schedule, in 
duplicate, should be submitted 
with the quarterly tax return, 
Form SS-la. Form SS-lc is, how- 
ever, only for the use of employers 
of 500 or more persons. Smaller 
employers must report their cor- 
rections and adjustments on a 
statement attached to Form SS-1a. 


* * * 


Underpayments of the federal 
unemployment insurance tax may 
be corrected by filing amended re- 
turns and paying the additional 
tax. Overpayments of this tax are 
recoverable through the filing of 
a formal refund claim. 
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Lustrous Stove Pipe —~ An- 
other reduction in the price of lus- 
trous stove pipe —chrome plated 
or nickel plated—has just been an- 
nounced by Ballonoff Metal Prod- 
ucts Co., Cleveland. Ohio. Prices 
have been reduced several times 
during the past 12 months, the total 
reductions to date amounting to as 
much as 25 per cent on some items. 

* % * 

Paint Brushes—With prices 
remaining unchanged and strong on 
popular-priced short bristle house- 
hold paint and varnish brushes, an 
easier market on raw bristles has 
brought some ereductions on long 
hristle brushes, or painters’ tools. 


* * * 


Linseed Oil—The latest move 
in linseed oil prices was again down- 
ward—one and one-half cents per 
gallon, on April 29. 


* * * 


Housewares-—Distributors re- 
port very satisfying activity on 
table and glass wares in the bright 
colors now in vogue. These lines 
are usually profitable, and a store 
or window display quickly results in 
a sell-out. Staple kitchen wares are 
selling modestly at prices generally 
unchanged. <A _ recent decline has 
heen reported, 10 per cent. on vege- 
table and kraut cutters. Sales on 
vacuum bottles and vacuum picnic 
jars are gaining as the summer sea- 
son approaches. A special Thermos 
summer deal is now active. wherein 
the retailer ordering a deal of six 
one-quart vacuum bottles receives 
un extra one free. 

* & 

Lawn and Garden Tools— 
Jobbers report April orders for lawn 
mowers were unexpectedly large. 
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ADVANCES 


Tin: 


DECLINES 


Lustrous Stove Pipe. 


Some Long Bristle Paint Brushes 


Vegetable and Kraut Cutters. 


catching some factories. and some 
jobbers’ stocks, unprepared for the 
volume on the more popular sellers. 
Prices have remained steady on 
garden tools, grass hooks and shears, 
and on hose and sprinkling acces- 
sories, with dealers ordering fre- 
quently, but in small “doses.” A 
fair demand, with no price changes. 
is reported on shovels and spades. 
Some makers of snow shovels put 
out fall prices on April 1, repeating 
the schedules previously in effect. 


Furniture Prices—-New lines 
of furniture, displayed at the May 
market exhibitions, carry more at- 
tractive prices for the buyer, with 
markdowns ranging from five to ten 
per cent lower than the levels of the 
November and January markets. 
Prices are now only slightly above 
1936. The drop in prices was ex- 
plained as due to the somewhat 
lower raw-material costs of the 
manufacturer being passed on to the 
buyer. The reduction was also a 
concerted attempt to check declining 
sales, as it is believed that many 
buyers had been holding up furni- 
ture purchases awaiting lower prices. 
Inventories of retail furniture deal- 
ers throughout the country are re 
ported generally in a much improved 
condition. 





Some Furniture Lines. 
Sheet and Strip Zinc. 
Linseed Oil. 


Metals Prices—After a drop 
on May 2 to a new low since 1933, 
tin recovered nearly three cents pet 
pound in the succeeding week. A 
year ago, tin was selling around 55 
cents per pound. Zinc and lead 
have made little change, and cop- 
per has remained steady for many 
weeks. On April 27, a decline in 
sheet and strip zine of 25 cents per 
100 lb. followed the latest slight 
change in slab zine quotations. 


_ *+ @ 


Vacuum cleaner sales— March 
sales of household electrical vacuum 
cleaners totaled 135,543, an increase 
of 35 per cent over the February 
figure of 100,412, and a decrease of 
32.37 per cent from the March, 1937, 
total, according to announcement by 
C. G. Frantz," executive secretary. 
Vacuum Cleaner Manufacturers’ 
Association. “Sales are running 
neck and neck with comparison 
months of 1936, second highest year 
in the industry’s history.” says Mr. 
Frantz. 


Household washer sales 
Household washer shipments in 
March totaled 117,025, compared 
to 94,734 in February, an increase 
of 23.54 per cent, but a decrease 
of 38.21 per cent from the indus- 
try total of 189.393 in March. 1937, 
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according to figures reported by J. R. 
Bohnen, executive secretary, Amer- 
ican Washing Machine Manufactur- 
ers’ Association. March ironer ship- 
ments were 10,727, compared to 10.- 
823 in February and a decrease of 
13.80 per cent from the March, 
1937, total of 19,086. “Exports of 
household washers and 
parts the United States last 
year were valued at $2,242,279, 
against $1,116,433 in 1936, 
crease of 100.84 cent.” 
Mr. Bohnen. 


& # * 


electrical 
from 


an in- 


per says 


Whole- 


seasonal 


Watches and Cutlery 
salers report the usual 
pick-up in sales of pocket and wrist 
watches, both as June graduation 
gifts, and as a preparation for tour- 
warm 


ing or vacation trips. As 


weather approaches. there will oc 


cur the usual “peak” in sales of 
toilet and hair clippers. After sev- 
eral quiet months, demand is re- 
ported much more active for pocket 
knives, especially those selling at 
popular prices such as 50 cents, 75 
cents, and $1.00. Dealers’ stocks 
are low, and they are evidently re- 
plenishing for the vacation “replace 
ments” soon to be expected. 
* * * 


Paint and Brush Lines—Paint 
and varnish sales are looking up as 
the season advances, with the in- 
dustry’s sales for March estimated 
at around $29,500,000 against $21.- 
500,000 in February, and close to 
$38,000,000 in March, 1937. Sales 
during the first quarter totaled 
$72,351,000 against $97.818.000 in 
the 1937 quarter, based on Depart 
ment of Commerce reports. 





No re a 


trend in a 


Steel Mill Activity 
of the downward 
pig iron or steel ingot production 
is yet in sight. Orders and inquiries 
for various steel products are either 


versal 


barely holding at recent levels or 
are declining. Ingot output for the 
industry was estimated at 30.4 per 
cent of capacity for last week. The 
decline in the last four weeks, how- 
ever, has been small, amounting to 
only 2.3 points. The high of the 
year was reached on March 28 at 
35.7 per cent of capacity, and the 
low on January 3 when the figure fe 
25.6 per cent. A year ago, iS 
with shipments against speculative ' 
orders nearly at their height, the 
output rate was 91.2 per cent. Steel 





was 





makers are beginning to feel the 
effect of the seasonal tapering of f 
implement 


farm manufacturing, 





“The Hardware Gigqe idlackhoard 


Ok Wholesale Hardware Sales and Collections on Accounts Receiuable 
By Geographic Regions, For March, 1938 


IN COOPERATION WITH THE NATIONAL ASSOCIATION OL 


MEN 


COMMERCE 
CREDIT 


COMPILED BY THE 1 5. DEPARTMENT OF 


Percent f collections 
luring month to 
accounts receivable at 


eginning of the month 


Sales Reported 

Firms 
Re- 

porting 

Collec- 


tions 


Firms 
Re- 
porting 
Sales 


March 1938 
percentage 
change from 


Regions Thousands of Dollars 


Feb. 
1938 


Mar 
1938 


Mar 
1937 


Feb 
1938 


Mar. 
1937 


Feb 
1938 


Mar 
Kyi 





NEW ENGLAND 30.8 637 


MIDDLE ATLANTIC 34.9 3,110 


EAST NORTH CENTRAL 28.2 4,161 


WEST NORTH CENTRAL 46.5 


SOUTH ATLANTIC 15.8 
EAST SOUTH CENTRAL 18.1 
WEST SOUTH CENTRAL 

MOUNTAIN 

PACIFIC 


UNITED STATES, TOTAL 





**These figures should not be related to sales figures for current month. They represent only ratio of collections during that month 


to accounts receivable at beginning of month. 


South Atlantic (Del., D. C., Fla., Ga., Md., N. C., S. C., Va., 
W. Va.) 

East South Central (Ala., Ky., Miss., Tenn.) 

West South Central (Ark., La., Okla., Texas) 


*States comprising regions: 


New England (Conn., Maine, Mass., N. H., R. L, Vt.) 
Middle Atlantic (N. J., N. Y., Pa.) 





East North Central (Ill., Ind., Mich., Ohio, Wis.) Mountain (Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, 
West North Central (lowa, Kan., Minn., Mo., Neb., N. D., Wyo.) 

Ss. D.) Pacific (Calif., Ore., Wash.) 
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which has been one of the steadiest 
sources of business during the last 
year and a half. The automobile 
industry is experiencing a slacken- 
ing in sales and production. Mean- 
while, revisions have been made in 
projected model changes for 1939 
ears, which will eliminate the pur- 
chase of much new machine tool 
equipment. The decline in scrap 
prices continues, but at a slower 
rate. Scrap fell during April to 
the lowest level since July, 1935. 


* * * 


Inventories Improved—Retail 
inventories continue to improve and 
on the average are now in good con- 
dition. There are still many “sore 
spots”; but, in the main, store man- 
agers are now in a position where 
their purchases will have to coin- 
cide reasonably close with actual 
sales. Buying is still spotty and 
inclined to concentrate on fewer 
sizes and items. It continues to be 
of a strictly hand-to-mouth nature 
and no substantial forward buying 
is being undertaken. Installment 
sales have dropped very sharply 
and, of course, affect the volume 
and profits of the larger houses. 
particularly the mail-order and de- 
partment stores. Among _ these. 
also, inventory markdowns are preva- 
lent, but goods have been kept mov- 
ing. Stores with the lowest inven- 
tory positions are able frequently 
to buy goods at sacrifice prices 
from overstocked manufacturers and 
wholesalers, &ffording them very 
important ammunition for promotion 
sales. In the inventory picture, the 
principal weak spot is the carryover 
of some fall goods from last year. 


* * e 


Crop Growth Excellent — 
Weather conditions have continued 
generally favorable for the winter 
wheat crop. Apprehension over dry 
weather damage in the Southwest 
has been so far allayed that dry 
weather would be welcomed in some 
sections to check the already rank 
growth. Harvesting of winter wheat 
in Kansas is likely to begin ten 
days to two weeks earlier than 
usual. The Department of Agri- 
culture’s May crop report is ex- 
pected to show a winter wheat total 
of about 746,000,000 bushels, one 
of the largest yields on record. 
Good rains and high temperatures 
resulted in spring sown grains mak- 
ing rapid growth. Spring wheat is 
reported several inches high in Min- 
nesota, while the planting of corn 
is progressing rapidly northward. 
Recent rains are reported to have 
heen very favorable for the oats. 
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rye, and barley crops, and pastures 
and ranges have improved in all 
sections. 

% & # 

Prices—Commodity prices 
still show a tendency toward weak- 
ness. The main adjustments yet to 
be made, however, are in semi-fin- 
ished and finished goods prices. 
Either commodity prices must turn 
upward or else semi-finished and 
finished goods must come down to 
bring the two groups into proper 
relation. There appears to be a 
chance of some commodity prices 
turning upward within the next few 
months, where fill-in buying must 
be resumed, and where levels have 
been dragging bottom. 

* * * 

Sales Reports—A compara- 
tive report for 64 American cities 
and one Canadian city for March, 
1938, as to total sales, according to 
the May, 1938, issue of The Credit 
World indicates an average decrease 
of 8.9 per cent. Fort Lauderdale. 
Fla.. showed the greatest increase 


which was 10 per cent. The poorest 
showing of the 65 cities was that 
for Toledo, Ohio, which showed a 
decrease of 22 per cent. Increases 
were reported by a total of 39 cit- 
ies, there being decreases in 26 cit 
ies. 
* * * 

Freight Traffic—A sharp ad 
vance in industrial traffic lifted 
freight car loadings more than sea 
sonally, to a total of 543,075 cars 
in the week ended April 30. This 
was the largest total in five weeks, 
gaining 3.7 per cent over the preced- 
ing week, but leaving a decrease of 
30.2 per cent from the corresponding 
period of 1937. 


* * * 


Electric Power Output—Elec 
tricity production in the week ended 
April 30 dropped to the lowest level 
in more than two years, while the 
decline from a year ago, 11.6 per 
cent, was the most unfavorable year 
to-year comparison since 1932. The 
week’s output totaled only 1,938, 
660.000 kilowatt hours. 


Hardware Landmark for 75 Years 


OR approximately 75 years, 
until the closing, a few 
months ago, of the Van Deren 
Hardware Co. retail store, West 
Main St., Lexington, Ky., a six- 
foot copper hatchet has been sym- 
bolic of a hardware store. Ac- 
cording to J. F. Van Deren, while 
the axe was hanging, it was one 
of the oldest business signs in 
use in the state. It was fashioned 
of sheet copper stuffed with wool, 
by a Lexington coppersmith, who 
hung it over his place of business. 
While hanging there, it was 
a silent witness to an exploit of 
Morgan’s raiders, of Civil War 


fame. They swept down upon a 
neighboring hat shop and in leav- 
ing shot away a corner of the 
axe, 

Several years later the copper- 
smith’s son entered the hardware 
business and displayed the axe 
in front of his store. When Mr. 
Van Deren acquired the store in 
1894, the axe remained and be- 
came a landmark for generations 
of Lexiagton residents. Only once 
more was it peace to be disturbed, 
when the iron bolts rusted and 
the 50-lb. axe dropped, smashing 
a large glass windgw of the store. 





From Civil War days up to a few months ago, this 50-lb. 
copper hatchet was a familiar sign in Lexington, Ky. 
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News of Retailers, Jobbers 
and Manufacturers and 
Salesmen 








ON EFFECT OF HIS ANTI-PRICE DISCRIMINATION LAW | 


NVESTIGATION 


Faces rejection from House Interstate Commerce Sub-Committee 
on his new bill to divorce retailing and manufacturing functions 
and is reported disturbed over reports to the effect that the 
Robinson-Patman law is not fulfilling expectation in practice 


Bureat 
AGE) 

the House Inter- | 
sub-committee’s | 

of his bill to divorce | 
retailing and manufacturing | 
functions and reported disturbed 
over reports that the Robinson. | 
Patman law is not measuring up | 
expectations, Representative | 
Wright Patman has under con- | 
sideration a House resolution to 
investigate the effects of his anti- | 
price discrimination law on dis- | 


( Washingtor 
of HARDWAR 


with 
Commerce 


Faced 
state 
rejection 


lo 


tribution. 

The inquiry, it is understood, 
also undertake to deter- 
mine if revision is necessary 
iron out the wrinkles and would | 
serve as a medium of drumming 
up greater interest in the anti- | 
chain tax measure—the 
atest bill to be sponsored by the 


would 
to 


store 


Texan. 

The Patman bill on which the 
declined to act 
direct 


sub-committee 
favorably would 
sales by manufacturers where the 
effect was to substantially lessen 
competition the manu- 
facturer and his established cus- 
It was an outgrowth of 


outlaw 


between 


tomers, 
Patman’s original bill which at- 
tempted to 
manufacturing and retailing with 
out containing any “competition” 
The bill died in com- 


raising a storm of 


divorce completely 


proviso. 
mittee after 
criticism. 
The more Patman bill 
had the support of the National 
(Association of Independent Tire 
Dealers, the National Automobile 
Dealers Association. other 
groups of independent retailers. 
John S. Lawson, of the W. Atlee 
Burpee Co.. seed growers, of 
Philadelphia: H. Boardman 
Spalding, of A. G. Spalding & 
Bros., New York Citv: M. Q. 
MacDonald, of the National 
Paint, Varnish & Lacquer Asso- 
ciation, Inc., Washington, D. C.; 
Reynolds Robertson, counsel for 
the Warm Air Furnace Mfg. In- 
stitute of Washington; and O. M. 
Kile, Washington representative 
of the Mail Order 


recent 


and 


Association of 
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| Texan 


(merica, were among those who 
appeared in opposition to the 
bill at public hearings. 

During the public hearings on 
the measure, Patman_ inserted 
in the record a resolution passed 
by the National Retail Hardware 
at its Detroit 
vention in 1935, which said that 
“the continued and extended in- 
vasion of the retail field by manu- 
facturers and wholesalers of 
paint products has attained such 
importance as a competitive 
agency with which the hardware 
retailer must contend that it can 


The 


\ssociation con- 


longer be ignored.” 


called his bill 


important” 


ne 
“one 


the most fair-trade 


practice measures pending and 


described it as a bill to empower | 
manufac- | 


the FTC prevent 
turers from engaging in the re- 
tail under certain con- 
ditions. 


business 


The sub-committee, headed by 
; Representative Martin, Democrat. 
| of Colorado, also turned thumbs 
| down on a bill sponsored by Rep- 
of Missis- 
| sippi, under which States levy- 


resentative Colmer, 


ing sales taxes could also assess 


out-of-state establishments for 


shipping goods to a destination 


within The de- 


signed primarily to reduce com- 


state. measure, 
petition from mail order houses, 
was turned down simultaneously 
with the Patman bill. 
Chairman Martin. prompted by 
the adverse action on the Patman 
| bill, 
| bill calling for an FTC investi- 
gation of tire 
manufacturers and their methods 


of | 


immediately introduced a 


motor-vehicle 


of distribution. Its purpose is to 


uncover alleged monopolistic 


practices in the industry. 


SMITH HEADS OLIVER IRON AND STEEL; 
DEVENS IS CHAIRMAN OF THE BOARD 


At the meeting of the board 
of directors following the annual 
meeting of stockholders of the 
Oliver Iron and Steel Corp., Pitts- 
burgh, Pa. Harry F. Devens, 
president for the past five years, 


was made chairman of the board. 


Theodore F. Smith, executive 


vice-president, was elected presi- 


dent of the corporation. 


The following directors were 

Rea, 
Oliver, 
D.. 'b. 
Frawley, Harry F. Devens, Theo- 
dore F. Smith, and John Jenkins. 


Harry Oliver 
Rea, Charles 
Crittenden, 


réelected : 
James C. 


William J. 





HARRY F. DEVENS 


| at 


AGE FOR 





E. B. MARTINDALE 


E. B. MARTINDALE HEADS 
VAN CAMP HARDWARE 


At a recent meeting of the 
board of directors of the Van 
Camp Hardware & Iron Co., 
wholesalers, Indianapolis, Ind., 
E. B. Martindale was elected 
president of the company. Mr. 
Martindale has been with the 
company for the past 15 years 


| and previous to his recent elec- 
| tion was vice-president and trea- 


He is the grandson of the 
Cortland Van Camp, the 


surer. 
late 


| founder of the hardware business 


and the son of the late John T. 
Martindale. 


NEW FIRM DISTRIBUTES 
ELECTRICAL SPECIALTIES 


John Murray and Herb Olson 
have organized Murray, Olson & 
Co. with offices and warehouses 
at 51 Vesey St., New York City, 
to distribute electric specialties 
to the retail hardware trade in 
the metropolitan area. The busi 
ness will be exclusively whole- 
sale. 

Both Mr. Murray Mr. 
Olson were formerly associated 
with the Masback Hardware Co. 
Mr. Murray was also associated 
one time with Bamberger’s 
and R. H. Macy & Co., large de- 
partment stores in the metropoli- 
tan district. 


and 
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“MONOPOLY” STUDY IS PROPOSED 
TO COST $500,000 


BY PRESIDENT 


Inquiry would embrace examination of existing price 
systems and policies of industry to determine their 
relationship with general trade level, employment. etc. 


Bureau 
AGE) 


( Washington 
of HARDWARE 
Directing Congressional atten- 
tion to his contention that “the 
small business man is unfortun- 
ately being driven into a less and 
less independent position,” Presi- 
dent Roosevelt in a long-delayed 
message on monopoly has asked 
Congress to set in motion a com- 
prehensive study of the problem 

to cost not less than $500,000. 
The Federal Trade Commis- 
sion, the Justice Department and 
the Securities and Exchange 
Commission and possibly a few 
other agencies would conduct the 
inquiry which, under Mr. Roose- 
velt’s plans, would constitute “a 
thorough study of the concentra- 
tion of economic power in Ameri- 
can industry and the effect of 





that concentration upon the de- | 
cline of competition.” 

At the same time® the Presi- | 
dent recommended a deficiency | 
appropriation of $200,000 
and above the amount already | 
provided for the Justice Depart- | 
ment’s anti-trust division for the 
enforcement of existing anti- | 
monopoly laws, which he 
scribed as “inadequate.” 

As outlined in his message, the 
scope of the inquiry would em- | 
brace an examination of existing 
price systems and the price 
policies of industry to determine 
their relationship with general 
trade level, employment, long: | 
term profits and consumption, 
and in addition would include | 
studies of the following: 

(1) Tightening and improving 
anti-trust procedure, giving the | 
Justice Department and FTC | 
broadened power with legitimate 
cooperative efforts safeguarded | 
hy remedial legislation: | 

(2) More effective methods of | 
breaking up interlocking rela- | 
tionships when deemed to be con- | 
trary to the public interest with 
the FTC and SEC doing more 
careful scrutinizing: 

(3) Directing the operations | 
of financial institutions to serve | 
the interest of independent busi- 


over 


MAY 19, 1938 


| study 


| ness and restricting them against 


abuses involving investment 
trusts, and bank holding com- 
panies; 


(4) Supervision of trade asso- | 


ciations and a clarification and 
delineation of their legitimate ac- 
tivities in protecting members 
against unfair competitive meth- 
ods but guarding against any 
interference with legitimate com- 
petitive practices; 

(5) Revision of patent laws to 


encourage open patent pools and | 


at the same time protecting in- 
ventor’s royalty rights; 

(6) Revamping the country’s 
tax laws to encourage competi- 
tive enterprise by further dis- 
couraging holding companies, 
and making large units demon- 
strate superior efficiency; and 
* (7) Establishment of the Rich- 
berg Bureau of Industrial Eco- 
nomics to supplement and super- 
vise the collection of 


statistics by trade associations: 


advise business of any discerni- 


ble over-production, excessive in- 


ventories, shortages, bottleneck 
conditions and encourage and 
maintenance of orderly markets; 
trade fluctuations, credit 
facilities and generally attempt 
to keep small business men as 
well-informed about trade condi- 
tions as are “their big competi- 


tors.” 


“This program should appeal | 
to the honest common sense of | 
every independent business man | 


interested primarily in running 
own business at a_ profit 
rather than in controlling the 
business of other men,” the 
President told the Congress. 
The tone of his message caine 
as no particular surprise since he 
has persistently directed criti- 
cism against what he called an 
unbalanced price structure and 
in his message he reiterated the 
claim that one of the primary 
causes of our present difficulties 
lies in this disappearance of 
price competition in many indus- 
trial fields. He held that both 


large and small lines of business 


his 


| point 


| sury 





industrial | 


| sponsible 


| which are genuinely competitive | 
| are forced, by purchasing basic | 


commodities from monopolistic | 
industry. to withhold from the | 


| public the benefits of their own 
competitive policies. 


Industries like steel and ce. | 


| ment, which employ the basing | 


system and which have 
been subjected to criticism from 
the Federal Trade Commission, 
Harold Ickes’ PWA, the Trea- 
Department and _— other 
Government divisions anxious to 
abolish the system in favor of 
an f.o.b. mill pricing basis, were 
cited by the President in _ il- 
lustrating his claims that where 
prices have remained firm in the 
face of a falling demand payrolls 
have shrunk as much as 40 and 
50 per cent in recent months. 
Since the program is 
ally a long range one and since 
there is little disposition in Con- 
gress to oppose investigations and 
further studies on which to base 
future legislation, Congressional 
reaction was mixed but no hos- 
tility was immediately apparent. 
Anti-monopolistic programs and 
pledges, it is pointed out, always | 
have been popular in Congress 
immediately preceding election. | 


essenti- 


JOHN SHANN JOINS 
BELCHER & LOOMIS 
John Shann has become asso- 


ciated with the Belcher & Loomis 
Hardware Co., wholesale, 122-130" 


| W. Exchange and 28 Mason Sts., | 
| Providence, R. I. 


Mr. Shann is | 
well known throughout the hard- 
ware industry having held re- 
positions with New 
York wholesalers for many years. | 


JOHN SHANN 


RENOWN STOVE NAMES 

NEW CONTROL ENGINEER 
Paul S. Cecil of Columbus. 
Ohio, has been appointed con- 
trol of the Renown 
Stove Owosso. Mich. He 


engineer 
Ce. 


PAUL 8. CECIL 


was formerly associated with the 
White-Orr Co. of Columbus, and 
with Servel, Inc., Evansville, Ind. 
His work will be in the company 
laboratories and he will be in 
charge of chemistry, metallurgy. 
and sand testing. 


WATSON PROMOTED BY 
CARNEGIE-ILLINOIS 


T. Lane Watson has been ap- 
pointed manager of 
sales in the Chicago district for 
the Carnegie-Illinois Steel Corp.. 
Pittsburgh, Pa. He has a con- 
tinuous record of service with the 
U. S. Steel Corp. subsidiaries. 
having been employed by the 
Steel Co. 
execu- 


assistant 


former Carnegie in 
1910. He has in 
live positions in the Pittsburgh 
and Cleveland sales offices and 
since 1936 has served in Chicago 
in charge of the bar, strip and 
semi-finished materials division. 


served 


PLYMOUTH CORDAGE CO. 
ELECTS NEW TREASURER 


The Plymouth Cordage Co., 
North Plymouth, Mass., has an- 
nounced the election of Ellis 
W. Brewster as treasurer, suc- 
ceeding Francis C. Holmes. Mr. 
Holmes resigned as treasurer and 
consultant vice 


was appointed 


president. 











LOANS FOR MODERNIZATION AND REPAIR 


Collateral requirements remain unchanged despite 
wide-spread reports to the contrary. Loans may be 
made up to $10,000 to be repaid within ten years 


Bureau 
AGE) 


(Washington 
of HARDWARE 

Loans to retailers for modern- 
ization and repairs and for other 
purposes have been made _pos- 
through broadened RFC 
powers and through re-enactment 
of the Federal Housing Adminis- 
tration law which expired 
March 31, 1937. 

Under the new lending powers 
conferred upon RFC, the agency 
is in a position to extend short- 
term credit for repayment within 
five years or less; and for capital 
expenditures a longer repayment 
plan authorized 
upon the nature of the requested 
loan. The interest rate 
pected to be five per cent where 
the RFC makes an entire loan 
but where the agency participates 
with a bank the rate may be as 
high as six per cent, with details 
being worked out between the 
bank and the borrower. 

While the amended RFC act 
provides that loans be made for 
maintaining and promoting the 
economic stability of the country 
or encouraging the employment 
of labor, the agency expects to 
make loans for these purposes. 

(1) Loans for labor and mate- 
rials; (2) Replacement of ob- 
solete or worn out machinery or 
for new additional machinery if 
such purchases are deemed to be 
warranted; (3) New enterprises 
and for the expansion of existing 
businesses if the venture is con- 
sidered by the RFC as sound; 
(4) Construction work if suf- 
ficient funds are available to 
complete the project and to in- 
sure continuous operation; and 
(5) To pay existing indebtedness 
and taxes provided the major 
amount of the loan will not be 
used for those purposes. 

Loans made by the RFC prior 
to the Glass-Steagall law are due 
to mature by 1945 but that re- 
striction was removed under the 
new authorization. Collateral re- 
quirements, however, remain the 
same despite widespread reports 
to the contrary. For example, the 
new law requires that all loans 
“shall be, in the opinion of the 
board of directors, of such sound 
value, or so secured, as reason- 
ably to assure retirement or re- 
payment.” The loans, the law 
says, should be secured by 
lateral of character and amount 
which, considered in connection 
with other factors, such as the 
character and ability of the man- 


sible 


on 


is 


1s 


col- 
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| applicants 


| larger loan. 
| the Chairman 
| showing that the average 
depending 


ex: | 





agement and prospective earn- 
ings, will afford reasonable as- 
surance of repayment. 

While there no indication 


Is 


| that the agency will ease its re- 


quirements beyond its former 
policies in effect since 1932, 
Chairman Jesse Jones insists that 
for small loans ac- 
more consideration 
an applicant for a 
In substantiation, 
has cited figures 
amount 
of industrial loans has been $54,- 
760 with 31 per cent for $10,000 
or less and 21 per cent ranging 
from $10,000 to $25,000. 

Applications for RFC loans are 
available at the Corporation’s 32 
branch offices widely scattered. 
They are not handled directly by 
the Washington headquarters but 
should be referred 
office serving a particular district. 

Under Title I of the revised 
Federal Housing Act, loans for 
modernizing and repairing com- 
mercial and industrial properties 
are not made by the Government 
but by existing banks and other 
approved lending institutions and 
the loans are insured by the 
FHA so that losses, if any, in- 
curred above the 10 per cent 
insurance are borne by the lend- 
ing agency. 

Unlike the provisions of the 
old FHA law, loans for the pur- 
chase and installation of ma- 
chinery and equipment are not 


tually 
than 


get 


does 


to the field | 


| authorized. 


However, any re- 


\the FHA had insured more tha: 
1,450,000 modernization and re 


UNDER RE-ENACTED FHA LEGISLATION pair loans amounting to ove 


$560,000,000, the bulk of which 
poe dwelling repairs. About 
60 per cent of the total dollar 
value of the notes insured was 
for financing additions, altera 
tions or repairs and the remain 
40 per cent was for the 


ing 


| pairs, improvements or additions installation of machinery and 


| 
| 


which are physically attached to 
the property come within the 
meaning of the act and could be 
made 
A store could be redecorated, 
enlarged, new floor surface 
stalled, wall paneling added, wall 
cases built in but display cases 
and other items generally re- 
garded as trade fixtures could 
not be covered by the loan. 
Other items, all becoming an 
inherent part of the structure 


| after completion, considered eli- 
| gible include elevators, escalators, 


| air-conditioning systems, 


| 


| 
| 





boilers 
and other parts of heating sys- 
tems, and_ lighting systems, 
burglar alarms, sprinkler systems 
and other similar improvements. 

Loans may be made up to 
$10,000 and repayment may be 
spread over a period not to ex- 
ceed five years. The maximum 
permitted finance charge is $5.00 
for each $100 of the original face 


with an FHA-insured loan. | 


i 
in- 


equipment. 


| HAMILTON MFG. ACQUIRES 
JUVENILE FURNITURE LINE 


The Hamilton Mfg. Co., Two 
Rivers, Wis., manufacturer of 
| furniture for dentists, doctors. 
| and laboratories, has acquired the 
| manufacturing and selling rights 
of Child Craft Guild, Inc., Lud 
ington, Mich., and Posturbilt In- 
| dustries, Traverse City, Mich. 
| The complete lines of Child Craft 
and Posturbilt juvenile and 
nursery school furniture will 
hereafter be made and sold by 
Hamilton. New designs will he 
announced soon. 

H. G. Evans, treasurer of Ham 
ilton Mfg. Co., is in charge of 
the new juvenile furniture line 
and Earle Edward Merrett. 
former president of Child Craft 
and_ Posturbilt, director — of 
| sales. 


is 





amount of a one-year note to be | 


paid 
ments. The applicant must be 
either the owner of the property 
to be improved or must hold a 
lease covering a_ period six 
months beyond the maturity date 
of the loan. 

More than 7,000 lending in- 
stitutions have been authorized 
to make FHA-insured loans since 
the new act was passed in Feb- 
ruary. Under the original act. 


in equal monthly install- | 


STELLWAGEN ADDS TO 
SALES ORGANIZATION 


J. Tucker has joined the 
sales organization of Fred L. 
Stellwagen & Son, Inc., manufac 
turers’ representative of 12 War- 
ren St., New York City. His 
territory will be new York City. 
Long Island, and Westchester 
County. 











PEXTO EMPLOYEES HONORED AT BANQUET 


On April 28, 20 employees of The Peck, Stow & Wilcox Co., Southington, Conn., attended a 
dinner at the Hartford Club, Hartford, Conn., given by the Manufacturers Assn. of Hartford 
County, in honor of all. employees with 40 years or more of service with one concern. Governor 
Cross of Connecticut was the principal speaker and his talk was broadcast over a national hook- 


up. 


A program of theatrical entertainment followed the speaking. 


Pexto employees, reading left to right, attending with president, Mark J. Lacey, and assistant 


to the president, Edward G. Hackbarth, were: Peter Hutton, 41 years; 
Harry Willis, 49 years; William Kline, 42 years; 


Edward Brown, 56 years: 


Daniel O’Brien, 41 years; Frank McHugh, 44 


years; Michael Toomey, 54 years; Peter Mongillo, 41 years; Frank Booth, 45 years; James Scott, 


69 years; Fred Ely, 45 years; John Connors, 46 years; Charles 


Trostel, 57 years; George Aspinall, 


41 years; George Hubbard, 51 years; Louis Wolfe, 56 years; William Wendel, 41 years; Thomas 
Egan, 50 years; Daniel O’Keefe, 53 years, and Thomas Flynn, 47 years. One member of this old 
timers’ group, Thomas Horan, with 47 years, was unable to attend the dinner because of illness 


in his family. 
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FEDERAL COURT UPHOLDS F. T. C. IN 


BIDDLE PURCHASING PATMAN CASE | 


Biddle loses appeal to set aside cease and de- 


sist order 
brokerage clause. 


Holding that Section 2C of the 
Robinson-Patman Act was “clear- 
ly intended to restore equality of 
opportunity in business” through 
prohibiting unlawful price dis- 
criminations, the United States 
Circuit Court of Appeals, in a 
divided opinion upheld the Fed- 
eral Trade Commission’s cease 
and desist order covering alleged 
violation of the brokerage pro- 
vision, against the Biddle Pur- 
chasing Co., 107 Chambers St., 
New York City. 

The majority opinion held that 
the disputed phrase, “except for 
services rendered,” governing 
brokerage fees, as incorporated 
in the Robinson-Patman Act, 
may be best given effect by con- 
struing this phrase in a manner 
that will harmonize with the re- 
mainder of section 2C. The opin- 
ion pointed out that payment of 
brokerage to buyers could make 
it possible for sellers to conceal 
discriminations in price to com- 
peting buyers, and held that reg- 
ulation of such practice was well 
within the powers of Congress. 

“It is argued,” wrote the pre 
siding Judge Martin T. Manton, 
“that the Biddle Purchasing Co. 
is a true intermediary, and that 
under the statute, it can repre- 
sent and collect compensation 
from buyers and seller. The com- 
mission, on the other hand, ar- 
gues, that the statute not 
permit such an arrangement.” 


does 


On the constitutional question. 
Judge Manton wrote: “The Fifth 
Amendment does not _ prohibit 
regulation for the public welfare. 
The guarantee of due 
merely demands that the law 
shall not be unreasonably, ar- 


bitrary, or capricious, and that 
the means selected shall have a 


covering alleged 
Will file Supreme Court appeal 





process | 


violation of R-P 


real and substantial relation to 
the object sought to be obtained. 

“Congress has power to regu- 
late commerce, and this gives it 


power to enact all appropriate 


regulation for its protection and | 


advancement. The right of free- 


dom or liberty on contract guar- | 
anteed by the Fifth Amendment | 
does not prescribe the exercise | 
by Congress of its power to reg- | 
ulate commerce in derogation of | 


that right.” 

Judge C. J. Swan, in his dis- 
senting opinion, claimed that the 
order of the Federal Trade Com- 
mission should not be sustained 
on the ground that no harmful 
discrimination had been proved. 

The Biddle Purchasing Co. 
will, it is believed, apply to the 
Circuit Court of Appeals for a 


ruling on certain additional | 


points covered in their brief, fol- 
lowing which it is expected that 
the case will be appealed to the 
United States Supreme Court, and 
it has been pointed out that the 
cease and desist order will re- 


main suspended pending adjudi- | . a 
; recently in Los Angeles, Calif., 


cation of the appeal to the Su- 
preme Court. 


‘CONTINENTAL SALES CO. 
HANDLES DRIPCUT LINE 
The Continental Sales Co., 

Merchandise Mart, Market St. at 
Tenth, San Francisco, Cal., has 
been appointed representative for 
the Dripcut Sales Co., 1400 Fol- 
som St., San Francisco, in north- 
ern California, Oregon, Washing- 
ton. 

The Dripcut Sales Co. is dis- 
tributor for the Dripeut dripless 
servers manufactured by the Na- 
Mac Products Co. of Hollywood, 
Calif. 





EMMET F. HARDING 


Emmet F. Harding, whose as- 


| sociation with John H. Graham 


& Co., Inc., manufacturers’ direct 
representatives, 113 Chambers 
St., New York City, as its Pa- 


cific Coast representative, was 
announced on page 67 of the 


May 5 issue of Harpware AGE. 


CHICAGO OFFICE OPENED 
FOR NEVER-SLIP WASHERS 


and 


Pa., 


The 
Wire 


Philadelphia Steel 
Corp., Philadelphia, 


| has opened an office at 100 S. 


| Jefferson 


St., Chicago, to dis 


| tribute its Never-Slip lock wash 





ers to hardware wholesalers in 
the middle western territory, con 
sisting of Indiana, Illinois, Ken 
tucky, Wisconsin, Minnesota, 
Iowa, Nebraska, Kansas, and 
Missouri. 


YOUNGSTOWN SHEET & TUB 
MAKES SALES CHANGES 


K. J. Burns has been appointed 
sales manager of the Youngstown 
district for Youngstown Sheet & 
Tube Co. T. C. Schraer has been 
appointed to succeed Mr. Burns 
as district sales manager at Cin 
cinnati, and Howard R. Williams 
has been appointed to succeed 
Mr. Schraer as sales manager of 
the Indianapolis district. 


SOUTHWEST HARDWARE CONVENTION WELL ATTENDED: 
DEALERS REPORT SATISFACTORY SPRING TRADE 


Dealer members attending the 
26th annual convention of the 
Southwest Hardware Co., held 


expressed themselves as being 
pleased with their spring 
business. In most reported in- 
stances, volume and profits are 


well 


showing a gain over the corre- 


| sponding period of a year ago. 


There was almost a 100 per cent 


| attendance at the convention with 








only three members away because 
of sickness. 

Following last year’s precedent, 
the company invited factory rep- 
resentatives to display new wares 
and in all 50 booths were occu+ 
pied for this purpose, in a spe- 
cial section of the company’s 
warehouse. Approximately 65 
manufacturers were represented. 

An informal luncheon was 
served and at the evening ban- 








quet Merle Fish, sales counsellor 
and professor of salesmanship in 
the Los Angeles High Schools 
was presented by Roy Scantland, 
president of the Southwest Hard 
ware Co. In his talk, Mr. Fish 
confined himself to hardware 
selling and merchandise presen 
tation, emphasizing the need of 
a definite business objective; the 
vital need of studying the mer 
chandise so as to know so much 
about it that an all-inclusive 
standardized sales talk may be 
evolved, and the necessity of 
salespeople having something to 
say about the merchandise that 
will be of interest to the cus 
tomer. 

All arrangements for the con 
vention were made by Harry F 
Izenour, managing director of the 
hardware company, and L. G 
Heyer, merchandise manager. 





DIRECTORS AND OFFICERS OF THE SOUTHWEST HARDWARE CO. OF LOS ANGELES 


Left to right: L. G. Heyer, merchandise manager of the Southwest; H. H. Gotthouse, Los Angeles; Directors: Clarence Lehmer, 





Alhambra; Charles Te Wilkle, Costa Rica; Harry F. Izenour, managing director; Frank Hendershot, Pasadena; Charles Gockley, 
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secretary, Los Angeles, and Roy Scantland, president, Los Angeles. 
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Relatives and business associates of Mr. Katzinger congratulate 


Edward Katzinger. 


Katzinger, 


Katzinger. 


Left to right: 
of the company; Arthur Katzinger, vice-president; 
daughter of Edward Katzinger; Edward Katzinger; Miss 
granddaughter of Mr. Katzinger: 
inger; Joseph Jackson and Edward Marder, 
The bronze tablet may 


Mortimer Marder, secretary 
Vrs. Marder, 
Lucy 
Mrs. Arthur Katz- 
grandson of Mr. 
be seen in the background. 


EMPLOYEES HONOR EDWARD KATZINGER’S 50 YEARS 
IN BUSINESS AS HEAD OF HIS OWN COMPANY 


On May 2 
Edward Katzinger Co., Chicago. 
Ill., paid tribute to Edward Katz 
inger, 


employees of the 


president of the company, 
founded the concern 50 
ago. Mr. 
from his 
bronze tablet 


gold pocket 


who 
years Katzinger_re- 
ceived employees a 
and an engraved 


piece. Tle arrived 


at his office 


at noon to be greeted 




















































































































Face and back of the engraved 
sold pocket piece given Mr. 
Katzinger in commemoration of | 
his fifty years as head of the 
Edward Katzinger Co. 
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by his many employees, who 
gave him a rousing ovation. 


baskets of 


flowers from business associates. 


Surrounded — by 


Mr. Katzinger’s eyes filled with 
tears as he spoke with deep feel- 
ings of his of the 


employees 


appreciation 
faithful 
Presentation of the 


tokens — his 
gave him. 
tablet was made by Paul Crissey. 


sales manager of the Katzinget 


company. The tablet was un 
veiled by a granddaughter of Mr. 
Katzinger. The gold 
pocket piece, with an appropriate 
mseription and a likeness of Myr. 
Katzinger was presented to him 
by Joseph Jackson, who had been 
with since 1897 


continues, al 


engraved 


him 

Mr. Katzinger 
the age of 75, 
in the 
half a century ago. He has 
traveled all over the 
today his 


associated 


to be very active 


enterprise he founded 
world and 
used 
Katz 
inger organization operates man 
ufacturing plants at Los Angeles, 


products are 
throughout the world. The 












Edward Katzinger receives a certificate of membership in the 


HARDW ARE 


lands, 


and 
manufacturing plant is lo- 
cated at Geneva, N. Y., and the 
company 
Burnley, England. 

On May 4 Mr. Katzinger was 
given a certificate of membership 
in the Harpware Ace Fifty Year 
Club by Leonard V. Rowlands, 
western manager, HARDWARE 
Ace. Mr. Katzinger’s member- 
ship in the Fifty Year Club was 
recorded on page 78 of the May 
5 issue of this publication. 


Baltimore 
lery 


W. S. RICHARDSON HEADS 
GOODRICH DIVISION SALES 


William S. 


chandising 


Richardson, mer- 
manager of the me- 
chanical goods division, The B. 
F. Goodrich Co., Akron, Ohio. 
has been general sales 
manager of the same division suc- 
ceeding the late C. E. Cook. Mr. 
Richardson joined the 
organization in 1926, was 
superintendent — of 


named 


Goodrich 
staff 
mechanical 
rubber goods production and in 
1931 was appointed merchandis- 
ing manager. 

L. H. Chenoweth, with Good- 
rich in mechanical goods sales 
capacities since 1912, becomes 
merchandising manager. He had 
been assistant merchandising 
manager of the division 
1931. 


since 





| 


| 



























































AGE Fifty Year Club from Leonard V. 
western manager, HARD ARE AGE. 


ELECTRICAL ASSOCIATES 
TO HOLD OUTING 
The Electrical Associates Club. 
Inc., 22 E. 38th St., New York 
City, will hold its annual outing, 
June 4, 1938, at Semler’s Mid- 
Park, Grant City, Staten 
N. Y. Among the fea- 
tures of the day are a_ steak 
ball athletic 
and games. 

$41.00. 


land 
Island, 


dinner, a 
golf, 
Tiékets are 


game, 


events, inside 


Row- 





Chicago. A cut- ] 


has its own plant in | 





HARDWARE BOOSTERS 
HAVE BUSINESS MEETING 


| Hardware Boosters, 
Circle Club, 
New York City, was devoted en- 
tirely to matters anid 
discussions of plans for the fu- 
ture. Four new members were 
elected: George Carstens, Top- 
ping Bros., and president, Hard- 
ware Square Club; William W. 
Edwards, Federal Hardware Co.: 


business 


Christian J. Sachs, Bethlehem 
Steel Co. and Arthur Vincent. 
Morse Twist Drill & Machine 


Co. The meeting was presided 
over by M. E. Wyckoff, Hari- 
ware World, president of the 
Hardware Boosters. 

Roy C. Schmidt, Stanley Tools. 
vice-chairman, entertainment com- 
mittee, announced that plans for 
| the annual fishing party of the 
organization, which will probably 
be held in July, would be an- 
nounced at a later date. Mr. 
Schmidt also called attention to 
the annual shore dinner of the 
Hardware Square Club to be held 
at the Hotel Astor, New York 
City, Thursday evening, May 26. 

The next meeting will be held 
May 20. 





CHICAGO DEALERS PROTEST 
DIRECT SELLING 


A feature of the April 20 
meeting of The Chicago Retail 
Hardware Assn. was a discus- 
sion of the asseciation’s program 
to eliminate industrial or direct 
selling. The members voted to 
continue the program. J. C. 
Amis, 1416 Merchandise Mart. 
Chicago, secretary-treasurer of the 
group, advised the members of 
the cooperation secured from the 
larger department stores. Th: 
dealers generally felt that this 
| would be of great assistance in 
the success of the campaign. 

Ronald G. Dix, president, an- 
nounced that at the association's 
next meeting the annual election 
of officers would be held. Ap- 
pointed to the nominating com- 
mittee were H. C. Wooley, Frank 


Kozelka, and Frank J. Horky. 











HARDWARE SQUARE CLUB’S 
ANNUAL SHORE DINNER 


The tenth annual stag 
dinner of the Hardware Square 
Club will be held Thursday eve- 
ning, May 26, in the Grand Ball 
Room of the Hotel Astor, New 
York City. In addition to the 
dinner, which will start at 7:00 
p.m., a variety program of night 
club entertainment is planned. 
Tickets are $5.00 each and may 
be secured from Ralph S. Allen, 
Diamond Expansion Bolt Co., 48 


shore 








West Broadway, New York. 


HARDWARE AGE 


The April 29 meeting of the 
held at the 
1819 Broadway. 








elf 


clu 


Mi 














clubs. 






3 5 HARDWAREMEN ADDRESS 
a U. S. CHAMBER MEETING 


Three nationally known hard- 
ware manufacturers were among 
the meeting chairmen and speak- 
ers at the annual meeting of the 
Chamber of Commerce of the 
United States held May 2 to 5, 
in Washington, D. C. W. Gibson 
Carey, Jr., New York City, presi- 
dent and treasurer, The Yale & 
Towne Mfg. Co., was chairman 
of a session, at the Willard Ho- 
tel, devoted to the discussion of 
labor problems. Industrialists 
must, said Mr. Carey, sell the 


American public the idea that | 


fixed. wages, salaries, return on 
capital, ete., are extremely in- 


jurious. He held that our econ- 





omy must be fluid and self-adjust- | 


ing and indicated that he favored 
wide distribution of purchasing 
power to assure a general and 
equitable prosperity. “It is quite 
a different thing, however, when 


Government endeavors to stabilize | 


hourly rates of pay at a given 
: level and then in an attempt to 
rehire the unfortunate people 
who are out of work promulgates 
the vicious expedient of shorter 
: and still shorter working hours,” 
he said. 
W. B. Holton, New York City, 
: president, Walworth Co., spoke 
“Taxes on Established Enter- 
prises” at a 
laxes and economic progress. 
Mark J. Lacey, president and 
veneral manager, The Peck, Stow 
& Wilcox Co., Southington, Conn.. 
~aid, “In my opinion, instead of 
manufacturers, distributors and 
retailers trying to get the Gov- 
ernment to enact laws to control 


on 


session concerning 
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PHILADELPHIA ASS’N CELEBRATES 


the excesses of competition, they 
could help themselves more by 
rendering improved service. Ser- 
vice improved to the point where 
it will create and increase sales. 
To do that, it must be impreg- 


nated with ideas. Such builds 
profit and then the regulating 


can become fairly automatic be- 
cause to risk losing participation 
in something worth while causes 
even the irregulars to hesitate.” 
Mr. Lacey told of his company’s 
study of its lines of tools as to 
demand and prices and of the 
elimination of lines that would 
not sell in worth while quantities. 


HENKEL IS TREASURER | 
OF EMPIRE SHEET 


Oliver C. Henkel has _ been 
elected treasurer of Empire Sheet 
& Tin Plate Co., Mansfield, Ohio, 
to succeed his father, C. H. Hen- 
kel. vice-president and | 
treasurer, to re- | 


former 
who asked be 


lieved of his duties. 


NATIONAL SCREW APPOINTS 
ASSISTANT SALES HEADS 
C. F. Newpher, general sales | 

manager of The National Screw | 

& Mfg. Co., Cleveland, Ohio. has | 

announced the appointment of 

three assistant managers of sales | 
as follows: B. H. Jones, in charge | 
of general sales office, quotations. 

orders. pricing, etc.; Charles W. 

Baker, in charge of development | 

of new products, research, sales | 

engineering, sales records and 
complaints, and Harold W. La- 


Ganke, in charge of certain ac 
counts and special assignments. 
Some of the Cleveland territory 
handled formerly by 
Ganke, will handled — by 
George R. Ingersoll, Jr. 


be 


UNION METAL BUYS 


BURTON MFG. 
The Union Metal Mfg. Co.. | 
Canton, Ohio, has recently pur: 
chased the Burton Mfg. Co. | 


formerly of Michigan City. Ind., 
manufacturer of 
structural tubing. 


seamless steel] 


The 


entire 


stock and equipment of Burton | 
| has been transferred to Canton 
| and is now in operation. EF. 


B. 
Rogers, president of Burton and 
formerly superintendent of Mid- 
West Forging Co., Chicago. 
now associated with Union Metal 
in charge of tubing operations. 


LAMP DEALERS VISIT 


18TH ANNIVERSARY 


Mr. La- | 


More than 225 hardware dealers and their wives, and manufacturer and wholesaler traveling representatives, celebrated the 
eighteenth anniversary of the Retail Hardware Association of Philadelphia, April 20, at Palumbo’s, one of Philadelphia’s night 
Dancing and a floor show followed the dinner. 

Officers of the association are: President, Elwood C. Fisher; vice-presidents, Bernard F. Maurer, James McDermott, and Howard 
Muth; secretary, William F. Brown, and treasurer, Charles D. Huff. Louis A. Loesche was chairman of the entertainment committee. 





WESTINGHOUSE RANGE 
SALES HELPS 


Two electric range sales 
| helps, a sales manual and a proof 
| book, have recently been released 
| by the Westinghouse Electric & 
| Mfg. Co. and are available for 
| dealers and salesmen. 
| ual, “How to Sell Westinghouse 
| Kitchen-Proved Electric Ranges.” 
| contains the complete 1938 sale~ 
plans and 
nique, prospecting plans, product 
information, and 
tions and answers about 


new 


The man- 


story, selling tech- 


common ques: 
electric 
cooking. 

In the proof book, the result- 
of the national range kitchen- 
prooving activity conducted 
| Westinghouse, are available. The 
ifresults of the for each 
kitchen, of which there were 103. 


by 
tests 


are summarized and the kitchen- 


proving actual state- 


hostesses’ 
ments are recorded. 


WESTINGHOUSE PLANT 





About 275 Mazda lamp dealers attended a two-day tour through 
the plant of the Westinghouse Lamp Division at Bloomfield, 
N. J. The visit was tendered to dealers of the Reno Sales Co., 
Inc., 628-630 Broadway, Brooklvn. N. Y., wholesale distributor 


of electrical, hardware. and plumbing. 


dinner at the plant restaurant. 


The dealers enjoved 
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MINNESOTA UNFAIR PRACTICE 
DECISION IS BEING APPEALED | lower the cost of production of 


| its steel-plated stove pipe. 


Plans for appealing to the 
United States Supreme Court the 
recent decision of three federal 
judges of Minneapolis, Minn., 
who declared unconstitutional 
two sections of that state’s unfair 
practices act, are being planned 
by Sidney King, secretary of the 
Twin City Druggists’ Assn. and 
state attorney general William S. 
Ervin. The suit, in which the 
decision was given, was brought 
by the Great Atlantic and Pacific 
Tea Co. against the state and 
Hennepin and Ramsay counties. 

Voided by the three-judge tri- 
bunal was Section Two of the law 
which prohibits retail sales at 
less than 10 per cent above the 
manufacturer’s list price and also 
Section Three relating to enforce- 
ment, 





NEW FIRM DISTRIBUTES 
STEEL BUILDING PRODUCTS 


Louis Baum has organized the | 
Seaboard Steel Products Corp., 
with offices at 205 E. 42nd St., 
New York, to engage in the dis- 
tribution of steel building prod- | 
ucts, including reinforcing bars, 
bar joists, wire mesh, steel deck- 
ing. steel windows and _ doors, | 
metal lath and other building ac- 
cessories. Mr. Baum, who is 
president of the new company, 
for the past 20 years was district 
sales manager in New York of | 
the Truscon Steel Co. 


DR. FRITZ HEADS NEW 
GOODRICH DEPARTMENT | 


Dr. Howard E. Fritz, for a 
number years head of the chem- 
ical sales division of the B. F. 
Goodrich Co., Akron, Ohio, has 
been placed in charge of the| 
newly-formed synthetic sales de- 
partment. During the past year, 
Dr. Fritz has devoted his entire 
efforts to the development and 
sale of synthetic elastic Koroseal. 





CREDIT MEN WILL MEET 
IN SAN FRANCISCO 


Henry H. Heimann, executive 
manager of the National Associa- 
tion of Credit Men, has an- 
nounced that the 43rd annual 
credit congress of the association 
will be held June 5 to 10, 1938, 
at the St. Francis Hotel, San 
Francisco, Cal. 

Coincident with the Congress 
there will be special industry 
group meeting. In these, credit 
executives of each individual in- 
dustry meet in special groups for 





the mutual consideration of par- 
ticular credit problems in their | 


The court based its findings of 
unconstitutionality on the method 
employed in the act to eliminate 
unfair competition rather than on 
the right of the state to under- 
take certain legislation in the 
public interest. 

The focal point of the Minne- 
apolis suit was a super-market 
owned by the A. & P. in a well- 
populated district which, because 
of its superior advantages, was 
claimed by the company to be 
able to give lower prices. While 
conceding that “a merchant can- 
not ordinarily sell at a_ profit 
where he adds less than 10 per 
cent to the actual cost of his 
goods,” the court ruled that fail- 
ure of the merchant to add 10 
per cent is not necessarily evi- 


dence of an unfair trade practice. 


| industries scheduled to participate 


in the daily sessions are: hard- 
ware manufacturers and whole- 
building materials and 
construction, electrical and radio, 
glass, china, pottery, and alumi- 
num, paint, varnish and lacquer. 


salers, 


BALLONOFF HAS METAL 
PLATING DEPARTMENT 


The Ballonoff Metal Products 


Co., 5800 Kinsman Road, Cleve- 


land, Ohio, has recently installed 
a large and complete plating de- 
partment in its factory. This 


| 





step has enabled the company to 


TEXAS BOOSTER HEAD 
IS IN HOSPITAL 


Lowell S. Pickup, representa- 
tive in the Texas territory for 
The Stanley Works, New Britain, 
Conn., and president of the Texas 
Hardware Boosters, is ill and 
confined to the Army and Navy 
General Hospital, Hot Springs 
National Park, Ark. 


ROLINS CO. EXPANDS 


The Rolins Co., marine hard- 
ware firm of 31 South St., New 
York City, has taken larger 
quarters at 27 South St., Harry 
Rolins has a divided a two-story 
building into various  depart- 
ments dealing with power and 
sail boats, and fishing equipment. 


OKLAHOMA FIRM SOLD 


J. W. Little has sold the Little 
Hardware Co., Madill, Okla., to 
Jess Ward formerly an employee 
of the concern and a group of 
business men from western Okla- 
homa. Mr. Ward will be man- 
ager of the business under the 
new ownership. The concern will 
be incorporated and _ will be 
known as the Marshall County 
Hardware and Furniture Co. 


SAVOGRAN INSTALLS MODERN EQUIPMENT 
AND MACHINERY IN NEW PLANT 


The 
Mass., has 


Savogran Co., Boston, 
moved into its new 





. | 
and completely modernized quar- 


ters, with up-to-the-minute high | 


efficiency machinery and _ the 
latest in office equipment. 
new plant is located on the his- 
toric India Wharf in Boston, 
where the company set up its 
first plant in 1875. The original 
building was constructed in 1810 
and was first used as a counting 
house. When the Savogran Co. 


The | 


established its offices there, the 
building was adapted to manu- 
facturing. 

On Aug. 27, 1937, a fire of un- 
determined origin completely gut- 
ted the building, leaving only the 
brick walls and heavy oak beams. 
Despite the confusion and de- 
struction of office records, pack- 
ages, and stocks, the Savogran 
organization set up temporary 
quarters where full production 


was resumed in 10 days. 





individual industries. Among the! part of the billing and bookkeeping departments in Savogran’s new plant. 
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ANCHOR STOVE & RANGE 
PLANS AGGRESSIVE 
SALES CAMPAIGN 


A greatly expanded program 
of sales and engineering devel- 
opment is now under way on the 
ranges and circulating heaters, 


roo Fo ce eae te ee ag 





SAMUEL F. BAKER 


according to Samuel F. Baker. 
general manager of the Anchor 
Stove & Range Co., New Albany, 
Ind. 

Among the company’s 1938 de 
velopments are several new prod 
ucts which included a_ new 
improved warm air furnace, espe- 
cially designed for stoker firing: 
two new cabinet oil heaters; a 
new cabinet magazine-feed heat- 
er; a new stoker-fired space 
heater; and an attractive line of 
modern ranges, embodying im 
provements in mechanics and de- 
sign. In addition an aggressive 
drive on Anchor Kolstoker and 
Fire Chief lines of automatic coal 
stokers is being planned. 

Many new field men with tech 
nical experience have been added 
to Anchor’s present staff. Re 
gional dealer meetings are beihg 
arranged and a special arrange 
ment has been added to the com 
pany’s dealer franchise that per 
mits them to close sales now 
and defer payment until fall. 

Mr. Baker came to the Anchor 
Stove & Range Co. last Decem- 
ber as general manager and mem 
ber of the board of directors. He 
began his career in a stove foun- 
dry and has held many responsi- 
ble positions in the industry. In 
recent years he was vice-president 
and general manager of one of 
the largest malleable iron foun 
dries in the country. 


O'NEILL CO. SOLD 

The O’Neill Hardware Co 
Sault Ste. Marie, Mich., has been 
sold by W. H. O’Neill to L. R 
Troyer, his son-in-law. Mr 
O’Neill is retiring after 39 year- 
in business. The firm’s name 
will be continued. 


HARDWARE AGE 








































“See American First” 





“THERE'S NOT ANOTHER SELLING STORY 
ae LIKE THE ONE FOR 


AAMICO - 


HARD WEAR MANILA ROPE” 


Start with the rich AMCO color. It's one of your best 
rope advertisements. So is the fine smooth finish of the 
rope itself. Consider AMCO’S Quality, Service, Rep- 
utation. Remember: everybody knows AMCO is the 
original water-proofed, rot-proofed rope—that the 
complete protective penetration of the exclusive 
AMCO process makes AMCO rope stay stronger 
longer. Don't forget the top quality manila fibre of 
which this rope is made—and the fact that AMCO 
costs no more. There's your selling story for you. 
There’s not another like it in the entire cordage field. 





St. Louis, Mo. 





Western Factory Branch: St. Louis Cordage Mills, 
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OBITUARIES 


C. W. TILLINGHAST BARKER 
C. W. Tillinghast Barker, 56, 


for 24 years vice-president of 
J. M. Warren & Co., hardware 
firm of Troy, N. Y., passed away 
April 29. He had been in ill 
health for some time. He had 
been prominent for years in civic, 
philanthropic, church, and educa- 
tional circles. In addition to his 
duties with the hardware con- 
cern, Mr. Barker was a member 
of the board of directors of The 
Manufacturers National Bank, 
the Troy Savings Bank and the 
Troy Trust Co., as well as of the 
Rensselaer & Saratoga Railroad 
Co. 


JOHN CURRY BARLOW 


John Curry Barlow, 68, presi- 
dent of Barlow & Co., retail hard- 
ware firm of Ossining, N. Y., 
passed away May | after an ill- 
ness of three months. The firm 
of which Mr. Barlow was head, 
had been founded by his grand- 
father, John Barlow, in 1844. His 
widow, a daughter, and a son 
survive. 


THEODORE P. CONANT 


Theodore P. Conant, president 
of the Sligo Iron Store Co., 
wholesale, St. Louis, Mo., passed 
away of pneumonia at his home 
there, recently. He was 87 years 
old. Born at Irasburg, Vt., Mr. 
Conant went to St. Louis in 1871, 
where he began his career in the 
employ of G. D. Hall & Co. 
When the concern was merged 
in 1877 with the Sligo Iron Store 
Co., he became a traveling sales- 
man. Later he was elected secre- 
tary, and had been president 
since 1905. His two sons are ac- 
tive in the company, George K. 
Conant being vice-president and 
Samuel D. Conant,  secretary- 
treasurer, 


CHARLES E. HIDDEN 


Charles E. Hidden, 67, for 52 
years associated with the Fitch- 
burg Hardware Co., Fitchburg, 
Mass., pasesd away April 25, fol- 
lowing a heart attack. At the 
time of his death, Mr. Hidden 
was still active as a salesman for 
the hardware company. From 
1910 to 1932 he had served as 
manager of the company’s branch 
store. 


GEORGE ERNEST MENG 

George Ernst Meng, 58, presi- 
dent of the Meng Hardware Co., 
Jacksonville, Ill, since 1913, 
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passed away April 20 after a lin- 
gering illness. His widow, a son, 
Louis, and a daughter, Elta, sur- 
vive. 


ELMER BLAUVELT 


Elmer Blauvelt, president of 
the Comfort Coal-Lumber Co., 
Hackensack, N. J., passed away 


ELMER BLAUVELT 
April 18, in his sleep at his 
home. He was 72 years old. 

Previous to his founding the 
Comfort Coal-Lumber Co. in 
1897, Mr. Blauvelt had been as- 
sociated with the Chemical Bank 
Co. in New York City, which 
has since merged into the Chem- 
ical Bank & Trust Co. Under 
Mr. Blauvelt’s direction the Com- 
fort company grew into a large 
business organization, comprising 
10 branch offices and depots in 
New Jersey and New York. 

He was for 17 years secretary 
of the board of governors of the 
Hackensack Hospital Association 
of which he was a member. He 
was also a governor of the Hack- 
ensack Golf Club and a trustee 
of the Oradell Public Library. 
He was director of the Hacken- 
sack Trust Co., the Hackensack 
Water Co., and the Bergen 
County Chamber of Commerce. 

Mr. Blauvelt was a direct 
descendant of Gerrit Hendrick- 
sen, who came to Nieuw Amster- 
dam in 1638. He leaves his 
widow, a daughter, and a son, 
Hiram Blauvelt. 


ALBERT B. CONLEY 


Albert B. Conley, founder and 
senior member of the Conley 
Hardware Co., Kingfisher, Okla., 
passed away April 25. Mr. Con- 
ley was 57 years old. 





H. B. BARTELSEN 


H. B. Bartelsen, 68, founder of 
the Milwaukee, Wis., retail hard- 
ware firm, bearing his name, 
passed away recently after a 
lengthy illness. His widow and 
eight children survive. 


JOSEPH MILTON FEE 


Joseph Milton Fee, Detroit 
district sales manager of the 
Corbin Screw Corp., New Brit- 
ain, Conn., passed away recently. 
Mr. Fee was mayor of the city 
of Grosse Pointe, Mich. 











GUMMED INDUSTRIES FORMS 
PRODUCTS BUREAU 


The Gummed Industries Assn., 
19 W. 44th St., New York City, 
has established an independent 
Certified Products Bureau de- 
signed permanently to insure the 
maintenance of quality standards 
in the industry and effectively to 
combat the manufacturing and 
distributing of sub-standard seal- 
ing tape products under mislead- 
ing quality endorsements. The 
Bureau will maintain a labora- 
tory where standards not only 
will be determined and _ regu- 
lated, but where consumers and 
distributors may send products 
received for quality verifications, 
assuring the preservation of 
standards once set. 

To members whose products 
conform with Bureau standards, 
the Bureau will offer the use of 
a new copyrighted label which 
is to be a hall-mark of quality 
for all products consistently meet- 
ing specifications. When the 
standards of any endorsed prod- 
uct drop below these specifica- 
tions, the Bureau shall, through 
a suitable procedure, wherein the 
manufacturer will be allowed 
to present extenuating circum- 
stances, deny the use of the label 
to the product. 

The Bureau is self-supporting, 
except for such grants as it may 
receive from time to time from 
Gummed Industries Assn., and 
it will be maintained by assess- 
ments pro-rated among its mem- 
bers. Membership, divided into 
various classes, is open to man- 
ufacturers, trade associations, 
paper merchants, and consumers. 
A set of by-laws describing in 
detail the purpose, functions, 
limits and qualifications of the 
Bureau is now available. 


STOVE INDUSTRY HOLDS 
JUNE CONVENTION 


The Institute of Cooking and 
Heating Appliance Mfrs., Shore- 
ham Hotel, Washington, D. C., 
will hold a mid-yedr convention, 
June 9 and 10, at the Nether- 
land Plaza Hotel, Cincinnati. The 
convention will be devoted prin- 
cipally to a consideration of 
merchandising problems. 

Among the speakers scheduled 
are J. C. Aspley, American 
Business, who will make the 
keynote address; Saunders Nor- 
vell; Walter Teague, industrial 





designer, who will give an illus- 
trated talk on trends of design 
in the cooking and heating ap- 
pliance manufacturing industry. 
Miss Frances Weedman, home 
economics consultant with Tuttle 
and Kift, Inc., Chicago, will talk 
on “The Part Home Economics 
Plays in the Merchandising of 
Cooking Appliances.” 

The oil division of the Insti- 
tute has prepared a program of 
group meetings under the direc- 
tion of Russell N. Hanson, presi- 
dent of the American Gas Ma- 
chine Co. There will also be a 
manufacturers’ groups meeting, 
with the program directed by A. 
Jannuzzo, works manager of the 
Globe American Corp., and a 
meeting of cost accountants 
under the chairmanship of A. J- 
Schmid, secretary of the Oak- 
land Foundry Co., Belleville, Tll- 


NATIONAL TENNIS WEEK 
MAY 21-28 


National Tennis Week will be 
observed from May 21-28 under 
the sponsorship of The Sporting 
Goods Dealer, St. Louis, Mo. The 
publication will again have a 
prize window display and news- 
paper advertising contest, open to 
all merchants selling tennis 
equipment at retail, with trophies 
going to the winner and runner- 
up in both contests. In additior 
there will be cash awards for the 
five next best window displays. 

To be eligible for the competi- 
tion, window displays must ap- 
pear between Saturday, May 21, 
and Saturday, May 28, and show 
a card reading, “National Tennis 
Week.” 


IMPLEMENT DEALERS 

MEET IN OCTOBER 
The 39th annual convention of 
the National Federation of 
Implement Dealers’ Assns. will 
be held at the Hotel Sherman, 
Chicago, Ill., Oct. 11-13, 1938. 
Herbert J. Hodge, Abilene, Kan., 


is secretary. 


RETAIL CREDIT CONGRESS 
IN PITTSBURGH 
The 26th annual convention of 
the National Retail Credit Asso- 
ciation will be held June 21-24, 
1938, at the Hotel William Penn, 
Pittsburgh, Pa. 
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How to make Hose Profits GROW 


VERY time a customer says “that’s more than I 
want to pay”...or..."I want a better hose”— you 
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GOODYEAR OAK 
— braided cotton 
cord reenforcement; 
finest low-pricedhose 
built 


GOODYEAR PATH- 
FINDER—good light- 
construction hose, 
especially suitable 
for lowwaterpressure 


GOODYEAR GLIDE- 
a strong, serviceable 
high-grade hose; 
corrugated cover 


GOODYEAR WING- 
FOOT — extremely 
durable and hand- 
some hose; with- 
stands kinking and 
twisting 
GOODYEAR SUPER- 
TWIST CORD—extra 
strong, light, ideal 
for women and chil- 
dren to handle 


GOODYEAR EMER- 
ALD CORD—de luxe 
green hose of un- 
equaled quality and 
beauty 


lose a sale! 


The way to stop that is to stock all six lines of nation- 
ally-advertised Goodyear Hose. 


Then you'll have the right hose for each customer— at 
the price he’s willing to pay. More sales—more profits! 


And every Goodyear Hose has a thick cover of tough, 
sun-resisting, non-cracking, specially-compounded 
rubber. Every one has a stout reenforcement of heavy 
cotton cords. 


Carry complete stocks of Goodyear Hose at all times 
—and watch your hose profits grow. 
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ERE are two excellent and 
attractive window displays 
appropriate for immedi- 
ate use in hardware stores. It is 
not necessary to have the knowl- 
edge or skill of a trained profes- 
sional displayman to reproduce 
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June Bride and Spring 


these original sales stimulating 
displays which feature June bride 
gifts and spring garden equip- 
ment, both of which are active 
lines during the month of June. 

All of the materials used in 
these suggested displays are stock 
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items, ready for immediate de- 
livery and easily obtained at a 
nominal price. 

The materials required for the 
spring garden display are a 
background of Acme Redi-Trim, 
an attractive and rigid corrugated 
paper, 20 in. wide, which costs 
but $4.00 in 20-ft. rolls. This 
Icaves plenty of extra display 
background for future windows. 
The awning for this display is 
made from a roll 12 in. wide cost- 
ing but $2.00 in 25-ft. rolls, and 
a roll of emerald green Redi- 
Trim, 48 in. by 25 ft. long, costing 
$3.00, making a total amount of 
$9.00 for the display material, 
the greater part of which will be 
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| Garden Window Displays. 


eae 


available for future displays, both 
in the window and store interior. 

The June bride window re- 
quires a roll of wood violet 
Redi-Trim and a roll of jade 
green Redi-Trim. These rolls cost 
$3.00 each in 25-ft. rolls and are 
made in 48-in. width. The song- 
birds valance is 20 in. wide by 
25 ft. long and a roll costs $4.00. 
Here for a total price of $10.00 
you have all the material for this 
display with plenty left over for 
future displays, both in the win- 
dow and store interior. 

All the other parts of these two 
displays including the clouds, fly- 
ing -birds, blossoms and cut-out 


letters “J-U-N-E B-R-I-D-E”. as 
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well as the silhouettes of the house, 
random stone path and shrubbery, 
are cut out of Redi-Trim. You 
can use the squared-off guide dia- 
grams shown at the bottom of the 
page in making these displays. 
You can scale these in all in- 
stances to accommodate the size 
of your window. 

All of this display material, fea- 
tured in these suggested original 
window displays is available at 
the prices indicated from the 
Acme Window Display Service. 
Inc., 305 E. 46th Street, New 
York City. Without charge you 
can obtain a very complete and 
helpful display materials catalog 
from this organization—just men- 


tion that you are a reader of 
HARDWARE AGE. 




















DOWN THE BLOCK 
ON ONE OF THESE 
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Above are shown two suggested window displays which should aid the hardware dealer in selling wheel goods 
and athletic equipment. The upper display devoted to wheel goods is of the balanced type with a symmetrical 
background and plateau. Green would be a good color to use for background and fixtures. The lower display 
is of the unbalanced type with pedestals of varying height. A single item can be displayed to advantage 
on top of each pedestal. Tan or green would be good colors. HARDWARE AGE interchangeable fixtures are used. 
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DESIGNED TO DO EVERY FIGURE 





JOB FOR HARDWARE STORES! 


REMINGTON RAND 
ADDING MACHINE 


7 DAYS FREE! 


TRY THIS 









11 Big features to crow about! 
1 Weighs under 11 pounds. 


2 Takes up less space than a 
letterhead. 


Simple 10-key keyboard. 
Totals to $9,999.99. . . lists 
5 columns. 


Handy correction key. 


Complete visibility ... large 
readable type. 


Automatic total symbol. 
Automatic handle return. 


Non-glare black finish... 
non-skid rubber feet. 


10 Automatic ribbon reverse. 


11 Fully guaranteed by Reming- 
ton Rand Inc. 
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ONLY 5 DOWN for the newest, lightest adding machine 


ERE is a portable listing 

and adding machine with 
every essential feature designed 
for your business, yet priced at only 
$57.50 cash . . . with 7-day free 
trial and low monthly terms. This 
new, improved model weighs a 
few ounces less than 11 pounds. It’s 
easy to carry wherever you want 
quick listing or adding of figures for 


cash transactions, inventory, tax 
records, bank accounts, accounts 
payable or customer accounts. It’s 
a simple, sturdy machine—just 10 
numeral keys which you press in 
the same order as you’d write 
figures on paper, plus conveniently 
placed total and correction keys. 
With $9,999.99 totaling capacity, 
this machine can do a complete 


OK: #4 from Remington Rand 
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figure job for you and save hours of 
valuable time every month. Phone 
our local office, see your dealer or 
mail the coupon now! 


7g fret Toad 


MAIL COUPON 


Remington Rand Inc., Dept. %53-A 
465 Washington Street, Buffalo, N. Y 


Without obligation, please send me complete 
facts on the new Remington Rand and de- 
tails of 7-day free trial offer. 

Name 

Street.. 


City State 
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FOR RETAIL 
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STORE §5 








New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


New Red Devil Items 


A No. 14 wood scraper and a No. 15 
quality file to retail at 75 cents and 25 
cents, respectively, have been added to 
the Red Devil line. The scraper is 14 
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in. long and can be used under radia- 
tors and inaccessible places, as well as 
for regular purposes. It is finished in 
red and gold enamel and takes the No. 
2% wood scraper blade. File is of a 
new shape design and has a hole in the 
end for hanging it up. Landon P 
Smith, Inc., Irvington, N. J. 


Corbin’s Salem Design 
P. & F. Corbin, New Britain, Conn.. 


has issued a folder illustrating and de- 
scribing its locksets in the new Salem 
colonial design. 


Aluminum Mower 





This mower is of aluminum con- 
struction with rubber tires, rubber cov- 
ered roller, and a patented single-screw 
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adjustment on each end of the lower 
blade. Known as the “Great American 
Meteor,” it weighs only 35 lb. Pennsyl- 
vania Lawn Mower Works, Primos, Pa. 


V-Belt Sales Aids 


Sales helps for the 1938 Goodrich 
line of replacement V-belts are a new 
replacement catalog listing over 3300 
applications on washing machines, re- 
frigerators, stokers, oil burners, air 
compressors, etc., and a V-belt Conver- 
sion list which shows how to find a 
Goodrich belt that can be interchanged 
with a belt of another make. The B. F. 
Goodrich Co., Mechanical Rubber 
Goods Division, Akron, Ohio. 


Ventilator Bracket 


No. 3—made of 20-gage cold rolled 
steel and set at an angle of 20 deg. 
from a parallel position with the win- 
dow. Each bracket is equipped with an 
anti-rattle clamp. Clamps are tempered 
to allow for bending, thus permitting 
various thicknesses of glass to be used. 
Should glass become broken, clamps 
act as holders and keep,panels from be- 
ing dislodged. These stationary brack- 


























ets are steel only with sprayed enamel 
finish in various colors. Ideal Ventila- 
tor Co. 160 Atlantic Ave., Provi- 
dence, R. I. 


Garage Door Flasher. Display 


This attractive and colorful multi- 
color electric flasher is a fitting unit, 
about which a Slidetite Door hardware 
display may be built. Two positions of 
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the garage doorways are presented as 
the lights flash their varied colors off 
and on. Open and closed positions are 
shown in illustrations. In one position, 
garage appears in its exterior aspect 
with the doors closed. In the other, the 
open doors present a view of the drive- 
way and yard. Display is 29 in. high. 
20 in. wide, and 6 in. deep, and is 
shipped folded flat in cardboard pack- 
age with light cord and flasher. Avail- 
able free. Richards-Wilcox Mfg. Co.. 
Aurora, Ill. 
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IT’S MADE 
ESPECIALLY FOR 
® Electric Motors 

® Electric Refrigerators 
© Lawn Mowers 

® Oil Burner Motors 

® Coaster Brakes 
© Washing Machines 


© Guns, etc. 


HEAVY BODY 3-IN-ONE OIL 


The enormous increase in the use of electric appliances in 
the home during the past few years, powered by motors re- 
quiring a slightly heavier-bodied lubricant, leads to the in- 
troduction of this new HEAVY-BODY 3-in-One Oil! It’s a 
companion product to regular 3-in-One Oil, for 44 years the 
world’s best known and fastest selling household oil. HEAVY 
BODY 3-in-One Oil is blended in the same careful, uniform 
manner that has made 3-in-One the standard of quality and 
performance for so many years. 


It possesses all the characteristics of regular 3-in-One Oil 
plus the greater viscosity needed for heavier work. 

HEAVY BODY 3-in-One Oil is designed especially for |lu- 
bricating electric refrigerators, washing machines, vacuum 
cleaners, electric fans, electric ironers, lawn mowers, and 
light electric motors. 

Together these two 3-in-One Oils make for complete 
and perfect lubrication in the home, in the workshop, for 








sports, and in many industries! 










nd this 
RCHANDIS 


with this Special Deal! 









1.60 
2.40 
: il 1.60 
1 02. Light OF , 2.40 
? oz, 1 oz. Heavy Body Ol 3.00 = 
1 doz. 3 oz. Light Oil oil 3.00 ast 
1 doz. 3 02. Heavy neo F 
| METAL MERCHAND 10.80 $7.20 | 


CONSULT YOUR JOBBER 





Stock BOTH the HEAVY BODY 3-IN-ONE OIL and 
the REGULAR 3-IN-ONE OIL for Extra Sales & Profits! 


THE A. S. BOYLE COMPANY (Distributors) Jersey City, N. J. 


3-IN-ONE OIL 


famous 
for over 
44 years 
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Yale Lock Merchandiser 


These merchandisers carry assort- 
ments of Yale padlocks, auxiliary locks, 
and cabinet and trunk locks, respective- 





ly. Various numbers included on each 
board are selected so as to cover a 
wide range of prices and to meet most 
of the ordinary requirements of cus- 
tomers. Boards are finished in green 
suede. Name Yale and list numbers are 
in gold letters. Several assortments are 
available. No charge for merchandisers 
themselves. Dealer pays only regular 
price of the locks. The Yule & Towne 
Mfg. Co., Stamford, Conn. 


Hamlin Package Plan 


The Package Plan has been origi- 
nated by The Hamlin Metal Products 





Co., Akron, Ohio, to make available to 
dealers the “best sellers” in all lines 
at group prices. The Package Plan 





assortments of hoes, rakes, and shovels, 
come prepaid, with all handles wrapped 
to guard against damage. 





Handy Mouse Trap 


Manufacturer states this trap is easy 
to throw and eliminates possibility of 
pinched fingers since it is set by push- 
ing finger through the hole. The flat 





pedal is automatically thrown into posi- 
tion when jaw is pulled back. Booth 
Mfg. Co., Cainsville, Mo. 


King Kong Sports Hat 
Recommended by manufacturer for 
golf and other outdoor sports. Hat is 


light in weight and made of Panama 
Repp material. It is sanforized shrunk, 





tailored and steam blocked to shape. 
It has a flexible multi-stitched brim 
and material has a subdued pattern. 
Colors are white, gray, tan, and pastel 
green. Suggested retail selling price, 
$1.00. The Brearley Co., Rockford, Ill. 


Handlebar Grips 


An extra-heavy handlebar grip, No. 
108, has been added to the Rollfast 





line and is available in red, white, and 
black rubber. Various numbers of reg- 
ular Rollfast grips can now be ob- 
tained in white rubber. D. P. Harris 
Hdw. & Mfg. Co., Inc., 29 Warren St., 
New York 





Flex-O-Fix Display 


This attractive three-color display 
card, 11 by 14 in., is offered free. It il- 
lustrates the new properties and uses of 
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Flex-O-Fix. Free 16-page booklets, de- 


scribing this product, are packed 
loosely with the display card. Frund 
Products Co., 43 E. Ohio St., Chi- 
cago, Ill. 


Garden Tool Selling Aids 


“Quick Turnover and a Handsome 
Profit,” is the title of a book containing 
merchandising ideas for garden tool de- 
partments. The book has 24 pages, is 
profusely illustrated and available to 
Gardex dealers. Gardex, Inc., Michigan 
City, Ind. 


Transparent Bait 


The Paul Bunyan Electro Lure and 
the Dodger are made of transparent ma- 
terial. The Electro Lure is decorated in 
a high glossy finished enamel and 
flashes a beam of light from its head. 
Operates on standard flashlight battery 
and bulb. List price, $1.75 each; deal- 
er’s cost, 85 cents each. The transpar- 
ent Dodger is covered with a lacquer. 
It is moulded in one piece with two 
sparkling eyes and a skeleton design 
which shows through the body. List 
price, 85 cents each; dealer’s cost, 55 
cents each. Paul Bunyan Sales Co., 18 
N. 4th St., Minneapolis, Minn. 
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SALES 


Smart merchants are always looking for ways and 
means to improve their business. If that’s your 
idea, then here’s something to think about. 








Painting contractors are good customers. 
They’re the men who land the big contracts for 
painting schools, business buildings, homes, ete. 
Jobs like those mean big orders for paint supplies. 

The typical painting contractor has one well 
known “buying habit”. The first item on his list 
is white-lead. The store that sells him the white- 
lead he wants gets his entire order. 





So here’s the “prescription” for your business. 
Attract the volume buyers by stocking and push- 
ing Dutch Boy White-Lead — undisputed first 
choice of painting contractors for many years — 
America’s No. 1 white-lead. 


And Let Them Know It 


Use Dutch Boy displays in your 
window—inside your store. Pick out 
a good location on your shelves and 
in it line up the Dutch line, every 
item. Such a “Dutch Boy Depart- 


ment” tells painting contractors 
ALL-PURPOSE 
SOFT PASTE 


|_WHITE LEAl 
ee 


how well equipped you are to serve 
them. It pays! 


DUTCH BOY 


PAINTERS’ PRODUCTS 
NATIONAL LEAD COMPANY 


111 Broadway, New York; 116 Oak St., Buffalo; 900 West 18th 
St., Chicago; 659 Freeman Ave., Cincinnati; 1213 West Third 
St., Cleveland; 722 Chestnut St., Se. Louis; 2240 24th St., San 
Francisco; National-Boston Lead Co., 800 Albany St., Boston; 
National Lead & Oil Co. of Penna., 316 Fourth Ave., Pittsburgh; 
John T. Lewis & Bros. Co., Widener Bldg., Philadelphia. 
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Vacuum Bottle Display 


This attractive display is furnished 
free with an order for 24 pieces as- 
sorted Columbia bottles and lunch kits. 





LANDERS. FRARY c CLARK 


NEW BRITAIN, CONN 


Supplied with extra card for use on 
top panel with prices blank for insert- 
ing special sale prices. Landers, Frary 
& Clark, New Britain, Conn. 


Whistling Tea Kettle 


Triple-coated in attractive Gay-La 
colors; trimmed with bright aluminum 
whistle, metallic label and a knob and 
handle of polished maple. Two-quart 





size retails at $1.49; 4-quart size at 
$1.79. Made of porcelain enamel. Fed- 
eral Enameling & Stamping Co., Pitts- 
burgh, Pa. 


Tel-A-Matic Iron 


Has heat selector which adjusts for 
any fabric and tells when iron has 
reached proper temperature for that 
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fabric. Tel-a-Lite handle glows only 
when iron is receiving current. Heating 
element is embedded in store. A long, 
flexible cord is permanently attached to 
side of iron. Knapp-Monarch Co., St. 
Louis, Mo. 


Chain Display Stand 

This Orange Seal stand conveniently 
stocks chains on reels, facilitating un- 
rolling and cutting. It is offered with 
an assortment and different assortments 





are available to suit demands in various 
locations. The Bridgeport Chain & 
Ufg. Co., Bridgeport, Conn. 


Winchester .218 Bee Rifle 


Latest center-fire rifle, Model 65 in 
another new Winchester high speed 
center-fire calibre, is the Super Speed 
.218 Bee. It is a light-weight lever ac- 
tion repeater of the woodchuck shooting 
class. Maker states its comparatively 
small and inexpensive cartridge gives it 
a muzzle velocity which exceeds that of 
the service cartridge of the U. S. mili- 
tary rifle, .30 Govt. 06. General spec- 
ifications are: shotgun stock with pistol 
grip; tapered round 24-in. barrel with 





G-E Oil Burner 


This oil burner has been developed 
for installation in existing furnaces. It 
operates at low pressure with a clear, 





quiet flame that can be tailored to fit 
the combustion chamber of most fur- 
naces. Gray metal jacket encloses all 
burner and control parts. Simple ad- 
justment on burner tailors the flame. 
General Electric Co., Air Conditioning 
Dept., Bloomfield, N. J. 


Pipe Crimper 

Crimps plain, round, square and rec- 
tangular pipe. Its length is 14 in.; 
weight, 1 lb. 10 oz. It can be used to 
tighten up loose fitting lap joints of 
pipe and also to expand the end of a 


pipe. Maker states it does not crim} 
pipe abruptly and also prevents a side 
motion in lap joints of pipe. Has ca- 
pacity of No. 26 gage iron or lighter. 
Champion Tool Co., 356 W. 91 St.. 
Los Angeles, Calif. 


integral ramp front-sight base; half 
magazine only, holding six shots; solid 
frame only; Lyman 3l-in. gold bead 
front sight with detachable steel sight 
cover; Winchester rear peep sight 
mounted on breech bolt, with standard 
removable disc; quick, fine elevation 
and windage adjustments; weight about 
6% lb. One cartridge in chamber makes 
it a seven-shot repeater. The new Super 
Speed .218 Winchester Bee cartridge 
comes in Super Speed loading only— 
Staynless non-mercuric primer and 46 
grain full-jacketed hollow point bullet. 











Bullet jacket is of Winchester gilding 
metal which is said to provide for ex- 
tensive firing with minimum attention 
metal foulirig., Winchester Repeating 
Arms Co., New Haven, Conn. 
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The Hardware Business 
Is on a Very Sound Basis 


By SAUNDERS NORVELL 


IMONE SIMON, the Holly- 
S wood actress, is advertising 
the hardware business. Ac- 
cording to the daily papers, in her 
evidence in the trial of her secre- 
tary for alleged embezzlement, 
Miss Simon stated she had given 
her boy friend two solid gold 
front door keys to her house. The 
morning after this evidence was 
given, the following appeared in 
a New York newspaper: 


“Love LaucuHs aT PRICEs 
“New York jewelers said today 
that 14-karat gold door keys 
could be supplied at $16 to 
$30. 

“One Lexington Ave. jeweler 
said a nice gold key could be 


had for $25.” 


The regular readers of the 
HarDwaRE Ace will remember 
my story of the sale to a banker 
of a gold front door key for his 
new home. This story was also 
published in the American Maga- 
zine. It has taken about 10 years 
for solid gold door keys to be- 
come a regular article of mer- 
chandise. I cannot help but say, 
however, that -I don’t understand 
why the jewelry dealers should 
monopolize this gold key business 
when retail hardware dealers sell 
such a nice modern line of 
builders’ hardware. I think these 
hardware dealers should certain- 
ly suggest to their customers that 
14-karat gold front door keys are 
just the thing, and, of course, in 
all cases of golden weddings, the 
groom should present the bride 
with a gold key to their home. 


* * * 


The other day I took a two-year- 
old boy on my knee and by way 
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vi conversation | asked him how 
he was. He replied: “I throwed 
up.” “Well, that is too bad,” | 
answered. “What was the mat- 
ter?” “I ate too much,” was his 
reply. 

Now in my judgment this is 
the best description of just what 
is the matter with business today 
that I have heard. The early part 
of last year all the manufacturers 
were overproducing. All the job- 
bers and retailers were over buy- 
ing. The whole idea was to save 
on price and beat the strikes. Then 
along in October, just about the 
time of the hardware convention 
in Chicago, business “throwed 
up.” 

I have a letter from a manu- 
facturer who attended the South- 
ern Jobbers Convention in Mem- 
phis. He made the criticism that 
under conditions in the hardware 
trade as he sees them, the ad- 
dresses at this convention were 
entirely too pessimistic. Another 
man who attended the convention, 
when asked about this statement, 
said that the speeches, in his 
opinion, were very good, and not 
a bit too pessimistic under the 
circumstances. 


Doing Very Well 


The first man, who travels all 
over the United States, especially 
in the south, and west, made the 
statement that many hardware 
dealers, even this year, were do- 
ing very well indeed. He said 
that it must not be forgotten when 
we compare sales on a percentage 
basis for the first three months 
last year with the first three 
months this year, we are making 
a comparison with the very large 


business that was done last year, 
a large part of which was on a 
speculative basis. He said com- 
parisons should not be made on 
such a basis. If, on the other 
hand, the figures for the first 
three months of this year, were 
compared with the figures for the 
first three months of each of the 
past five years, this year would 
make a very good showing. 


* * x 


It is evident in studying current 
statistics that business in the 
south and west is much better than 
in the eastern states. Business in 
the agricultural districts is very 
much better than in manufactur- 
ing towns. This is because many 
manufacturers precipitately cut 
production and discharged em- 
ployees when they saw signs of 
the recession. This, of course. 
had a very bad effect upon the 
purchasing power of the people 
and the businesses in the manu- 
facturing sections. 

One large jobber whose busi- 
ness is mostly in the south, told 
me that in 1937 he made record 
sales and profits. He did so well 
that it will not hurt him very 
much if there is some falling off 
in their business for the early part 
of this year. Many other hard- 
ware jobbers did so well last year 
that they declared extra dividends. 


” * * 


Last week a manufacturer 
called on us, and we discussed the 
word “must,” the idea being that 
very few of us ever do anything 
until we are compelled to do it. 
Usually when a disagreeable thing 
has to be done we postpone it or 
procrastinate. It is not until we 
are called by our bankers and put 
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on the spot, in other words, when 
we are made to do a thing, when 
we “must,” that we do it. This 
manufacturer stated that when the 
depression of 1930 struck them 
they were spread out all over a 
city block. They had too many 
employees. There were too many 
top men especially, who were. not 
pulling their weight in the boat. 
There was too much overhead. In- 
ventories were too high. So they 
cleaned up. They called in a firm 
of accountants and had the busi- 
ness checked up from A to Z. 
They dug up all the weak spots, 
and then went to work with a 
systematic housecleaning. Today, 
said this manufacturer, and this 
was just last week, their business 
owes practically nothing, they 
are in better financial condition 
than they have been in 30 years, 
and with all this housecleaning, 
their sales did not suffer. Nine- 
teen thirty-seven was one of the 
best years they ever had. 


Business Excellent 


Today I am in receipt of a 
letter from a Texas jobbing house. 
They write that if it were not for 
all of the pessimistic stuff they 
read in the newspapers and maga- 
zines they would not know any- 
thing about the “recession.” They 
state that their sales for the past 
four months (1938) are 8 per 
cent ahead of last year, and last 
year for this same period made 
a sales record. 

Every morning in the New York 
Times I read reports of the sales 
and earnings of companies in all 
lines of business all over the 
United States. It is surprising 
how many of these companies in 
the first quarter of 1938 show just 
as good or better earnings than 
for the same period in 1937. As 
a matter of fact, sales and earn- 
ings seem to be very spotty. 

We have had one line of busi- 
ness, an oid staple line well known 
to the hardware trade, under in- 
vestigation. We have been getting 
facts about this line from the 
manufacturers all over the coun- 
try. The curious thing is that 
while some of these manufac- 
turers are doing very well indeed, 
others, for the past five or ten 
years, have been constantly slip- 
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ping. We put a manufacturer in 
this line who recently called, on 
the spot. We asked him a lot of 
questions about the industry. His 
concern, by the way, is showing 
constantly increasing sales, and 
constantly better profits. “Why,” 
we asked, “can your concern do 
so well, while other concerns, 
some of whom have been estab- 
lished almost one hundred years, 
are gradually disappearing from 
the picture?” His answer, under 
pressure, was that it was simply 
a matter of management. 

On our desk we have a number 
of catalogs from various concerns 
in this line of business. What a 
difference! Three or four of 
these catalogs are fully up-to-date, 
well printed in colors, clear cut 
selling points on every items— 
catalogs that any retailer could 
take and get from them all the in- 
formation he needed about the 
product. Others, however, re- 
minded me of the hardware cata- 
logs of 1880. How well I remem- 
ber them. A selling description 
of auger bits for instance, was 
simply “First class auger bits 
made of the best steel” with the 
sizes listed underneath. Other 
selling descriptions in these old- 
fashioned catalogs were “best 
quality cast steel hatchets.” What 
grand days they must have been 
in which to sell hardware! 

Another thing that interested 
me in the catalogs of these vari- 
ous concerns was that they evi- 
dently sell a large part of their 
goods on the monthly payment 
or installment plan. Some of 
these catalogs give all the details 
to the dealer as to how they can 
sell the goods on_ installments. 
Other catalogs absolutely avoid 
the subject. 


They Tell the Story 


Before we go any further in our 
study of the various manufac- 
turers in this line, it is quite evi- 
dent to us that the catalog of each 
concern tells its own story of how 
successful the firm is. Without 
exception, we can say that every 
first-class concern had a first-class 
catalog, while every concern that 
was slipping had a very poor 
catalog. 





I was talking the other day to 
a man whose business it is to 
make researches into different lines 
of business. This man has done 
this work for a number of years 
and is an expert. He told me that 
one of the first things he did when 
he started out to study a group in 
an industry was to send for all 
their catalogs and publicity mat- 
ter. After he had studied all this 
matter, he did not need a Dun 
report on these companies. 


Letterheads Vague 


He also told me the interesting 
fact that when he called on a cer- 
tain manufacturer seeking his bus- 
iness, this manufacturer asked 
him: “What can you tell us about 
our business? We have been in 
business, father and son, for over 
100 years. We certainly think we 
know this business better than 
anybody else.” “Possibly so,” re- 
plied the research man, “but look 
at your letterhead.” There was a 
letterhead face up on the desk. 
“Do you think that is a letterhead 
that would command respect?” 
“What is the matter with it?” 
asked the manufacturer. “Oh, 
nothing much,” answered the re- 
search man, “except the fact that 
you don’t tell what your business 
is on the letterhead. Of course, a 
concern like Ford or other nation- 
ally known manufacturers may 
not have to tell on their letterhead 
just what their business is, but for 
a smaller concern, one not so 
well known, like yourself, it might 
not be a bad idea to allow casual 
correspondents to know whether 
you make pins or axes.” 

In one of our investigations 
covering the whole United States 
in a certain line of business, we 
were surprised at the number of 
names of these concerns, corpora- 
tion names, that gave no indica- 
tion whatever as to the character 
of the business. For instance, the 
Smith Hardware Company of 
Smithville, Ohio, tells you some- 
thing. But just Smith Brothers of 
Smithville, Ohio, does not tell 
you a thing. 

Also in these days when the 
telephone has become an absolute 
necessity in business, why do some 
refrain from _ placing 
(Continued on page 84) 
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Tne OseoRrn MANUFACTURING COMPANY 


5401 HAMILTON AVE. « CLEVELAND, OHIO 
Sales Offices: New York — Detroit — Chicago—San Francisco 
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GOLD Band line. Pure black horse hair. Sizes: No. 212-12” 
--- No. 214-14”... No. 216-16”... No. 218-18”... No. 219-24” 
..- No. 220-36”. Length of stock—2%”. 











SILVER Band line. Pure black horse hair. Sizes: No. 
514-14”... No. 516-16”... No. 518-18”... No. 519-24”, 
Length of stock — 25g”. 








RED Band line. Mixed black horse hair and Tampico 
fibre. Sizes: No. 222-12”... No. 22414”...No. 226-16”... 
No. 228-18”... No. 229-24”. Length of stock—2%”. 








BLUE Band line. Selected black Tampico fibre. Sizes: 
No. 855-12”... No. 856-14”... No. 857-16”... No. 858-18” 
.-. No. 859-24”. Length of stock —2%”. 











GREEN Band line. Selected black Tampico fibre center. 
Black horse hair casing. Sizes: No. 866-14”... No. 867-16” 
.-- No. 868-18”... No. 870-24”. Length of stock —2%”. 





* 
The raised color bands on the black solid blocks (Patent 
D99109) gives Osborn Floor Brushes the EYE APPEAL 
that captures sales... Ask your jobber about these 
brushes and the attractive display stand illustrated at left. 
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JOHN Q. HAYNES, vice- 
president, Haynes Hardware 
Co., Emporia, Kan., entered 
the hardware business in 1880. 
He was 24 years old when he 
began his hardware career 
and has enjoyed constant ac- 
tivity in his chosen field ever 
since, with the exception of a 
short period in which he was 
in the lumber business. His 
first connection with the hard- 
ware trade was as a sales 
clerk in Freeman, Mo., which 
he left to go to Emporia, Kan.. 
as an employee of the N. E. 
Weaver Hardware Co., with 

JOHN Q. HAYNES which concern he remained 

until 1891. Mr. Haynes and 
J. O. Graham opened a hardware store in Norwich, Kan.. 
which was placed in charge of Mr. Haynes’ brothers N. B. 
and W. E. He left the Weaver store in 1891 and became 
an employee of the Peters Hardware Co., Emporia, with 
which he continued for two years. In 1892 he and his 
brother H. S. Haynes purchased the S. A. Brown Lumber 
Co., Emporia, and organized the Emporia Lumber Co., 
with H. S. Haynes in charge. John Q. Haynes left the 
retail hardware business in 1893 to devote his time to the 
lumber company. A year later the Norwich store hard- 
ware stock was moved to Emporia and the Haynes Bros. 
Hardware Co. was formed, with Mr. Haynes and his three 
brothers as partners. At that time the lumber 
business was sold. The Haynes Hardware Co. was in- 
corporated in 1908, N. B. Haynes being elected president, 
John Q. Haynes, vice-president, H. S. Haynes, secretary- 
treasurer and W. E. Haynes, manager. Mr. Haynes has 
been active in civic affairs in Emporia having served as 
a member of the City Council and as a member of the 
Library Board. He has been a member of the local 
Masonic Lodge since 1882 and has but one hobby—the 
hardware business. Besides Mr. Haynes and his brother 





66 





W. E. Haynes, another member of the family is now asso- 
ciated with the business, John W., son of the late N. B. 
Haynes. 


ALLEN HAVENS, Belle- 
vue, Mich., hardware and im- 
plement dealer has the dis 
tinction of being the “dean” 
of all business men in Main 
St., of that community, in 
years of activity. Since he 
was a lad, sixteen years of 
age, he has made his home in 
Bellevue, having devoted sev- 
eral years to the general stores 
of two different firms in that 
community. In 1887 he be- 
came a partner of the late 
A. J. Sawyer, his father-in-law, 
in the hardware store of Saw- 
yer & Havens. Mr. Sawyer 
retired from business in 1907 
since which time Mr. Havens 
has been sole owner of the business. With the exception 
of a few months, in 1893, following a fire which damaged 
the store and a large part of the stock, the business has 
always been located on the same corner. He was fo1 
many years a director and vice-president of The Bellevue 
State Bank and while always active in promoting the 
welfare of his community has never sought or accepted 
public office. Two of his employees also have noteworthy 
records, one having been with him for forty-five years, the 
other being a veteran of thirty-five years standing. Work 
has been his hobby and of it he declares, “I have worked 
all my life and I like it.” 


ALLEN HAVENS 


ARTHUR E. MIZE, pres. 
ident, Blish, Mize & Silliman 
Hardware Co., Atchison, Kan.. 
wholesale hardware  distrib- 
utors, had his first acquain- 
tance with the hardware 
business at the age of 16 but 
later entered Kansas State 
Agricultural College. Not lik- 
ing college life too well he 
left to be a miner and mine 
promoter in the Joplin, Mo.. 
zinc ore district. In 1887 he 
returned to Atchison to re- 
sume his career as a_ hard- 
wareman serving as_ order 
clerk, bookkeeper and later as 
a traveling salesman. His first 
hardware travels were made 
in Nebraska and he did such an excellent job of opening 
new accounts and servicing established customers that 
he was transferred to what was then the territory of Okla- 
homa. About 30 years ago he left the road to become 
vice-president of Blish, Mize & Silliman Hardware Co.. 
being elected president when his uncle, the late J. B. 
Silliman passed away in 1918. He is a son of the late 
E. A. Mize, one of the founders of the company. Mr. Mize 
is interested in his city’s welfare and has served the com- 
munity in many ways, being a former mayor. He is at 
present a City Commissioner. His favorite hobbies «are 
gardening and puttering about his yard. 





ARTHUR E. MIZE 
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A roll of the new ‘‘Pittsburgh’’ Fence is the brightest 
big thing on a dealer’s floor. It catches every eye that 
comes in and this eye-appeal is soon changed to sales- 
appeal when customers learn that this natural (unpol- 
ished), brilliant, silvery finish results from quality that 
is more than skin deep. 

Photomicrographs of leading fence brands prove be- 
yond all doubt that this new premium grade ‘‘Pitts- 
burgh”’ Fence has a superior coating of zinc double the 
usual thickness, that this coating is uniformly applied 
and that it is integrally bonded to the long-lasting, 


weather defying, copper-bearing steel wire. 


PITTSBURGH STEEL CO. - 


me. 


... but SAME price! 


—S 
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The prospect's confidence is further increased when 
he finds that industrial buyers for years have willingly 
paid premium prices for this shine wire. Now, due to 
volume production and new modern equipment, this 
same quality is available to you at regular prices. Your 
customers don’t have to risk their money om untried and 
unproved methods. 

And the sweetest thing about the new ‘“‘Pittsburgh”’ 
Fence is that all the extra “‘looks,’’ all the extra quality 
and all the extra life are pure bonus values, for you can 
offer this premium quality to your trade at the same 


prices others ask for regular fence. Write for details. 


1639 GRANT BUILDING + PITTSBURGH, PA. 
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SING A SONG OF SIXPENCE, 
DOLLARS IN THE BANK. 

CASH DRAWERS FILLING UP~ 
AND PE-KO TWINS TO THANK! 





Good naturedly—and unforgetta- 
bly—punching home sales points 
with their jolly jingles and comic 
action, the Pe-Ko Twins are 
working for you in the National 
Pe-Ko Rural Newspaper (3517 
of them) and Magazine Advertis- 
ing Program right through the 
canning season. Sending mil- 
lions of women to you demand- 
ing Pe-Ko Edge Jar Rubbers. 
Packed in attractive display car- 
tons...approved by Good House- 
keeping and the Household 
Searchlight ...and bearing the 
world-famous U.S. Rubber trade- 
mark—Pe-Ko Edge Jar Rubbers 
sell themselves. Put the Pe-Ko 
Twins to work in your store! 
Today! 

If your jobber can’t supply you, 
send us his name and address and 
we will see that your requirements 
are taken care of immediately. 





PE-KO EDGE 
JAR RUBBERS 


yi United States Rubber Products, lnc. 


aly) Reem 604, 1790 B'wey, New York 
ita 
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By L. W. MOFFETT 


Washington Representative 


of Hardware Age 


RESIDENT ROOSEVELT?’S rec- 

ommendations for broadening 
social security benefits and starting 
old age insurance: payments before 
1942 prompted SSB Chairman Alkt- 
myer to forecast a “more socially 
adequate insurance system” after re- 
vision . . . After completing the 
suggested study the Board may urge 
Congress to advance old-age insur- 
ance premiums as early as 1940... 
If England can revise her system 
from time to time without fuss and 
feathers, says Mr. Roosevelt, this 
country ought to do the same in 
striving for an improved and liberal- 
ized old-age insurance program. . . 
The President hopes the Board will 
submit its recommendations to Con- 
gress before it reconvenes next 


January. 
* * * 


The Federal Trade Commission, 
anxious to get under way with the 
broadened powers’‘conferred by the 
Wheeler-Lea law, is preparing for a 
busy season ahead . . . Appears in- 
escapable its volume of work will 
be upped substantially although that 
largely is dependent upon the num- 
ber of actions initiated by the FTC 
itself . . . On the basis of its re- 
peated requests for “teeth” to place 
consumer injury on a par with busi- 
ness injury, the Commission can be 
depended upon to not cut corners 

. - One former FTC official has 
hung out his shingle as advertising 
consultant specializing in the Wheel- 


er-Lea statute. 
* * - 


Recently Dr. Francis E. Townsend 
of $200-a-month-pension fame stood 
at the door of a District of Columbia 
jail, about to become an inmate, 
there to serve a term for contempt 
of a Congressional committee . . . 


In the best story book thriller style, 
he was handed a Presidential pardon 

. and the good doctor was free, 
denied martyrdom ... and quiet 
seclusion in which to pound on his 
faithful typewriter an autobiograph- 
ical tome eagerly awaited by millions 
of his followers ... Is there any 
doubt that the intriguing Townsend 
plan still has millions of followers? 
. . . Doubters would disappear if 
they could read mail that still comes 
to Capitol Hill and _ executive 
branches . . . Indeed it is said that 
the strength of the Townsend plan 
continues to be so great that impor- 
tant and desirable amendments to 
the Social Security Act are being 
withheld . . . Apprehension is felt 
that if the Act were reopened, de- 
mands of Townsendites for excessive 
increases in old age pensions would 
be difficult to resist. . . 

* * * 


Though small business men held 
their lively huddle in Washington 
way back in February, suggestions 
for remedying their plight and to 
promote recovery generally still are 
being received by Commerce Secre- 
tary Roper’s department . . . Some 
of the proposals necessarily are 
duplicates of the hundreds which 
already had been offered and sub- 
mitted to a Departmental Commit- 
tee for action, either to be collated 
in analyses which have been made 
or for discarding as impractical . . . 
Others have new features or, better, 
resurrected old ideas on monetary 
and merchandising systems .. . 
There is, for instance, the proposal 
of one merchant that would set up 
a scheme of obsolescence . . . Every 
article, from a button to a thresh- 
ing machine, would be given a term 
of usefulness ... At the end of that 
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period it would be cast aside .. . 
Thereypon negotiable certificates of 
destruction would be issued against 
the Federal Treasury, the funds to 
be used to replace the articles de- 
stroyed . . . And where would the 
Treasury get the necessary money? 
Merely by insuring itself, though it 
is not clear what organization could 
or would accept the risk . . . An- 
other proposal would permit a dealer 
to issue his own scrip, with Federal 
Treasury backing . . . and so on— 
to the wastebasket . .. All of which 
in no way implies new ideas are 
being disregarded . . . On the con- 
trary they are given consideration 
with the possibility that they will 
blossom into practical application. . . 


* 2 @ 


The compromise tax bill retaining 
the undistributed profits tax prin- 
ciple for a two-year period and eas- 
ing up on the capital gains levy may 
be a bigger boon to business than at 
first indicated .. . Both the Adminis- 
tration, including the House con- 
ferees who backed the President in 
retaining the undivided tax in modi- 
fied form, and the Senate conferees 
who held out for a relaxed capital 
gains clause, will claim victory .. . 
The best bet is that business, es- 
pecially smaller enterprises, gained 
by the compromise since the Senate 
draft containing a flat tax provision 
and omitting the undivided profits 
tax would have been more costly to 
the smaller units . . . With the entire 
tax question up again in 1939, mal- 
contents in progressive circles will 
publicize their contention that after 
six years of the New Deal it has 
failed to prevent the growth of 
wealth concentration through a com- 
prehensive tax policy . . . It may be 
the issue over which progressives, 
staunch followers of the Administra- 
tion, may break off and seek other 
alliances . . . Students of political 
trends are weighing such possibili- 
ties along with others . . . John L. 
Lewis’ CIO might affiliate with Wis- 
consin’s LaFollettes, for example, 
and force its labor opposition, the 
powerful AFofL, into a coalition 
with certain Republican leaders who 
would not be adverse to such a 


coalescence. 
* ¥*% * 


The Schwartz-Martin truth-in-fab- 
rics bill has been given a Senate 
committee’s blessing without putting 
the question of administrative dif- 
ficulties up to the Bureau of Stand- 
ards .. . That is, if infallible tests 
can be made on woolen garments to 
determine reworked or virgin wool 
content . . . Opponents have ex- 
pressed themselves as convinced 
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in a hurry... by displaying these 
amazing DuPont Sponges now! 








HERE'S WHY THis SPONGE 
BRINGS QuicK PROFITS: 


1. SOFT—when wet . 
Scratch or mar the 
surface. 


2. TOUGH — Ion i 
( g-lasting. Resist 
dilute household acids, alkalis, 
and cleaning compounds. 7 
3. ABSORBENT—holds 
its weight in water! 
4. CAN BE STERILIZ i 
ing in water! seeteee 
5. FLOATS—won't pj 
Pick i 
from bottom of <a. _— 


6. NATIONALLY ADVERTISED 
in ‘Saturday Evening Post.” 
Good Housekeeping,” “Better 
Homes & Gardens,” “ 
Home.” 


- will not 
most delicate 


OUcan cash in on “spring house-cleaning” 

in 3 ways, at least, with these nationally 
advertised Du Pont Sponges! And there is a 
66% cash return on what they cost you! 

Here are the 3 ways you “clean up”: With 
a suggestion from you many customers will 
buy 2 or 3—one for the bathroom, another for 
housework (for windows, woodwork, silver, 
or dishes), and a third for washing the car! 

You can buy one dozen 25c size, 1/2 dozen 
45 size, 1/6 dozen 75c size and 1/12 dozen 
$1.10 size Du Pont Cellulose Sponges for only 
$4.98. They'll sell . . . and sell fast—for $8.30. 
You make a profit of $3.32! 

Cash in now on the widespread interest in 
this amazing Du Pont Sponge! In 4 sizes, 
priced to retail from 25c to $1.10. Attractive 
folders, window and coun- 
ter cards furnished free 


cellulose 
todealers. Mail the coupon 


for full information today! S p 0 N 5 7 
MAIL THIS COUPON TODAY 


HA 5-19 


20 times 


























E. I. du Pont de Nemours & Co., Inc. 

Cellulose Sponge Sales, Wilmington, Delaware. 
Please send us full information about the money-making opportunities the Du Pont Sponge 
offers me this spring. 


ADDRESS............- 





NAME 
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that the Bureau, if asked to express 
an opinion, would report that certain 
grades of virgin wool are inferior to 
reworked wool . . . It’s the same old 
story but proponents who largely ad- 
here to the “ash can” theory will 
not concede the possibility that label- 
ing a garment as to wool content 
might exploit the consumer rather 
than give the degree of protection 
which sponsors seek. 
* * * 

Various business polls report an 
anticipated general business upturn 
during the third quarter of 1938 
with the effects of the Administra- 
tion’s pump-priming program a po- 
tential factor, but not a sustaining 
one ... Present trend in Congress 
indicates acceptance of the Presi- 
dent’s recovery program although a 
network of strings will be attached 
designating specific sums for par- 
ticular purposes . . . This is ex- 
pected to delay the PWA part of 
the program . .. Relief money will 
be voted with little hesitation . . 
Congressmen are reluctant to face 
the home folks with elections for 
many of them just around the corner 
without first starting the spending 
ball rolling . . . One comparative 
bright spot is still the country’s agri- 
cultural income And Govern- 


A Test for 


NATIONAL retail clinic has 
set up the following series of 
questions to test advertising: 

1. Does this advertisement ad- 
vertise merchandise a sizable num- 
ber of people want—now? 

2. Is this adVertisement dra- 
matic enough to get people’s atten- 
tion? 

3. Can this advertisement he 
read easily, quickly? 

4. Is this advertisement simple 
enough to be understood by the 
least intelligent of its prospective 
patrons? 

5. Does this advertisement 
dramatize the most important 
thing about the goods mentioned? 

6. Is this advertisement inter- 
esting enough to be read, acted 
on, and bought from, or is it just 
words? 

7. Does the advertisement ad- 
vertise definite prices, or is it in- 
definite in its price attack? 

8. Does it tell what customers 
about fashions, 


want to know 





ment benefits to farmers are expected 
to exceed the 1937 farm benefit pay- 
ments which brought the income for 
that year to approximately nine bil- 
lion . . . Probable farm income for 
1938 is now estimated at around 
7.6 billion. 


* * * 


Because the recent amendment to 
the RFC Act did not change the 
act’s security provisions or increase 
RFC’s available credit for lending 
small business loans are not expected 
to reach the total implied in the vol- 
ume of applications . . . But they 
will be increased by reason of au- 
thority given to lend on longer ma- 
turities and because of the new SEC 
regulations simplifying the registra- 
tion and distribution of securities. 
particularly, as RFC Chairman Jesse 
Jones says, small issues of estab- 
lished enterprises The new 
regulations are intended to reduce 
registration expenses and save time 
for the registrant . . . To aid in the 
legitimate distribution of such se- 
curities, where they appear to be 
sound and will increase employment. 
RFC will consider lending to private 
bankers and underwriting bankers 
when the loans can be _ properly 
secured .. . RFC will not buy the 
stock of any private business. 


Advertising 


fabrics, colors, sizes, and other 
important facts of the merchan- 
dise features? 

9. Does it tell what the mer- 
chandise will do for the customer? 
Does it tell its quality, its real 
worth and beauty in a way inter- 
esting to customers all the way? 

10. Does it point out the hid- 
den value, the real deep-down 
quality features of the goods? 

11. Does it sell well enough to 
make people forget price for the 
desire to buy? 

12. Is the selling attack wrap- 
ped up, or is its selling string 
loosely tied? 

13. Is it believable and should 
it be believable? 

14. Does it represent the store? 
Does it sell the store, too, because 
of its value? 

15. Is it worth the cost, and has 
it a chance of selling enough to 
pay its way? 

—The New York Press. 
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Low Broth te 
HIGH 
STANDARD 
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W hat’s the real difference between these two cans? Of course, 
one wears a small strip of paper which is a distinctive and eye- 





catching label. But Lowe Brothers Label is more than that—it’s a | 


symbol of confidence. 


Confidence based on leadership! Confidence founded and | 
maintained on quality unsurpassed during 67 years of faithful | 


adherence to ONE rigid standard of manufacturing integrity! 


Confidence which protects your good-will—and guards your | 


reputation! Confidence which makes sales easier to get—and 
customers easier to hold! 


Back of the strip of paper which is Lowe Brothers Label is a | 
complete line of quality paints—a line which only years of | 


experience plus the facilities of modern research and manu- 
facturing can produce. 

Back of Lowe Brothers Label is an aggressive merchandising 
program to speed your sales—and an exclusive franchise to 
protect your profits. For complete details, write today to The 
Lowe Brothers Company, Dayton, Ohio. 


ows Brothers 


PAINTS AND VARNISHES 
QUALITY UNSURPASSED SINCE 


1870 
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“il sales fly by is easy. 


Anybody can wish for business—but that’s not what puts 
those all-important profit dollars in your cash register. 
This season take the wishing out of your roller skate selling 
by stocking the popular, quick-to-appeal line of UNION 
HARDWARE Ball Bearing Extension Roller Skates. 
UNION HARDWARE’S reputation for sustained quality, 
built up over a period of more than 75 years, makes your 
selling job easier—more profitable. Boys and girls—and 
grownups, too—know that for long-lasting, efficient roller 
skate performance UNION HARDWARE is the brand to 
buy. Make plans NOW to cash in on a busy roller skate 
year by displaying the UNION HARDWARE line prom- 
inently in your store—then watch the sales come in! 


Write for UNION Catalog No. 16. 
It describes and illustrates many at- 
tractive models both for outdoor and 
rink skating. Orders should be placed 
through your jobber. He 
can supply you. 










Each pair of 
Union Hard- 
ware roller 
skates is in- 
dividually 
packaged. 


HARDWARE COMPANY 
ee DREGE 


REC.U.S.PAT. OFF. ESTABLISHED 1854 


TORRINGTON, CONN. 


NEW YORK OFFICE ISI CHAMBERS STREET 





~ 
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SALE MEANS 


ASTEADY CUSTOMER 


Actually a Whole Shop Full of Tools in 
One — Grinds, Drills, Cuts, Carves, 
Sands, Saws, Polishes, Engraves, 
Sharpens, Cleans. Plugs in any AC or 
DC socket, 110 volts. Free Demon- 
strator outfit requires only 2 sq. ft. of 
counter space. A great window and 
store display! 


Advertisements every month in more 
than 50 publications send buyers to you 
for demonstration. Nothing compares 
with the Handee and its 200 practical 
accessories as profit makers in the 
craftsmen’s field. Small stock invest- 
ment, with quick turnover. 


Ultra De Luxe Set 








A De Luxe Model with 
26 of the most popular 
housed in 
carrying 


accessories, 
compact steel 
case. 







Nationally 
Advertised 


$95.00 


De Luxe Model 


Finest, fastest, most 
powerful tool for its type 
and weight, 12 ounces. 
Speed 25,000 r.p.m. 
Nationally 
Advertised $ 50 
er 18 


6 Accessories Free 


Standard Model 
Built to same high 
quality standards as 
the De Luxe. 13,000 
r.p.m. Weighs 1 pound. 


$10.75 


3 Accessories Free 


Nationally 
Advertised 
at 


Accessory Display Case 

Year-Around Profit Maker 
for Dealers. Every Handee 
owner is a steady customer 
for Handet accessories. This 
glass-top display case is 
theft-proof and _ dust- 
proof. Takes up only 
1% sq. ft. and contains 
80 of the livest varieties 
of sales-tested uacces- 
sories, 3 of each item. 






CHICAGO WHEEL & MFG. CO. HA-5 
1101 W. Monroe St., Dept. EE, Chicago, Iii. 

Send data on Special Deal on Accessory Case and 
FREE Handee Demonstrator Set. 









10 “Bewares” for Correspondents 


BY CAMERON McPHERSON 


1—Don’t wait until you begin dic- 
tating to think of what you are going 
to say. It wastes the stenographer’s 
time, and causes you to ramble. 
Meaningless introductions and ste- 
reotyped openings are the inevitable 
result of haphazard thinking. 

2—Don’t get writer’s fright. You 
won't if you forget that you are writ- 
ing a business letter, and just talk 
with your man on paper. Forty per 
cent of writing a good letter lies in 
being natural, the other 60 per cent 
in being able to think straight. 

3—Don’t try to impress people. 
The best writers have the knack of 
talking with people rather than at 
them. When you try to make people 
think that you are important they 
sense it in your letter and instinc- 
tively dislike you. 

4—Don’t use big words. It is not 
so much that the man you are writ- 
ing to may not understand them, but 
it makes him think you are an ass. 
Besides, short, easily understood 
words have more punch. 

5—Don’t waste words on introduc- 
tions. The first thing they teach a 
cub reporter is to get started quick- 
ly. People want you to come to the 
point. It irritates them if you don’t. 


6—Don’t ramble. It is the mark 
of a poor thinker. Build up your 
letter point by point, each point in 
its proper sequence, and only such 
points as are necessary to attain 
your objective. 

7—Don’t be insincere. This busi- 
ness of being “surprised” and “un- 
able to understand” is overdone. The 
foundation of character is honesty. 
That means honesty in the way you 
talk as well as the way you act. Be 
true to yourself. Be honest in your 
thinking. 

8—Don’t apologize for a price or 
a policy. Let the tone of your let- 
ters be courteous and considerate. 
But be firm and ever ready to up- 
hold your house. Truckling has no 
place in an American business let- 
ter. 

9—Don’t be afraid to ask for what 
you want. If it is an order ask for 
it plainly. If it is a favor make 
clear what you wish done. If it is 
money, state the amount and when 
you want it. 

10—Last, but most important of 
all: Don’t be self-centered. Put 
yourself in the other fellow’s place. 
See his side as well as yours. 

—American Business. 





The Morass of Federal Finances 


TORMY petrel in the battle 

that ended with the defeat of 
the Executive Offices Reorganization 
Bill in Congress was the General 
Accounting Office, headed by the 
Controller General. The Administra- 
tion wanted to abolish the Control- 
ler’s power to audit expenditures in 
advance, because this office has been 
a thorn in the side of free and un- 
trammeled spending. But effective 
as the G.A.O. has been as a check on 
unauthorized spending, 16 Govern- 
ment agencies are exempted by law 
from submitting their accounts to it, 
and 12 others that are supposed to 
be subject to audit “either quietly 
ignore the law or vehemently refuse 
to cooperate,” says James E. Warner 
in “The Morass of Federal Finances” 
(Nation’s Business for May). 

The United States Government, 
largest corporation in the country, 
is so run that no one living knows 
or seems able to ascertain just what 
its assets and liabilities are. 


How long would you keep a trea- 
surer or a budget officer who, over 
a five-year period, assuming you 
tolerated him even that long, had 
under-estimated his fiscal require- 
ments by an average of more than 
25 per cent? That is what has hap- 
pened in your federal Government, 
the big public utility in which all of 
us are stockholders, in the past half- 
decade. Budget estimates submitted 
to Congress in January of each year 
have called for total expenditures 
of $30,300,000,000 in the past five 
years. Actual expenditures in the 
same period have been $39,000,000,- 
000. 
President Roosevelt estimated a 
$695,000,000 deficit for the current 
fiscal year, but . . . the betting cur- 
rently is that the 1937-38 fiscal year 
deficit will hit $1,500,000,000 by 
June 30. 

—from a staff letter by Merle 
Thorpe, editor, Nation’s Business. 
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GREEN \s consipERED 
AN UNLUCKY COLOR 
IN INDIA— 





PREJUDICE S — 









BLUF PAINT 
IS DISLIKED BY 
HOUSEFLIES — ACCORDING 
TO TESTS MADE BY 
FRENCH HOSPITALS, 
IT WAS FOUND THAT 
FLIES DIDN'T LIKE 
ROOMS PAINTED LIGHT 
BLUE AND AS A 
CONSEQUENCE ROOMS 
PAINTED THIS COLOR 
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WOULD BE LESS \\? 
FREQUENTED BY FLIES— \ i 
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OTTERVILLE, IOWA, 
BOUGHT A PLOW 
IN 1898, FOR $6.00, 
USED IT FOR 


JUST RECENTLY SOLD 


PURCHASE PRICE — 


ae aes wv 


M.A. BAITZ, OF 


¥O VEARS AND 


IT AT AN AUCTION 
FOR ITS ORIGINAL 
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CARL J. BEATO, OF PRICEDALE, 

PA. SCULPTS” IN GALVANIZED 

URE! THIS STATUE OF AN 

INDIAN ON HORSEBACK 

CONTAINS A QUARTER MILE 
OF WIRE / 
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8 
IT’S THE BEST CO 


LD 


CHISEL WE’VE EVER SOLD 











& 











through. 


Dealers use this cold 
chisel for counter 
and window dis- 
play, find it a quick - 


seller, a profitable SS, 


item to push. 4 
There's good volume / 
with profiis in the” 
Vichek line. % 


THE VLCHEK TOOL CO. ~ 
3001 E. 87th St., Cleveland, Ohio i 


QUICKER SALES 
FASTER TURNOVER 
MORE VOLUME 
BETTER PROFITS 


VLCHEK 
TOOLS 














HARDWARE NEWS 


vail M. P. Scott Hardware Co. Dodson, Texas 





yueres coming to 
the tractor shop at 
the rate of one or two 
a day now — and have 
been coming that way 
for more than two 
weeks. 

Some come for a 
complete overhaul and 
some only fer a check- 
up to be sure they are 
ready for a-hard year 
of work. And most of 


All 


them are from among 
the ranks of the real 


old timers — having 
seen many years of 
service. 


Among the first to 
show up for an over- 
haul was the engine owned by Edwin 
Crowder — a venerable old machine 
—actually the first Farmall sold in 
hic territory. This tractor farmed 
half a section last year — and ran 
almost day and night for many weeks. 
But the repair bill was less than 
fifty dollars. 

Gilbert Hunt brought his engine 
in early, also, Not much more than 
a general check-up was required, and 
a vet of piston rings, but Gilbert likes 
to know his tools are ready when he 
gets ready. 

Just a few days ago, P. E. Lowrie 
brought his Twin City tractor to the 
shop for new piston rings. There was 
little wrong with this engine but says 








A % 
zd 
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Set for Anetta 


A Tractor a Day Getting Spruced Up for 
Spring As Farmers in This Territory 


Prepare for 1938 Crop 


Mr. Lowrie, “I'd rather spend $16 
now than $106 later.” 


« E. WOOD. who lives in the 

neighborhood of Wellington, had 
us install new sleeves and pistons in 
his Farmall, out three years — just 
to he sure there would be no hitch 
when the hard work started. 

Homer Kesler, early in the month, 
brought in the countershafts and bull 
gears off his Farmall, to have the 
epleins built up and recut. This is 
a job that has been done on several 
of the older: Farmalls around here, 
and effects a substantial saving over 
the purchase of all new parts. 

Last week, Chester Nance drove 





one of his Farmalls to 


before he took it out of 
the shop. 

Walter Graves was 
also in last week to 
have his traeter cylin- 
der head reconditioned 


Crop 


It took some new valves 
and valve seat inserts 
but that puts his an- 
gine, which is about ten 
years old, in shape for 
another hard year’s 
work 

It was last week also that J. M 
Coley, of Hollis, sent a Farmall to 
this shop. Mr. Coley has had a lot 
of trattor work done here and says 
he has always been mighty well sat- 
isfied. 

Neal! Crosier took his Farmall back 
home about ten days ago after hav 
ing some minor repairs and adjust 
ments made. Neal is also using a 
Farmall that will be old enough to 
vote before many more years — but 
that still gets the job done. 

Chester Crawford traded his F-12 
off to V. K. Orr recently, and had 
it run through the shop to see if 
there was anything it needed 

(Finish this up on page 5 











The M. P. Scott Hardware News in its present dress. 


M. P. Scott Hardware News, Dodson, 
Texas, Now Printed from Type 


PPROXIMATELY a year and 
a half ago the M. P. Scott 
Hardware Co., Dodson, Tex., 
started publishing a newspaper. 
Dodson is a small town and has 
no newspaper of its own and, 
such being the case, the M. P. 
Scott Hardware News filled a 
long-felt want. 

The Dec. 16, 1937, issue of 
HARDWARE AGE contained an arti- 
cle describing this publication and 
the effect it had had on the sur- 
rounding territory in considerable 
detail. When that article was pub- 
lished, The Hardware News was 
being issued in mimeograph form 


under the direction of D. E. Scott. 
son of the proprietor of the firm 
and himself a practical printer. 

Recently we received a copy of 
the Feb. 15, 1938, issue of The 
News and were surprised by the 
change in its appearance. It is 
now a printed newspaper and is 
typographically up-to-the-minute. 
D. E. Scott comments on _ the 
changes as follows: 

“There have been no recent 
changes in regard to the little 
newspaper published by our store, 
other than that we are now print- 
ing it from type. The paper itself 
is very similar to former issues 
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Are You Getting Your Share 
of the Business That Exists for 


LINCOLN 


GREASE GUNS and FITTINGS 


Many leading manufacturers of passenger cars, trucks, tractors and machinery 
have standardized on Lincoln Grease Guns and Fittings— definitely establishing 
the merits of this outstanding line. 

A vast market exists for the sale of additional guns and fittings in the replace- 
ment or service fields, and it will pay you to be prepared to supply the require- 
ments of your trade. 

Large Tractor Type and Standard Type Lincoln Button Head Fittings, as well as 
Lincoln KLEENSEAL Fittings in all types and sizes are now available for resale. 

Lincoln Grease Guns in types to meet every need are also available. 


LINCOLN ENGINEERING COMPANY 


General Offices—St. Louis, Mo. Factories—St. Louis, Mo. and Detroit, Mich. 






| 2 pemey and Button Head Fittings are available in a 
ull range of sizes. e 


Ask your nearest Lincoln jobber for details on this 
complete line, or if you do not know who stocks our 
line in your community—please write us. 


shee te eon ees my pag me LUBRICATION EQUIPMENT 
ments, Tractors, Contractors Equipment, Machinery 
and Motor Vehicles. 
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ESIGNS 
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The true spirit of the time and country 
that gave it birth is retained in the 
design of every piece of McKinney 


EUROPEAN DP 


j iis 
WARWICK 











Forged Iron Hardware. English, Spanish, 
Italian or American Colonial, McKinney 
designs are authentic designs, and the 


AMERICAN COLONIAL 


texture of the metal is maintained as it 





was by craftsmen of long ago. 
Accurate for application and priced 






within the range of the most modest 
home owner. Write for details. 


_—" 


y authentic desi 


BEDFORD 


gns 





McKINNEY MANUFACTURING CO. 


r of man 
Fou PITTSBURGH, PA, 





DESIGNERS AND MANUFACTURERS OF GOOD HARDWARE FOR 72 YEARS 
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vou WILL SELL 
MORE casters 


with this 





@ PRACT : 
4 ® PERMANENT 
¢@ ‘ATTRACTIVE 





as ‘This sales-making display 


block, complete with 
samples, is furnished free 
with the ity Group of 
casters at . . . . $9.97 


ait WILL SELL 





yee make more ae 
Pile ce +. with the 


BASSICK 
QUALITY 
GROUP 


THE BASSICK COMPANY 


Bridgeport Connecticut 
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which we printed on a mimeo- 
graph machine. 

“We are printing it now in a 
small newspaper shop in a near- 
by town, and as I do the work 
myself, they charge me only a 
relatively small amount for the 
use of their equipment. The ex- 
pense would be _ considerably 


greater if we had it printed in the 
usual way.” 

The picture on page 74 shows 
the first page of the Hardware 
News in reduced form. The paper 
is 11 by 8% inches in page size. 
It has certainly improved in ap- 
pearance and it still continues to 


fill the local demand. 





Those “Paid in 


EW transactions are quite so 

enraging to a business man 
as the tender of a check by a 
debtor marked “in full payment” 
or “paid in full” where the 
amount of the check is less than 
the true amount due. The pur- 
pose of such checks, of course, is 
to put the business man in a posi- 
tion of either refusing the check 
or cashing it with the risk of being 
unable to collect the balance due 
him. 

This subject is illuminatingly 
discussed in a recent decision of 
the Supreme Court of Oregon. 
Says the court: “Where the facts 
show clearly a certain sum to be 
due from one person to another, 
a release of the entire sum upon 
payment of a part is without con- 
sideration, and the creditor may 
still sue and recover the residue. 
If there be a bona fide dispute 
about the amount due, such dis- 
pute may be the subject of com- 
promise, and payment of a cer- 
tain sum is a satisfaction of the 
entire claim, but where the larger 
sum is admitted to be due or the 
circumstances of the case show 
that there is no good reason to 
doubt that it was due, a release 
of the whole upon payment of part 
will not be considered as a com- 
promise, but will be treated as 
without consideration and void.” 

A debtor cannot pay off an ad- 
mitted obligation of $100 with a 
check for $50 which he marks “in 
full payment.” The offer of the 
smaller amount in full settlement 
of the debt is effective only where 
there has been some honest dis- 
pute as to the amount due, and 
the payment offered by the debtor 
is submitted as a means of amica- 
ble compromise of the dispute. 

The snare which is sometimes 


Full’ Checks 


laid for a merchant is a trumped- 
up dispute or complaint about 
merchandise. After starting such 
a controversy, the debtor may 
then offer a so-called compromise 
payment in full settlement, and if 
the merchant accepts it, the debtor 
may ultimately be able to satisfy 
the court that his complaint was 
the basis of a bona fide dispute 
and that the acceptance of his 
settlement offer represented a 
legally effective compromise of 
the entire transaction. 

A merchant should beware these 
“full payment” checks unless the 
amount of the check is actually 
full payment or unless the mer- 
chant can unquestionably prove 
that the debtor owes a larger 
amount, and no dispute about it! 


V-Belt Display 

This colorful counter display card 
holds a sample belt and also lists the 
various types of equipment on which 
these fractional horsepower belts can 
be used. A second point-of-sale display 
is a set of six display hooks, complete 
with screws and belt number identifica- 
tion tickets, permitting the dealer to ar- 
range his V-belt stock in an attractive 
and orderly manner. Belts are packed 


in high lustre aluminum sleeves. The 
B. F. Goodrich Co., Mechanical Rubber 
Goods Division, Akron, Ohio. 
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GIVE THESE BOARDS 
19 %3/ GF WALL SFALE 


avo ENJOY BIGGER 
TOOL SALES 





It’s surprising how both mechanics and 
ing 
indivi . arrested by the stri 
individuals are ar ' 
appeal of tools displayed on neg ning ¥% 
, i ric 
colored backgrounds anne DY 
green frames. Sales naturally follow. 
There ‘3 a tool for almost every purpose 
in the Indestro line—tools of popular price 
to those of the finest quality. 
, ; ie 
These salesmaking display boards are we 
nished free when ordered with —_ 
she a 
ls. Here is a way % § 
assortment of too i 
slified selling. It also gives you at a _ “ 
: check on stock. It provides a contac 
point of sale. ; 
i rds. 
Modernize your store with these — 
Remember the best equipped stores “ 
the best customers, make the most prom. 


Send for big 80-page catalog today. 


INDESTRO MFG. CORP. 


2665 NORTH KILDARE AVE. 
CHICAGO, ILL. 


INDESTAO TOOLS 
BUILD BUSINESS 
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She’s a sweetheart, with good looks and a streamline figure. And 
how she can act! She gives smooth performance always, for user 
and dealer. Closes screen doors firmly and quietly. Not afraid 


of rain or heavy weather. Willing to go anywhere—on right or 
left hand doors, inside or out. 


Spring ILCO in the Spring when people are fixing up the house. 
In ILCO you have a line with Sales Appeal. This screen star is 
No. 3002. 
ILCO No. 3002 above: Large, sturdy barrel; weather resisting gun 
metal finish; specially processed, enclosed spring; improved posi- 


tive adjustment; simplified application for right or left hand, inside 
or out. 











ILCO No. 3001 Senior: Solid brass barrel, polished; heavy 


duty special tempered spring; adjustable speeds; easily in- 
stalled anywhere. 


, 


HE 


ILCO No. 2001A Junior: Solid brass barrel enclosing heavy spring; 
adjustable speeds; easily installed. 











ILCO No. 650 Liquid Closer: Compact 
and powerful—installed anywhere without 
reversing spring; adjustable speeds; best 
materials and workmanship. 


ATTRACTIVE 
COUNTER DEMONSTRATING 
DISPLAYS FURNISHED 
ON REQUEST 


(1(0 INDEPENDENT 





ante, LOCK COMPANY 
LOCK PROTECTIO Fitchburg, Mass. 


Branches in Principal Cities 
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CUSTOMERS 
KNOW 














Your customers know from 
experience that they cannot 
buy better tools than Morse 
... that Morse stands for effi- 
ciency. That is the reason it 
pays to have acomplete stock. 


THE MORSE LINE 


Includes 

High Speed and Carbon 
Drills Chucks 
Reamers Counterbores 
Cutters Mandrels 
Taps and Dies Taper Pins 
Screw Plates Sockets 
Arbors Sleeves 


MOR SE 


TWIST DRILL & MACHINE CO. 


NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: CHICAGO STORE: 


570 WEST 
130 LAFAYETTE ST. RANDOLPH ST. 
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Improved Conditions Shorten 
Working Hours 


ISTORY shows a steadily 
H shorter work-day. Condi- 

tions in earlier times are 
almost incredible. A hundred 
years ago young girls were turned 
out of their beds at day-break to 
work in the mills till dark. The 
British Parliament solemnly de- 
bated the question whether chil- 
dren should be stopped from 
working in factories more than 12 
hours a day. The first people to 
suggest a ten-hour-day were looked 
upon as fanatics. 

These are tragic facts. It is 
easy to misunderstand them. The 
productive power of industry was 
so feeble in those days that men 
had to work these excessive hours 
to earn even a small wage. This 
situation was ended as the capi- 
talist system developed. Where 
the capitalist system has not de- 
veloped, you may still find these 
evil conditions. 

To understand this problem of 
shorter hours, you must under- 
stand where shorter hours come 
from. It is not shorter hours that 
improve economic conditions. It 
is improved economic conditions 
that shorten hours. Our industrial 
system grows constantly more pro- 
ductive, through invention, new 
capital, better investment meth- 
ods. The output per worker con- 
stantly increases. The workers 
can take this increased production 
in three ways. They can take it 
in a rapid increase of population, 
or in higher wages, or in shorter 
hours. 

Let’s illustrate this. In the 30 
years before 1929 our population 
increased steadily, wages rose rap- 
idly, hours were not greatly re- 
duced. By 1929 production was 
tremendous. The average indus- 
trial worker worked about 48 
hours a week, and he earned well 
over $1,300 a year. If in that 
year he had demanded and got 
a 30-hour week, he would have 
earned about $800. 

The depression has disturbed 
the normal conditions of employ- 
ment, so that we don’t have ade- 
quate figures for what can be 
called normal working hours. But 
roughly speaking, we have gone 


from a nine-hour day in 1900 to 
an eight-hour day at present. With 
normal conditions of employment 
the typical American employec 
now works about 44 hours a week. 
A generation ago he worked more 
than 50 hours. It is easy to get 
your economics backward about 
this matter. Somebody tells you 
that total product and total wages 
per man have increased since the 
workday dropped from nine hours 
to eight. Of course, new ma- 
chines, new methods, more capital. 
and greater skill of the worker, 
did it. If hours had not been re- 
duced, wages would be still higher. 

At its lowest point, a few years 
ago, the depression put us on an 
average 33-hour week. You all 
know what the country had to live 
on in that period. We are now 
back to more than 40 hours, and 
on the way back to a normal 
eight-hour day. At this time dras- 
tic reductions in hours will not 
only kill our chances of higher 
wages but actually reduce real 
wages. Cut that 44 hours for all 
workers to a permanent 35-hour 
week, and our standard of living 
will be cut to ribbons. 

A proposal for a legal 30-hour 
week in certain industries is not 
actually a proposal for a shorter 
work-week. I cannot imagine any- 
body working six hours a day, 
five days a week, in normal times. 
The temporary effect would be to 
raise wages by law, for a few 
favored workers, by forcing a 
day’s wage for six hours and 
extra wages for two hours over- 
time. Such a plan would be at 
the expense of all workers not in 
the favored groups. 

A 30-hour week for all workers 
in this country, before higher 
production makes it possible. 
would be a sort of slow national 
economic suicide. We cannot pro- 
duce less as a nation and have 
more as individuals. It is time 
the American people should think 
straight on this matter. 

—As broadcast by Dr. Neil 
Carothers, Bankers’ Philadelphia 
Orchestra Program, Jan. 24, 1938, 
over NBC Blue Network. 
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OUR EXPANSION PROGRAM CALLS FOR NEW 
DEALERS FOR FORD CHARCOAL BRIQUETS 


Dealer profits on Ford Charcoal Briquets “for furnace kindling. Restaurants consume 
and charcoal-burning equipment are higher large quantities for broiling meats; meat 
than ever before. Both the briquetted char- packers use them in curing meats. 
coal and burning equipment represent the Smokeless, sparkless, clean and giving off 
most modernized form of these items. Up- an intense glowing heat, Ford Charcoal 
to-date and attractively packaged, they are Briquets are an ideal item for the hardware 
sure to stimulate your sales. or sporting goods store. They’re an excellent 
Ford Charcoal Briquets repeat item in 5, 10 and 20 pound bags, and 
have over 100 uses. A few of ‘bring customers back often. In this way 
particular interest to you are they are good sales leaders in the movement 


uses by tinsmiths for heat- of your other stock items. 


ing soldering pots, and by Charcoal-burning equipment has recently 
been developed which changes the entire 


campers, picnickers and 
picture on charcoal selling. We suggest 


sportsmen for cooking and 
heating. Householders use you join us in these sales. 
them for fireplace grates and Write for complete information. 

FORD MOTOR COMPANY 


BY-PRODUCTS DIVISION DEARBORN, MICHIGAN 


retientisiiaieiee 
THE SIX BASIC TYPES OF ABW SHOVELS 








Solid Shank | Solid Socket Socket Shank Hollow Back 
AC; 


MADE FROM ONE 6. 

OF STEEL. a STANDARD 
TYPE FOR RICE AND 
IRRIGATING SHOVELS. 









MADE FROM ON 

OF STEEL. HAS toes 

SHOULDER TO Give it 
ADDED STRENGTH. 












THIS IS THE STRONGEST 

TOUGHEST SHOVEL MADE. 
BLADE AND SOCKET FORGED 
FROM ONE BAR OF STEEL. 


Closed Back 


Vv 
CLOSED Back. 





SOCKET AND B.avE 
ar 
stecraic WELDED. exc. 
IVE BEND Gives PERFECT 
UTGROWTH 


ORIGINAL AMES SHOVEL. 



















Fro i i 
a es — six basic types, ABW produces any style shovel 
= el — the customer’s requirements. * ABW PRODUCTS 
is the most complete |i 
iad ine of shovels, 
p and scoops manufactured . . - Ask your jobber. os 
FORKS -- HOES - - RAKES 


* - * 
* POST HOLE DIGGERS « 


AMES BALDWIN Ww 
Y 
PARKERSBURG, W.VA. noni oe £2. AGRICULTURAL HANDLES 











BUY GOODS 
MADE IN 
AMERICA 
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Steel Homes Present Hardware Sales Possibilities 


HE development of all-steel 

homes has necessarily been 
gradual while construction and 
cost details have been ironed out. 
Among the current experiments 
in this type of housing is the 
Blaw-Knox home recently opened 
at Clairton, Pa., which may de- 
velop into the world’s first steel 
city, sheltering 4000 families, ex- 
pected to be located near the 
Carnegie-Illinois Steel Corp.’s 
new Irvin Works. 

Steel housing developments are 
of interest to hardware dealers. 
Doors will require butts, hinges, 
and locks, windows will require 
hardware as will other phases of 
the steel construction. 

The design of Clairton’s steel 
home is aimed toward the develop- 
ment of a low cost home without 
sacrifice of good materials and 
workmanship, proper insulation, 
comfort, attractive appearance 
and other factors essential for 
present-day dwellings. Of colonial 
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One of the more recent all-steel homes opened for inspection at Clairton, Pa. 


design, it is one of a large num- 
ber of possible designs, since use 
of standard steel panels permits 
a wide range of planning for four, 
five, or six-room homes. 

The unit now open is 44 ft. 
2 in. wide by 24 ft. 2 in. deep, 
comprising approximately 900 sq. 





merchandising profits 
amlined 
your bicycle display. 
bike they will 


Prove it 


your own sales floor. 


ft. exclusive of porches, and con- 
taining a living room, kitchen, 
utility room, master bedroom, 
guest bedroom, bath, a side porch 
and a covered front entrance. All 
steel, fire-safe construction, which 
is termite-proof and provides a 
high degree of insulation as well 
as low cost, has been employed. 

Exterior walls are constructed 
of standard size insulated panels 
of wall height and made in pre- 
fabricated units so that complete 
flexibility of design within the 
limits of the employment of these 
units is possible. The panels are 
delivered ready for erection. No 
cutting is required to form win- 
dows or doorways, as all panels 
are fabricated to the exact size 
required and can be quickly 
erected with special connectors 
furnished. 

The roof framing consists of 
double-steel channels welded to- 
gether. All roof surfaces are com- 
pletely insulated with one-inch 
asphalt impregnated rigid struc- 
tural insulation attached to the 
roof, trusses, and cross bracing. 
Roof covering is of galvanized 
standard seamed panels with 
special design of the ridge, 
ridge cap, and panel caps, provid- 
ing an absolutely water-tight roof. 

Standard steel ventilated type 
casement sash with wood trim is 
used for all windows. Interior and 
exterior doors are of wood with 
wood frames and trim. Front and 
side porch materials are of steel 
with ornamental welded _ steel 


HARDWARE AGE 














Q + 


=u mrdsdnw 








Heres the Pressure Cooker 


= 


that is Doubling Sales! 





NATIONAL 
PRESSURE COOKER 


For Cooking and Canning 


% The Worlds Oldest and Largest 
Pressure Cooker Manufacturers 


The fastest selling, most profitable pressure cookers — 90 %of 
all pressure cookers in use today are “National” made. 


M@ Exclusive National Features 


The new “Model C” steps ahead with a self-releasing pressure 
valve, safety plug, self-locking cover that can only be removed 
when the pressure is exhausted — tilted easy-to-read gauge, 
bakelite lugs, etc. 





#“National” the best known and << a 
im, best liked pressure cooker. aA Was 
air Worrs cp: 


V4 * eh 
SLAAMMONnare 


PRESSURE COOKER 


Write for FREE Display Material 


BG ated ot 0 ae ab 2-3-1-306 4-e Oxolo) 4-5 am Orem 
EAU CLAIRE. WISCONSIN 
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USSELL JEN- 

NINGS Auger 
Bits have been 
boring their way 
to universal pop- 
ularity with fine 
craftsmen and 
skilled amateurs 
for 83 years. 


Clean-threaded 
screw points, 
sharp spurs, keen 
lips and perfect 
body taper, ac- 
count for the easy- 
boring qualities 


19 





55 


of these famous 
bits. And micro- 
metric sizing, fol- 
lowed by factory 
tests in hickory, 
assure accuracy 
and dependable 
performance. 


The reputation 
for leadership, 
established by 
Russell Jennings, 
has been main- 
tained and 
strengthened 
through the years. 


38 











“The Bit of Least Resistance”—is an easy- 
boring, long wearing bit of “fractional ac- 
curacy, that good hardware merchants have 
been selling since 1855. 


Distributed Thru Wholesalers 


The Russell Jennings Mfg. Co. 


Chester, Conn. 


Ruoell fornings 


AUGER BITS 
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Arm-and-Hammer 


G BROS. 
Improved = 


PIPE 
CUTTERS \ 


The Drop - Forged and 
“Combination’’ Pipe Cut- 
ters can be used as a 1 
or 3 wheel cutter. All are 
improved cutters, accu- 
rately made with hardened 
steel pins and rollers. 
Thrust rods of ‘“Saun- 
ders”” type cutter are 
hardened at the point and 
bear on embedded, hard- 
ened steel block. On 
“Barnes Type” the thrust 
is taken up by drop- 
forged steel section. Parts 
are interchangeable with 
other standard makes. All 
are Cadmium Plated. 

ARMSTRONG BROS. 
Knife Blade Cutter 
Wheels cut much faster 
and easier, hold their keen 
cutting edge for they are 
made of Vanadium Tool 
Steel, heat treated, hard- 
ened, and cadmium plated. 

































Write today for Cat- 
alog P-35, the most 
complete line of Pipe 
Tools made. 











“The Tool Holder People’’ 


314 N. Francisco Ave., CHICAGO, U.S.A. 
New York San Francisco London 


HORMODIN “A” 


Makes Both Cuttings 








and Profits 
Grow Faster 





New profits are available for you if you 
tell customers how to propagate plant 
cuttings with Hormodin “A’’—the root- 
forming chemical. Hormodin assures 
quicker and better rooting of cuttings 
in higher percentages than ever before 
possible. The treatment is simple and 
costs only a fraction of a cent per cutting. 

Hormodin builds steady, profitable 
repeat sales. Write today for complete 
information, descriptive literature and 
counter display. 


MERCK & CO. Inc RAHWAY,N. J. 
e Manufuchiring Chemists 
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A completely modern kitchen in the all-steel home. 


columns. Base interior ceiling 
cornice molds are of wood. 

The kitchen is supplied with a 
52-in. single drain board apron- 
type sink of porcelain enamel iron 
as well as with built-in cabinet and 
counter units which are complete- 
ly assembled and factory enameled 
ready to set in place. The cabinets 
consist of one wall unit 36 in. 
wide as well as a 42-in. and a 
36-in. counter unit. 

Water, gas, and drainage sys- 
tems are installed complete, ac- 
cording to code requirements. The 
plumbing is complete with a wall 
lavatory, 5-foot bath tub, vitreous- 
china toilet, and two-section slate 
composition laundry tubs. The 
automatic gas water heater has an 
insulated storage tank. All fixtures 
are equipped with single chromi- 
um-plated brass fittings. 


Providing Heat 


Heat is provided by a gas-fired 
heater and winter-air-conditioner, 
giving a completely automatic, 
warm air circulating system that 
heats, filters, humidifies, and puri- 
fies the air. 

Wiring is complete in flexible 
conduit for fixtures, switches, base 
plugs, and utility outlets. Electric 
fixtures are of modern colonial 
pattern with the owner permitted 
to make his own selection within 


the allowance included in the con- 
tract price. 

The design of wall and roof 
construction has been conducted 
to give a maximum of insulation 
to provide homes, warm and easy 
to heat in winter and cool and 
comfortable in summer. An insula- 
tion of about 0.10 is attained com- 
pared to a conventional frame or 
brick veneer construction of about 
0.25. 


Usalite Package 


Usalite flashlight batteries are being 
packaged in “Hand-ee Pak” clear-vu 
protectoid window containers; 48 in an 
attractively colored open view display 
box, consisting of 18 “Hand-ee 2 Paks” 
and four “Hand-ee 3 Paks” with spe- 
cial battery tester that permits testing 
each cell without removing it from its 
package. Display box is in red, blue. 
and gold. Unied States Electric Mfg. 
Co., 222 W. 14th St., New York City. 
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SELL THIS 


MYERS 
PUMP 


To Tractor Owners 
In Your Locality 


It Provides The Quick- 
Easy Way To Fill Tractor 
Tires With WATER Or 
NON-FREEZING 
CALCIUM CHLORIDE 
SOLUTION 


Constructed entirely of brass. Has 
large air chamber and brass ball 
valves. EASY TO OPERATE. Pump- 
ing labor all done on downward 
stroke. Throws continuous stream 
not affected by plunger movement. 
Will carry a pressure of from 50 to 
100 pounds. Agitator discharges 
fine jet in bottom of bucket to keep 
solution thoroughly mixed. 
SPECIALLY EQUIPPED 
Has six feet discharge hose, special packing, brass 
piston rod and fittings for quick and easy attaching 
to tire valve stem. 


BRINGS NEW OPPORTUNITIES FOR 
PROFITABLE SALES 


Information and prices on request. Write. 





















THE F. E. MYERS & BRO. CO. 
ASHLAND, OHIO 


Pumps—Water Systems—Hay Tools—Door Hangers 
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LET US SEND 
YOU A 
HAMMER HANDLE 


@ This is your chance to get 
acquainted with a new line of 
Hickory Handles. Sign the cou- 
pon below and send it to us for 
a free sample. 


You will receive a free sample 
Hammer Handle from our new 
““Pedigreed Line” of Hickory 
Handles for hammers, hatchets, 
axes, picks and other striking 
tools. This line has several fea- 
tures entirely new in the handle 
business—it is a trade-marked line, 
each grade identified by a number 
which can be used for setting 
the retail price. The “Pedigreed 
Line’ makes Hickory Handles 
profitable merchandise for you. 
There is no cost or obligation 
in accepting this offer. 


TURNER, DAY & WOOLWORTH HANDLE CO. 
LOUISVILLE, KENTUCKY 


CLIP AND 
MAIL TODAY 


Turner, Day & Woolworth Handle Co., Louisville, Ky. 


Gentlemen: 


Please send me one of your new Pedigreed Hammer 
Handles, free. It is understood there is no cost or obli- 
gation on my part, but I will be glad to tell you what I 
think of it. 


BNR OE GR isa cencccscesccnccunc hE AED ee TC 


TURHERDAY 


HICKORY HANDLES 





HICKORY HANDLES BACKED BY 80 YEARS OF WORLD LEADERSHIP 











Se SOS 


Extreme 


OMrPE<é== 


rite fF eve, MEY 
EMPIRE, tuba 7 








A Popular Selling 
Wire Stretcher 


The Townsend Wire Stretcher has 
been a profitable seller for 30 years. 
It gives complete satisfaction. Made 
strong and durable to last for years. 
Affords powerful leverage. Easily 
attached to the wire. 










One man can stretch the wire with 
this implement and nail it to the post 
without assistance. The 3-foot 
wooden handle or lever is fitted with 
sturdy malleable iron pincers with 
Serrated Steel Grips warranted not 
to slip. The— 


Townsend 
Wire Stretcher 


stretches to the last post at the end of the 
fence as well as to any other. Will stretch 
plain, twisted, barbed or woven wire. 
Stretches woven wire with a large mesh 
better than most stretchers made espe- 
cially for it. Also ideal for tightening 
bands and wire on large shipping boxes, 
crates and bales. Send for Folder and 
Trade-prices. 


B. W. TOWNSEND 
Painted Post, N. Y. 
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Hardware Is on 
a Sound Basis 


(Continued from page 64) 


their telephone number on their 
letterheads? It is the custom of 
salesmen, for instance, who travel 
over the country, to have an en- 
velope in their portfolios for each 
of the larger cities they visit. 
When they arrive they take out 
this envelope and read up on the 
correspondence. Now if they de- 
sire to telephone, it is quite a con- 
venience to have the telephone 
number of the concerns on the 
letterheads. If it is not there they 
have to take up the telephone 
book, and anyone who has much 
contact with these telephone books 
with their fine letters and figures 
knows what a nuisance it is. Is 
your telephone number a secret? 
Why shouldn’t it be on your let- 
terhead? Why shouldn’t it be 
printed on all your literature? 


* * ~ 


One jobber who called on us 
recently stated that even in these 
times when business is supposed 
by so many to be very poor, they 
are bothered by very slow ship- 
ments from certain manufacturers. 
This jobber wondered why a 
manufacturer should be slow in 
shipping these days. It happened 
that a few days later, one of the 
manufacturers who was com- 
plained of came in to see us. We 
asked him why he was slow in 
shipping. “Well,” he said, “we 
are helding down our inventories 
at present. In our particular line 
of business there are 25 processes 
through which the goods must 
pass. So, as we receive an order 
and start making the goods when 
the order is received, naturally it 
is probably a week or ten days 
before the goods are finished.” 
“But,” we inquired, “don’t you 
plan to make up and carry a stock 
of any of these staple goods in 
your line? Do you propose to 
wait for orders before you start 
manufacturing?” “That is all very 
well,” he answered, “but as a 
matter of fact, to make up a stock 
and carry the goods means quite 
an investment in inventory. And 
right now we don’t like to tie up 
our capital in inventory.” 

A purchasing agent who buys 

















LIQUID 


) TIP-TOP SOLDER 


Here’s an.item really worth pushing! 
Best of its kind! ... fastest selling!... 
extra big margin for you! 

A handsome easel-back demonstration 
display-card does a swell selling job. 
Card has a dozen 25¢ tubes and a nat- 
ural-wood demonstration board with 7 

materials soldered on. It offers proof 

that TIP-TOP does harden like metal— 

that it does have a 
grip of steel—gives a 
weld-like bond with 
most materials. Won- 
derful for mending 
broken articles, stop- 
ping leaks, etc. Wa- 
ter-proof and gaso- 
line-proof. rder 
yours today—through 
your jobber. 

















JOBBER: Get a card up in every store, filling station, 
etc. Many jobbers selling 120 to 240 dozen a month. Are 
you getting your share of these profits? Order Now! 


TIP-TOP PRODUCTS CO., Dept. C, Omaha, Nebr. 
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OLD LINSEED OIL 


Join 
The Fast-Growing Army 
of 
SATISFIED OLO DEALERS 


We manufacture 
a complete line of 


PAINTS - VARNISHES 
ENAMELS 


priced to develop the maximum 
in sales and profits 
Quality to Satisfy All 


Write for price list and 
full information 


THE PASSONNO-HUTCHEON CO. 
Cleveland, Ohio Boston, Mass. 
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There's MONEY in mice 


Nobody likes pesky, filthy, destructive rats 
and mice. But the hardware merchant who 
keeps Victor Mouse and Rat Traps out on 
his counters can pocket a neat little profit. 
Nearly every home is bothered with them. 
Turn every shopper in your store into a 
customer. Order from your jobber. 


VICTOR 


MOUSE and 
RAT TRAPS 


Animal Trap Company 
of America, Lititz, Pa. 

















Folding 
Steel Table 


A PREMAX PRODUCT 





FOR THE BEACH 








@ ENDURING CONSTRUCTION 
@ USED HIGH OR LOW 

@ BAKED ENAMEL TOP 

@ 30"x30" WHEN OPEN 

@ 15"x30"x2% CLOSED 


A practical summer necessity for the 
motorist, camper or at the seaside or 
cottage. A rigid table that sells on 
sight. Opens to 15 inches high for 
the beach, or to 28 inches high for 
general use. Weight 15 pounds. 


ORDER SAMPLE TODAY 


remax Poducts 


Division of Chisholm-Ruder Co., Inc. 


5ROF HIGHLAND AVE NIRGARR “ALLS. NY 
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quantities of goods in the hard- 
ware line remarked that with most 
of the hardware manufacturers it 
is either a feast or a famine. They 
are either making too many goods, 
or not enough. He predicts, and 
by the way, this man is a man of 
many years’ experience and of 
excellent judgment, that along 
about August and September there 
is going to be quite a revival of 
business in this country, especially 
in the hardware line. Then we 
will see, he remarked, that a very 
large percentage of our manufac- 
turers will not have the goods, 
and will be slow in filling orders. 
He said he was advising his cus- 
tomers to stock up at least to a 
reasonable extent on staple fall 
goods. The unexpected always 
happens, he added. No one 
dreamed that the recession or de- 
pression, or whatever they are 
calling it now, would have sud- 
denly started last October, and 
just at this time no one dreams 
that we may suddenly have quite 
a little boom and a demand for 
goods. 


Replacements Essential 


In all of our statistics there is 
one thing, he said, on which our 
records are not very clear, and 
that is the rate of consumption of 
goods in the hands of consumers. 
People are walking around in 
shoes, and shoes are wearing out. 
When shoes are worn out they 
must be replaced. So must every- 
thing else. One hundred and fifty 
million people can use up a lot of 
goods, and it must not be forgotten 
that even a poor devil who is 
walking around hunting for a 
job, is wearing out shoe leather. 
The first things that have to be 
replaced are shoes. Shoes are 
more necessary than a coat, vest or 
hat. You can go around without a 
hat, but you cannot travel far 


barefoot. 
* ” *% 


From the best information ob- 
tainable, the decline in retail hard- 
ware sales for the first three 
months of this year amounts to 
5 per cent. This is making a com- 
parison, as stated above, with un- 
usually good sales conditions for 
the first three months of last year. 
Now suppose a retail merchant’s 














































COLYMBIAN 


GARAGE AND HOUSEHOLD 


VISES 
HAVE 





@ Built to meet the needs of your cus- 
tomers—our “Group of 3” Vises are 
strong, simple in construction, well and 
attractively finished. This makes for 
consumer appeal. 


Price? We have always kept in mind 
the pocketbook of the buyer yet quality 
has never been sacrificed. 


Columbian ‘‘Group of 3” Vises are made 
by the largest and most progressive vise 
manufacturer in the world. 


Buy Columbian . . . not imitations. . . 
then you sell the best. 


THE COLUMBIAN VISE & MFG. CO. 
9017 Bessemer Ave., Cleveland, Ohio 
The World’s Largest Makers of Vises 







































































TURNOVER 
CHAMPIONS 


Coast to Coast selling champions be- 
cause they are first of all QUALITY 
champions. Keep ample stocks always. 


DAZEY De Luxe 
Formerly SPEEDO 
America’s best value 
in can openers. Guar- 
anteed for 5 years-- 
built to last a life- 
time 

*$1.79 RETAIL 
Also, DAZEY Senior *$1.49 retail and DAZEY 

Junior *78¢ retail 


NEW DAZEY 
QEN= SEAL 





Amazing wew jar, bottle and! 
giass opener. Also seals. Needed 
in every home. 


*$1.79 RETAIL 


DAZEY 
SUPER JUICER 


An excsptionally efficient 
juicer for lemons, oranges : 
small grapefruit. Striking |* Minimum 
appearance. Gets more}[retail 
juice easier Automati- 








cally strains out seeds |?rices — 
and pith. slightly 
*$1.89 RETAIL higher west 


of Rockies. 











DAZEY Sharpit 


Patented twin wheels 
make skill unnecessary 
for sharpening any 
edged tool. A godsend 
in any kitchen 


*$1.58 RETAIL 
DAZEY CHURN & MFG. CO. 


SELL STEWART 
FENCE AND 
OTHER PRODUCTS 


Hardware dealers all over the coun- 
try are realizing substantial profits 
through the sale of Stewart Iron 
and Chain Link Wire Fence, Lawn 
Furniture, Interior and Exterior 
Railings, Bracket and Pier Lan- 
terns, Folding 
Chairs, Stable 
Fittings and 
other iron and 
wire products. 
Investigate the 
liberal dealer 
plan offered by 
Stewart. You are not required to 
invest money nor carry any stock. 
You sell from Stewart literature. 
There is always a market for Stew- 
art Products. Write today for 
complete details. There is no cost 
and you place yourself under no ob- 
ligation. 





4301 Warne Ave., 
St. Louis, Mo. 

















NCES 


The Stewart Iron Works Co., Inc. 
537 Stewart Block 
CINCINNATI — OHIO 


“World's Greatest Fence Builders Since 1886” 
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sales were $60,000 last year. If 
his business falls off 5 per cent 
this year, this will be a reduction 
in sales of $3,000. If his net 
profits on sales are 3 per cent his 
total loss for the year will be $90. 
This is certainly not a showing that 
should drive a dealer into a case 
of dementia-praecox. 


Hardware Record Best 


In studying the situation we 
find, and this is a very healthy in- 
dication, that the decrease in busi- 
ness so far this year is smallest 
with the retail hardware merchant. 
It is evident from this that con- 
sumer demand, taking the country 
as a whole, is standing up pretty 
well. 

The next decrease in percentage 
is on the part of the jobbers. This 
decrease we should estimate to be 
about double that of retailers, or 
10 per cent. This means, of 
course, that the retailer is not buy- 
ing as much as he sells. In other 
words, he is reducing his inven- 
tory. Now the hardware manu- 
facturer’s decrease in sales for the 





entire country is about 20 per cent. 
This means, of course,, that the 
jobber is also reducing his inven- 
tory, and for the time being this 
hits the manufacturer pretty hard. 

Now we also must take into 
consideration the fact that the 
average retailer and the average 
jobber have very little to say about 
their business. On the other hand, 
the manufacturers of the country 
are very vociferous about what is 
happening to them. Most of the 
reports we read in the papers are 
from manufacturers, and for the 
time being they, of course, are the 
hardest hit. However, let us again 
repeat that this situation, after 
all is a very healthy showing. If 
there should be the slightest boom 
in the hardware business, especial- 
ly along the line of builders’ 
hardware, tools and builders’ sup- 
plies the whole picture will change 
almost overnight. 

Of course, it is a terrible thing 
to say; it is tampering with the 
freedom of the press, but if none 
of us could read a newspaper for 
90 days, how much more cheerful 
we would be! 





When There's 


USINESS men are reminded 

by a recent New York case 
that what appears to be the ac- 
ceptance of an order may be no 
acceptance at all. 

A merchant sent an order to a 
supply house for certain goods 
with which he wanted to fill 
orders from his own customers. 
In his order to the supply house 
he indicated that delivery within 
a fixed time was essential. The 
supply house replied that they 
were accepting the order “to be 
shipped at the mill’s convenience.” 

The goods were never delivered, 
and the merchant finally sued the 
supply house for the loss which 
he had incurred through his in- 
ability to fill his customers’ 
orders. He asserted that he had 
relied upon the supply house’s 
acceptance of his order. 

The court ruled that there had 
never been any acceptance of the 
order at all. The order specified 
delivery dates, while the supposed 
acceptance specified delivery at 








No Contract 


the convenience of the mill. This 
acceptance was merely a “coun- 
ter offer” and did not obligate 
either the supply house or the 
merchant unless the merchant in 
turn accepted the counter offer. As 
he never did so, there was no con- 
tract and hence no obligation on 
the supply house to make delivery. 

Where an order is not accepted 
exactly as given, there is no 
obligation on either side. An ac- 
ceptance of an order which varies 
even slightly from the exact terms 
of the order is in law a rejection 
of the order but presents a so- 
called counter offer. If the busi- 
ness man who gave the original 
order wants to avail himself of this 
counter offer, he must in turn 
accept it according to its terms if 
he wishes to make the deal at all. 

A little tricky, perhaps, but a 
legal snag in which a_ business 
man may very easily become in- 
volved through an honest mis- 
understanding. 
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WALK-LAID 
MANILA ROPE 


sold’ 


Wall distributors and deal- 
ers know how confidently 
they can furnish Wall Manila 
Rope for the toughest kind of 
job and have it give full sat- 
isfaction. 


The Wall Line is complete 
in all standard sizes and types, 
“the right rope, in the right 
lay, for the job in hand.” 


Wall distributors and Wall 
dealers are getting bigger rope 
sales-volume and building up 

rofits. Know the full mean- 
ing of Wall cooperation. Write 
in for the facts. 


WALL ROPE WORKS, Inc. 


48 South Street New York, N.Y. 
Factory: Beverly, N. J. 
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FOR YOUR PROTECTION 
AND PROFIT... Sell the 


| products iden tified by 


WICKWIRE BROTHERS LABELS 


@ Dealers can take all the 
guesswork out of mer- 
chandising by pointing to 
the Turkey Label on the 
netting they sell their cus- 
tomers. It assures an ex- 
ceptionally long twist, 
heavy galvanizing which 
completely fills the twists, 
rigidity with no sagging, 
real rust resisting and 
longer wearing. 


@ Your customers come back 
for more of the Hardware Cloth 
identified by the Cortland 
Label. They are completely 
satisfied with the dependability 
and uniformity of this quality 
product. It is furnished in stand- 
ard meshes with extra heavy 
bright zinc coating. Also spe- 
cial grades in plain steel, tinned 
or galvanized wire with wide variety of different meshes and gauges. 





@ Every bale of Wickwire Brothers Poultry Netting and Hardware 
Cloth is made from copper bearing open hearth steel. Over 60 con- 
tinuous years of manufacturing quality wire products prompts us 
to say, “‘Buy with confidence, products identified by Wickwire 
Brothers Labels’’. P 





SPECIFY WICKWIRE BROTHERS TO YOUR JOBBERS 


WICKWIRE BROTHERS 


LO NGE S T ROPEWALK IN THE WORLD CORTLAND: NEM VO BEO L 
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Be readly 
for the HARVEST! 


SLATGRIP MENDERS sell 
fast at harvest time for they 
keep binders running— 
when slats break SLAT- 
GRIP MENDERS repair 
them instantly right on the 
job. Place your stock order 
NOW (Better check your 
Steelgrip Wiregrip Belt Lac- 
ing Stock too), and get your 
share of this profitable har- 
vest business. 
ARMSTRONG BRAY & CO. 
“The Belt Lacing People” 


304 N. Loomis St. 
CHICAGO, U. 8. A. 








































BLAKE & LAMB 





Blake G Lamb stand out as the one 
steel trap line with which the hardware 
dealer can meet and beat any form of 
competition. 





Ask Your Jobber! 











THE HAWKINS COMPANY 


AMERICA’S OLDEST TRAP MANUFACTURERS 


SOUTH BRITAIN, CONNECTICUT 











National Radio, Appliance Group 





Seeks To Improve Sales Policies 


EELING the need for some 

housecleaning within the appli- 
ance and radio set fields—for the 
benefit of the retailer, distributor, 
manufacturer and the consumer, the 
National Association of Radio & 
Appliance Retailers, recently or- 
ganized in New York City, adopted 
a strong platform. The platform re- 
flects the firm belief of the members 
that improvements, as to sales poli- 
cies, trade in allowances, repair 
guarantees, advertising policies, 
marking of appliances and radio 
sets, can only be brought about by 
cooperation between legitimate man- 
ufacturers, distributors and retail 
dealers. 

The N.A.R.A.R. at its organization 
meeting passed the following resolu- 
tion, embodying its platform: 

WHEREAS a most chaotic condition 
prevails in the retail radio and ap- 
pliance craft, and a_ nationwide 
spontaneous desire to lend our co- 
operative efforts to the solution of 
the problems confronting us, and 


Wuereas, The National Associa- 
tion of Radio and Appliance Retail- 
ers has this day been organized, 
now, therefore, 

Be ir REsoLven, that we dedicate 
our cooperative efforts to the follow- 
ing program: 

1. Stabilization of the price struc- 
ture, through every legal means, and 
with the active cooperation of retail- 
ers, manufacturers, and distributors, 
and to that end we ask the immedi- 
ate cooperation of all manufacturers 
and distributors of branded appli- 
ances and radio. 

2. We favor the éale of appliances 
and radio only through. established 
retail appliance and radio merchants, 
and seek the immediate discontinu- 
ance of the sale of these products 
to, and by, (a) Discount Houses, 
(b) Cooperative Consumer Buying 
Groups, (c) Corporation Employee 
Groups, (d) Public Utilities and 
their employees. 

3. We favor a controlled produc- 
tion, scheduled by manufacturers to 
coincide with current consumer de- 
mands, and to that end we pledge 
our cooperation in providing the es- 
sential facts of inventory and sales, 
necessary to such production control. 

4. We favor the uniform trade-in 
price schedule on all appliances and 
radio, to be included in the retail 
price established by the manufac- 
turer, and the local distributor. 

5. We ask that all appliances and 
radio be labeled, and identified with 





essential specifications and construc- 
tional features, model numbers, and 
price, in such a manner that it is not 
readily removable. 

6. We favor the elimination of 
cruises, “spiffs,” prizes, and all other 
forms of high pressure or unethical 
deals now offered to dealers. 

7. We urge all associated dealer 
urganizations to police their own 
members, and all other dealers in 
their trading area, through constant 
shopping, and such other means as 
may be indicated. 

8. We urge the immediate elimi- 
nation of any and all forms of dis- 
honest or misleading advertising and 
sales promotional methods by deal- 
ers, manufacturers and distributors. 

9. We favor the free and frank 
interchange of all facts, figures, ideas 
and methods, among all of our mem- 
bership, for the common good. 

10. We pledge our cooperative 
support to all similarly constituted 
National Associations, whose aims 
and purposes are similar to ours. 

1l. We pledge our wholehearted 
support of those manufacturers and 
distributors, who, in recognition of 
our need, will make possible the 
fulfillment of this program, for the 
common good. 

The National Association of Radio 
& Appliance Retailers plans to hold 
a meeting to discuss organization 
problems, and other matters, dur- 
ing the first week of July, 1938, in 
Chicago. Plans are being made for 
the naming of 12 regional vice- 
presidents, each representings a dis- 
trict comparable to the 12 Federal 
Reserve Bank districts. 

Russell A. Atkinson, Brooklyn, 
N. Y., hardware dealer, is president 
of the National Association of Radio 
& Appliance Retailers. Homer C. 
Davis, Philadelphia, is vice-president 
and chairman of the board, William 
H. Frederick, Wilmington, Del., is 
secretary, and Ralph Wegner, Fort 
Wayne, Ind., is treasurer. B. H. 
Poucher, 3930 Lancaster Ave., Phila- 
delphia, Pa., is executive secretary 
of the association. 


Itch-A-Way For Dogs, Cats 


Used for itching and scratching, ec. 
zema, skin irritations, rashes, and Sar- 
coptic mange. Maker states it has a 
pleasant odor and is easy to apply. 
Made in 15-cent and 50-cent sizes. 
Pamphiets and window poster are fur- 
nished in a display carton. Jamaica 
Laboratories Co., 182-02 92nd St., 
Jamaica, N. Y. 
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Because — 


@ It is the ONE Reel that is really 
worth owning. 


@ It pays a generous profit yet gives 
the user greater value and more satis- 
faction than any other hose reel. 


@ It literally pays for itself by saving 











wear on the hose and preserving the hose by means of the 
water retained in it. 


@ It has year around use; outside as a reel in summer and as fire 
protection in the basement during winter. 


FLEX-NEK a Money-Maker for dealers—a trouble saver for users. 
A flexible rust-resisting metal tubing and base that attaches to any 
hose. Use ordinary nozzle and have sprinkler that will : 
throw water in any direction; to change direction just bend 
FLEX-NEK. Saves work—saves soiling hands and clothes. 


Real-Reel and Flex-Nek Will Make Money For You 
This Season. Order from your Jobber or Write to 
PORT HURON, MICHIGAN 


Branches or Distributors in Principal Cities 
















‘Quik flame 
ASBESTOS 


KINDLER WICKS 


FOR OIL STOVES, RANGE BURNERS 
AND HEATERS 


THE RAYBESTOS DIVISION 


Inc. 


Soaraes 


MAY 19, 1938 


There are great PROT, ossbilites Lee 
in the [TD & MA Mine of \ i 2 
ATHLETIC EQUIPMENT Neue 


‘The Lucky Dog Kind 
BASEBALL - SOFTBALL * TENNIS - GOLF 
FOOTBALL - BASKETBALL - BOXING - TRACK 
SOCCER BALL - VOLLEY BALL - BADMINTON 
















PA Wate YOUR JOBBER FOR 
7 COMPLETE INFORMATION- 
IF YOU 00 NOT KNOW 
NAME OF JOBBER IN 
YOUR TERRITORY, WRITE 
US DIRECT. 


THE DRAPER-MAYNARD CO 


400 YORK STREET 


CINCINNATI, OHIO 














Rainbow Display con- 
tains one-half dozen 
Improved Hydraulic 


Pump Oilers, % pint 

te capacity, 6 inch welded 

r of steel spouts. Bodies 

| enameled red, green 
\aie> and blue in equal quan- 


| ! tities. Handles and 
y spouts coppered finish. 


PL) zt 
Improved Genuine Eagle Hydraulic Pi 





Economy Display con- 

tains 1 dozen % pint 

oilers, 3 inch diameter, 

with 4 inch’ re-en- 

forced insert type » = 

spouts. Enameled red, , a 
| ] 


green, and blue, in k i 
qaTULK 


equal quantities. 

Eagle Rainbow Oilers and Economy Oilers are popu- 
lar priced favorites for shop, home, and farm use. 
Both styles are now packed in attractive Sales Maker 
Display Cartons which are used as window or counter 
trims. They command attention at the point of sale. 
The Displays may be set up in a moment without 
rearranging or unwrapping the oilers. Build profit- 
able business by building on Eagle quality. Your 
jobber has complete stocks. 


EAGLE MANUFACTURING COMPANY 
Wellsburg West Virginia 
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DENISTON 


‘Lead Seal’ NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘Lead 
Seal’’—the lead under the head and down the 
shank actually plugs the nail hole with lead! ... 
Ask your jobber or write us for samples and dem- 
mstrator blocks. 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, ILL. 








SESAMEE 


Keyless Locks 
Write for Booklet 


Manufactured by 


Bemis & Call Co. 
Springfield, Mass. 














The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 

mmer holds the tack. 


ARTHUR R. ROBERTSON 
Sole Manufacturer 
15 Hathaway Street, Boston, Mass. 























50°o —To Distributors —50°o 


Sell guaranteed Masterlite “gues. 
American made. Fully 
guaranteed for 1000 hours. 


Write at once for catalog 
and proposition 


THE MASTERLITE CO. 


Dept. GC53. 110 E. 23rd St., N. Y. 














(Von t c; aon 


to mention that 


you saw it in— 
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Coming Conventions 
and Events 


Alabama, The Retail Hardware 
Assn. of, exhibition and meeting, June 


7-9, 1938, at the Gay Teague Hotel, | 


Montgomery, Ala. J. H. Crowe, 410 N. 
2ist St., Birmingham, Ala., secretary. 

American Hardware Manufac- 
turers Assn. and the National Whole- 
sale Hardware Assn., Oct. 17-20, 1938, 
at the Marlborough-Blenheim Hotel, 
Atlantic City, N. J. Charles F. Rock- 
well, 342 Madison Ave., New York City, 
is secretary of the manufacturers’ group, 
and George A. Fernley, 505 Arch St., 
Philadelphia, is secretary-treasurer of 
the wholesalers’ group. 

Associated Pot and Kettle Clubs 
of America, June 24-26, at the Santa 
Barbara Biltmore Hotel, Santa Barbara, 
Calif. 

Carolinas, The Hardware Assn. of, 
convention, June 14-16, 1938, at the 
Jefferson Hotel, Columbia, S. C. Arthur 
R. Craig, 407-11 Commercial Bank 
Bldg., Charlotte, N. C.,  secretary- 
treasurer. 

Contract Builders’ Hardware Dis- 
tributors, National Assn. of, Sept. 20-22, 
1938, at Wm. Penn Hotel, Pittsburgh, 
Pa. Assn. office at 225-227 Federal St., 
N. S., Pittsburgh, Pa. 

Institute of Cooking & Heating 
Mfrs. mid-year convention, June 9-10 
at the Netherland Plaza Hotel, Cincin- 
nati, Ohio. 

Mississippi Retail Hardware and 
Implement Assn., May 23-25, 1938, at 
the Markham Hotel, Gulfport, Miss. 
John F. Jennings, P. O. Box 846, Jack- 
son, Miss., is secretary-treasurer of the 
group. 

National Assn. of Credit Men, 
1 Park Ave., New York City, annual 
congress, June 5-10 at St. Francis 
Hotel, San Francisco, Calif. 

National Retail Credit Assn., 26th 
annual convention, June 21-24, Hotel 
William Penn, Pittsburgh, Pa. 

National Retail Hardware Assn., 
July 11-14, 1938, at the French Lick 
Springs Hotel, French Lick Springs, 
Ind. H. P. Sheets, managing director, 
130 E. Washington Blvd., Indianapolis. 

National Wholesale Hardware 
Assn. and the American Manufacturers 
Assn., Oct. 17-20, 1938, at the Marl- 
borough-Blenheim Hotel, Atlantic City, 
N. J. George A. Fernley, 505 Arch St., 
Philadelphia, is secretary-treasurer of 
the wholesalers’ group, and Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manu- 
facturers’ group. 

New York Housewares Mfrs. 
Assn. show, July 10-16, 1938, at Hotel 
Pennsylvania, New York City. Execu- 
tive-secretary, Flo English, Hotel Penn- 
sylvania, New York. 

Texas Wholesale Hardware Assn. an- 
nual meeting. June 17-18, 1938, at 
Buccaneer Hotel, Galveston, Tex. O. H. 
Mann, Higginbotham-Pearlstone Hdwe. 
Co., Dallas, Tex., is president of the 
association. 

















lo FN 
PROPS 


LASTING 


FLOWER LOVERS SAY 
“There's Something Real” 


Because 


NO MORE WOOD STAKES 
WITH RAG & STRING TIES 
Termite and rot proof. Adorns 
any plant and beautifies gardens. 
SAVES HOURS OF WORK 
Lends a “firm hand” 
THEY'RE PERMANENT 
Only 40¢ per dozen 
THREE SIZES — 16” 30° 42” (Overall) 
















U. S. Pat. No. 2021303 


GOULARD & OLENA, inc. 





IGO LIBERTY ST., 


NEW YORK.NY 


























13”x25”—$9.00 Gross 
CHAMOIS COLOR 





French Method 
Dust Cloths— 
Made of Wax, 
Tung Oil and Ester 
Gum—A Cloth That 


Lasts—1I6 Years on 
the Market. 


Ask your Jobber 
Hutchinson & Co. 


1019 N. Montclair, 
Dallas, Texas 



















A you're 
Looking for 
THE CLASSIFIED 
OPPORTUNITIES 
SECTION 
TURN TO 


PAGE 94 
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Te Makes Your 
Cash Register 
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... that’s why 4 “Hens 
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so many dealers 
i 
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are featuring 
o 


. - . 
PRO—-TEX PADS 
om, J 
PRO-TEX is the original and best metal-and-asbestos 
pad for protecting the top of stoves or refrigerators 
. «and for other uses in the modern kitchen. Don’t 


be misled by imitations! Feature PRO-TEX Pads— 
and watch the effect on your sales and profits. Ask 


your jobber for FREE samples and prices or write to 


BALLONOFF 





METAL PRODUCTS CO. 


Cleveland, Ohio 






5800 Kinsman Rd. 





Aladdin SUMM 





[ieitg Aladdize © 


s]0°No ch, Bottle . ”. 











} 


Here’s a Special “No Charge” DEAL | | 


n.... Aladdin 


SANI-SEALD 


Vacuum Bottles and Thermal Jars 


Which will show You, Mr. Independent Dealer, What a 
Quality Product and a Price Protecting Policy 
can do in Quick Sales and Profits. 
‘ | 
Write your Wholesaler at once for Details, or Direct to Us, 
giving name and address of your Wholesaler. 
o y 
Aladdin Industries, Inc. 
223 W. Jackson Bivd., CHICAGO, ILL. 











MAY 19, 1938 





Hite LD 

, | Bi is i 
ama 
ee 


A heen 


lee 


MR. DEALER: 
_ YOU CAN SAFELY RECOMMEND 
hae tele] at fe 


PROVIDED its surface—that is, its protective top 
coating—is composed of STA-SO; a surfacing material of ever- 
lasting Vermont slate—crushed into flat, overlapping particles— 
widely used by leading manufacturers to completely seal and 
permanently protect the surface of their make of roofing. 
STA-SO surfacing defies time, weather, sun and fire—with 
Nature’s eternal power. STA-SO, on roofing, does not drop out 
or wash off and it sheds water perfectly. It comes in many colors 
and they never fade. 

STA-SO, as you see it on roofing, carries no brand name or 
label. To make sure that any roofing you handle is surfaced 
with STA-SO, write us for information. 


No Roofing Is Better Than Its SURFACE 
CENTRAL COMMERCIAL CO., CHICAGO 


YOU CAN ALWAYS SAFELY RECO 
ANY ROOFING SURFACED WI 


* STA-SO::5 


SURFACING 











Small wonder that thousands of. dealers say "It's the GREATEST MER- 
CHANDISER OF FLOOR FINISHING MATERIALS EVER DEVELOPED," 


or “THE MOST PROFITABLE ITEM IN MY STORE, WISH | HAD 
OTHERS HALF AS GOOD." The ''Speed-O-Lite’’ will bring an amaz- 
ing increase of business to every dealer who features it on his floor 
and puts to work our FREE advertising material that starts the dollars 
rolling in the first week. It definitely clicks with the customer—rents 
on sight—turns out a professional job for every.user. Every user a satis- 
fied customer who brings in new prospects. It can't fail for you for it 
has been successful for over 40 years. Look at the sales 
records—see how material sales equal or exceed rental 
earnings. 

Don't delay—get into this big Profit field with this revo- 
lutionary sander. It sands right up to the quarter-round, 
peg up all dirt and dust and leaves a ballroom 
inish on any floor. Burn-out proof motor. Ball 
bearing equipped throughout. Light weight (weighs 
only 80 Ibs.) with High Speed balanced sanding 
drum. So simple—so free from breakdown troubles 
that it pays for itself in a short time. 




















+ LINCOLN-SCHLUETER:'%28 ! 


FLOOR MACHINERY CO. } 
212 W. Grand Ave., Chicago, Illinois a 
Please send full details of your 5- ; 
day FREE Trial SPEED-O-LITE Offer. 
Also complete information on your » NO DIRT 
Merchandising Plan for Dealers. ' NO DUST 
: NO MUSS 
NAME ¥ e 
ADDRESS ; GUARAN- 
TEED 
Maas pede sanions ee 4 , 1 YEAR 
Leeuw eeeseseeeeseeeeese os! INCLUDING 
MOTOR 
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information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Wichita, Kans.: Who makes the 
Nu-Tone door chimes? — United 
Sash & Door Co. 

ANSWER: Nu-Tone Chimes, Inc., 


317 Sycamore Street, Cincinnati, 
Ohio. 
* _ _ 

Pine Bush, N. Y.: Where can we 
obtain parts for an Ontario grain 
drill? —Egbertson’s Hdwe. 

ANSWER: Ontario Drill Co., 
East Rochester, N. Y. 


© € * 


Philadelphia, Pa.: Who makes the 
American chain fire ladder ?—Murta, 
Appleton & Co. 

ANSWER: American Chain Lad- 
der Co., Great Bend, Pa. 


* * * 


Springfield, Ohio: Who makes the 
Onward sliding furniture shoes?— 
The Springfield Hdwe. Co. 

ANSWER: Onward Mfg. Co.. 
Menasha, Wis. 


* * * 


Denver, Colo.: Who makes a 
twine cutter that fits the small 
finger ?—Geo. Mayer Hdwe. Co. 

ANSWER: Handy Twine Knife 
Co., Upper Sandusky, Ohio. 
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Clifton Forge, Va.: Who makes 
golf ball washers?—Sydenstricker 
Hdwe. Co. 

ANSWER: G. B. Lewis Co., 
Watertown, Wis., Albert J. John 
Mfg. Co., Cicero, Ill. 


* * * 


Bristol, Conn.: Who makes the 
Voit rubber covered official soft 
ball?—Bristol Hdwe: Co., Inc. 

ANSWER: W. J. Voit Rubber 
Corp., 2516 Nevin Ave., Los Angeles, 
Calif. 

* * * 


Kinston, N. C.: Who makes surf 
boards?—B. W. Canady & Son. 

ANSWER: Robert Mitchell Mfg. 
Co., Second & John Sts., Cincinnati, 
Ohio. Winner Mfg. Co., Inc., Tren- 
ton, N. J. 


* + * 


Savannah, Ga.: Who imports the 
Meito chinaware?—Stubbs Hdwe. 
Co. 

ANSWER: Nagoya Seito Kaisha 
Ltd., 200—5th Ave., New York, 
N. Y. 


* © * 


Philadelphia, Pa.: Where can we 
obtain a girl’s bicycle with the name 


Hercules, made in England?—-Kraft 
Hdwe. Co. 

ANSWER: F. A. Baker Co., 16 
Warren Street, New York, N. Y. 


* an * 


Reedsport, Oregon: Where can 
we obtain parts for the Eden wash- 
ing machine?—Frank L. Taylor. 

ANSWER: Eden Service Co., 
Springfield, Ohio. 

* * * 

Pleasantville, N. Y.: Who makes 
aluminum awnings used over 
porches and store fronts?—Arrow 
Hdwe. & Supply Co., Inc. 

ANSWER: J. G. Wilson Corp.. 
1841 B’way, New York, N. Y. 


* * * 


Charlottesville, Va.: Who makes 
the Milwaukee hay rake?—W. T. 
Martin Hdwe. Co., Inc. 

ANSWER: Minneapolis - Moline 
Power Implement Co., Minneapolis. 
Minn. 

* * * 


Scarsdale, N. Y.: Who makes the 
No Burn varnish?—Walter A. Hob- 
lin, Inc. 

ANSWER: Federal Varnish Co., 
337 So. Peoria Street, Chicago, III. 
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Luslr-(hrome 


MODERN MATCHED CABINET HARDWARE 





For greater profits cash in on kitchen modernizing 
with Modern “Matched” Cabinet Hardware in spark- 
ling chromium and COLOR. 


Five beautiful color combinations—Ebony Black, Red, 
Green, Delphinium Blue, and Ivory—three design 
groupings at graduated price levels provide “‘Matched”’ 
ensembles for any job. 


FR t F COLORFUL METAL DISPLAY 

AND 4 OTHER SALES HELPS 

included in each introductory deal assortment. 

for full details 

Ask Your jobber or write for Cat- 

alog No. 203. 

American Cabinet Hardware Corp. 
Rockford Gy Illinois 




















She had been using ~ 
Gottschalk’s Meta 
Spongesfor years... 
needed a new one 

... but forgot .. . until she saw it 
in the bin before her. Thousands 
of sales are made that way. So 
keep your Gottschalk stock in 
sight .. . and keep it a a 
Here's another thought: Whena 
customer buys a bright new pan, 
she wants to keep it that way. 
Tell her about the Metal Sponge 
with the special bronze alloy 
that never splinters, corrodes or 
scratches. Regularly advertised 


to 18,000,000 homes. 


10¢e 


Gottschalks 


METAL SPONGE 


METAL SPONGE SALES CORP., Philadelphia, Pa. 


SELL TACKS 
THE MODERN WAY 


Eliminate Sales Expense 


Pe ereresoeesooes 


BUY HOLLAND 
STERILIZED TACKS 


In Cellophane Window Boxes and 
Attractive Display Cartons 


THE HOLLAND MFG. CO. 
Baltimore, Md. 
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NEW 1938 
FEATURES! 


HELLER now offer 
hardware dealers 
everywhere the latest 
in attractive display 
tables for disp'aying 
stock to best advan- 
tage — INCREASE 
SALES THE HEL- 
LER WAY! Some of 
the outstanding 
HELLER develop- 
ments are: ample 
display space, no ob- 
jectional corners, 
wider convenient 
aisles, will give items 
displayed that ‘‘eye appealing’’ 
showmanship that tends towards 
increased buying. You'll he 
amazed at the pleasing design 


NEWLY DESIGNED LINE! 


Shelving and wall fixtures, dis- 


of HELLER’S 1938 display play tables, nail bins, counters, 
table line as shown in new il- screw, bolt and drill cases, boxes 
lustrated folder No. 4138. and drawers, sample holders, 


ete. All pictured in folder sent 


FREE! 
HELLER SCORES AGAIN! 


See Story this isaue of Hard- 
ware Age, describing recent 
inatallation for the Leo Gar- 
rett Hardware Store, 17800 
John R. St., Detroit, Michi- 
gan, 


WRITE TODAY! 
SEND FOR 
FREE ILLUSTRATED FOLDER 
20 Vesey St. 538 Bryant St. 
New York City 


QUALITY FIXTURES AT 
LOW PRICES! 


These new modern HELLER, 
easy to install display tables 
embody the finest craftmanship 
yet are available at surprisingly 
low prices. Investigate today, 
don’t wait—enjoy more business 
with attractive HELLER equip- 
ment! 


W.C.HELLER & 





CW172t1 wy 








Montpelier, Ohio 
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Use this section to reach Hardware Manufacturers, Manufacturers 











Agents, Jobbers. Jobbers’ Salesmen, Retailers and Retail Salesmen 


Help Wanted, Accounts Wanted DISCOUNTS FOR CONSECUTIVE INSERTIONS 

Business Opportunities b oy 10% sf: 8 tncertions 15% . 

: ue to the special rate, these discounts do 

Set Guies Bagesoneseteoes waneee 00 not apply on Positions Wanted Advertise- 
Au capitals, maximum, 50 words.... $4.00 > 
Each additiona) word....... .06 —_—e— 

Positions Wanted REMITTANCE MUST ACCOMPANY ORDER 
ee mae ou, am Send check or money order, 
Each additional word .............. 01 not currency. 

Allow Seven W ords for Keyed Address or Your Address _— en 
BOXED DISPLAY RATES HARDWARE AGE is published every 
GUY. kaknabbesicaeennscenownn $5.00 other Thursday. Classified forms close 
Each additional inch ......... 4.00 135 days previous to date of publication. 











NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 
—@— 
Address your correspondence and replies to 
HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 























AM INTERESTED IN CONNECTING 
















WITH a manufacturer desiring a thoroughly ex- 


Hardware Personnel pecerne R hardware man, capable of managing 





Our files contain applications of several hundred office, directing and promoting sales, also selling. 
xperienced and well trained employees in Exceptionally well known in N. Y. territory 
Soraware industries. Highest type of references furnished. Address 
NO CHARGE TO EMPLOYERS FOR THIS Box C-963, care of Harpware Ace, 239 W. 
SERVICE 39th St., N. Y. City. 

if we can be of any help te you, just phene 
ASSOCIATED PLACEMENT BUREAU YOUNG LADY WANTS POSITION AS 
152 West 42nd Street New York City Burroughs billing machine operator with retail or 
wis. 7-1802, 1803 wholesale hardware concern in Metropolitan area. 


















General office knowledge—shorthand and typing, 
dictaphone or ediphone, and switchboard. Em- 


3 POSITION WANTED BY LONG EXPERI. ployed at present but desires permanent position 
ENCED hardware man. Builders’ and general | with reliable concern. Address Box C-1000, care 
hardware. Good references. N.E. preferred. | of Harpware AGE, 239 W. 39th St., N. Y. C. 
Address Box D-7, care of Harpware Acer, 239 W. 
39th St., N. Y. City. HARDWARE MAN—35 YEARS OF AGE, 















seeks connection with large retailer. Thorough 


A HARDWARE MAN DESIRES TO connect knowledge builders’ hardware, factory, mill and 
with a hardware jobber as manager, director of | industrial supplies, paints, small tools, electrical 
sales or buying. Have had years of experience. | nd plumbing supplies. Can assume complete 
and can produce results. Finest references as to | charge any or all departments, purchase and sales. 
ability, character, etc. Address Box C-964, care of Willing locate within 100 miles of New York 
Harpware Ace, 239 W. 39th St., N. Y. City. | City. Address Box C-996, care of Hanpware Acer. 













HARDWARE MAN WITH 15 YEARS’ EX- 
PERIENCE in plumbing, building supplies, and SEASONED SALESMAN WHO IS WELL 
a, —— - ee se ae acquainted and has successfully sold drop forged 
ferred. Address Box D-16, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 


239 W. 39th St., N. Y. City. 





tools and washing machines to the wholesale and 
retail trade in the states west of the Mississippi 
River would like connection with headquarters in 


















WANTED POSITION TO REPRESENT | Kansas. City. 
RELIABLE manufacturer for New England 


States by steady, dependable, conscientious man. 2 ns 
on ’ - : AcE, 2: V. 39th St., N. Y. City. 
Twenty years’ experience entire hardware line Ace, 239 W. 39th St., ity 


At present selling washing ma- 
chines in West Virginia, Ohio and Western Penn- 
sylvania. Address Box C-999, care of HARDWARE 





especially builders’ requirements. Have car. Ad- BOOKKEEPER YOUNG LADY THOR. 
on ONY. City. ea es re OUGHLY EXPERIENCED wholesale and re- 


tail hardware and mill supplies field. Available 















HARDWARE MAN WITH 
PERIENCE in hardware, paints, electrical and 
plumbing supplies in Manhattan area, desires posi- 
tion with retailer. Married and willing to locate 


N. Y. City. 


18 YEARS’ EX. | immedistely. Canable full charge. Twelve years 

last position. New York, Brooklyn or vicinity 
preferred. Also experienced correspondence and 
credits. References from last employer available. 
ve Personal interview at your convenience. Address 


Di, care of Haspwane ‘Acre 239 W. 30th St. | Box D-18, care of Harpwarr Acr, 239 W. 39th 













BUILDERS’ HARDWARE MAN COMPE.- 
TENT ON architects’ plans and spec., template 3 
york, scheduling and details on all classes of | = 











Repnesentoaki 





work 

building construction. Familiar leading manufac- 

turers’ lines and special woods. Capable depart- BUILDERS’ HARDWARE SALESMEN 
ment manager. Address Box D-23, care of Harp- WANTED BY manisfacturer of cabeteent “aid 


. 7. 239 , 39 : y 4 Sees v n 
ware Ace, 239 W. 39th St. N. Y. City. | transom hardware. New York, Pennsylvania, and 













on 


SALESMAN MANUFACTURER’S REPRE 
SENTATIVE CALLING FOR the past 12 years 


trical jobbers in Metropolitan New York; also am 
well 


several other good exclusive territories open. 
liberal commission. Advise territory you cover 
on Address Box D-15, care of Harpware Ace, 239 
the Hardware, Housefurnishing and Elec- | ww 30h St. N VY City 


SOMETHING NEW! GENUINE LITHO. 








acquainted with the chein and Department 


stores. Commission basis. Good references. Ad- | GRAPHED DECAL transfers, now offered in 
dress Box D-20, care of Harpwarr Ace, 239 | small quantities. An attractive name plate insures 
W. 39th St.. N. Y. City wide advertising publicity at low cost. Sideline 


salesmen wanted; prospects everywhere—good com- 
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FORMFR MANAGER HARDWARE. DE. | mission, steady repeats. Samples on request. Ad- 
PARTMENT IN large retail store of leading dress—Raleco Decaleo, HA—1305, Washington 
chain organization, age 35, experienced in all a 
phases modern merchandising and sales promotion WANTED—EXPERIENCED SALESMEN, 
methods, capable organizer trained in inventory | COVERING METROPOLITAN, N. Y. City. 
control, buying, store arrangement, advertising | Long Island, Brooklyn, New Jersey, for whole- 
and display, seeks connection with progressively- | sale house, having diversified lines and wishing to 
minded independent dealer interested in meeting | increase its representation. State age, experience 
age chein store competition. Address Box | and all details in confidence in first letter. Ad- 

-5 
ey 


Street. Boston, Moss. 





care of Harpware Acre, 239 W. 39th St., | dress Box D-22, care of Harpware Ace, 239 W.. 
City 39th St.. N. Y. City 











Attention! Manufacturers’ Agents 
We want to get in touch at once with several depend- 
able men or firms experienced in selling Deep and 
Shallow Well Pumps to hardware and plumbing job- 
bers. Our line is complete, modern and attractively 
priced. Several good territories still open. Don't 
write unless you have had experience with this line 
of equipment. Ours will be a worthwhile connection 
nd your eitorts will be backed by strong cooperation 
in the factory and from the office. Give detailed ex- 
— territory, lines handled, ete. in your first 
etter. 


Address—Dorr Pump & Mfg. Co., Whitewater, Wis. 

















SALESMAN WANTED: FAMILIAR WITH 
JOBBERS and department store trade on bath- 
room fixtures and hardware items. Territory: 
Ohio, Michigan, Upstate New York. Address 
Box D-24, care of Harpware Ace, 239 W. 39th 
Se., B. ¥. City. 

SALESMEN CALLING ON HARDWARE 
TRADE to sell complete line of Asbestos Wick 
Products for oil stoves and ranges. Commission 
generous. Exclusive territory. Territories still 
open—States of Washington, Oregon, California. 
Nebraska, Kansas, Missouri, Arkansas, Louis 
iana, Tennessee, Kentucky, Ohio and New Enx- 
land States. Address Box 1660, Paterson, N. J 


A WONDERFUL OPPORTUNITY FOR 
SALES agents and dealers, following the hard- 
ware, electrical and Venetian Blind trade, etc., 
to market our Anchor Super Fibre Expansion 
Plugs, Fluted Drills and Tool Holders. Mechanics’ 
choice for secure anchorage. Attractive proposi- 
tion. Write for Samples and Information to 
a ag ee Corporation, 148 Chambers St., 
NV . City. 


SALESMEN WANTED — EXCEPTIONAL 
OPPORTUNITY FOR men calling on the sport- 
ing goods, hardware and toy trade to sell complete 
line of popular-priced sporting goods such as foot- 
balls, basketballs, boxing gloves, baseballs, base- 
ball gloves, etc. Men selected will be given every 
cooperation. Give full particulars. Address Box 
ag yoo of Harpware Ace, 239 W. 39th St., 

Y. City. 


MANUFACTURER OF CHROME PLATED 
S TOVE pipe would like to secure on a commission 
basis a distributor or sales office with facilities to 
warehouse small stock of our products.  Terri- 
tories still available—Texas, Oklahoma, Missouri. 
Kansas, Tennessee and Massachusetts. See our ad 
in 1937 Directory Number. Address—Ohio Stove 
Pipe & Mfg. Company, 2104 Woodland Avenue, 
Cleveland, Ohio. 


SALESMEN—EXCELLENT OPPORTUNITY 
FOR THOROUGHLY experienced hardware 
s?lesmen with some following in Metropolitan 
New York, Connecticut, and New Jersey terri- 
tories, to represent a distributor carrying nation- 
slly-known and advertised lines of hardware, tools, 
housewares, electrical and plumbing  suponlies 
Liberal commission. Address—Sickels-Loder, Inc.. 
Port Authority Commerce Building, 76 -9th Ave- 
nue, New York. 


SALESMEN WANTED—HIGH GRADE ME- 
CHANICS’ tools, old established firm. One ter- 
ritory—Western New York and Pennsylvania; 
Second—New England; Third—Chicago and IIli- 
nois. Small weekly advances to experienced men 
May sell one or two allied lines and must be 
familiar with mechanics’ tools. no other need 
apply. Give particulars. Address Box C-960. 
are of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 
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WANTED — FACTORY REPRESENTA- 
TIVES COVERING HARDWARE and auto ac- 
cessory jobbers to sell our complete line of polishes 
and cleaners. Commission basis; protected terri- 
tories. Must have established following. Write 

-Skat Company, Hartford, Conn. 














DO YOU SEEK LIVE WIRE representation 
for Chicago and adjacent territory? Additional 
lines wanted by live progressive salesman of 20 
years’ experience faving established trade calling 
on hardware jobbers, department store and house- 
ware trade. Give full particulars first letter. Ad- 
dress—W. Johnson, 2260 W. Devon Ave., Chi- 
cago, Illinois. 








AN ACTIVE SALES ORGANIZATION LO.- 
CATED in New York City with a following and 
direct representation in every state in the Union 
of light hardware, electrical supplies, venetian 
blind and industrial trades, is open for tangible 
and meritorious items, either on commission basis 
or will finance its own sales. Address Box D-11. 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 





MANUFACTURER’S REPRESENTATIVE 
CONTACTING FURNITURE MANUFAC- 
TURERS and hardware jobbers in Indiana and 
surrounding territory. Can handle one or two 
additional volume lines of furniture or casket 
hardware or items sold in those fields. We main- 
tain office and pay own expenses. Address Box 
D-25, care of Harpware Acre, 239 W. 39th St., 
N. Y. City. 


FOR SALE—A GOOD ESTABLISHED hard- 
ware business in one of the finest farming sections 
in the Shenandoah Valley of Virginia, located at 
Stuarts Draft, Va.—Address—Bolick Hardware 
Co., Stuarts Draft, Va. 





PRINT YOUR OWN SALES CARDS, adver- 
tising matter, announcements, etc., with the Gem 
Postcard Stencil Duplicator complete with all sup- 
plies $7.50. Write for trial offer—Bond Equip 
ment Co., 214 North Sixth St., St. Louis, Mo 








FOR SALE—STRICTLY MODERN HARD.- 
WARE AND PAINT STORE. GOING BUSI. 
NESS, WELL LOCATED; ABOUT $6,000 
CASH. SPLENDID OPPORTUNITY TO LO. 
CATE IN GOD’S COUNTRY. ADDRESS— 
HARRY DANNIN, 800 N.E. 1ST AVENUE. 
MIAMI, FLORIDA 











MAY 19, 1938 


Hardware Age. 


Which Classification 
Are You Interested In? 


Whether you want to buy or sell a paying hardware 
business—or seek dependable sales representatives—or 
contact some desirable accounts — or secure a good 
position in the hardware trade—or need help for your 
expanding business—or wish to market a worthy prod- 


uct — use the Classified Opportunities Section of 


Your advertisement in this section will put you in touch 
with the particular “CLASS” you want to reach. Year 
after year Hardware Age has led its field in both the 
volume and results of its classified advertising. It enjoys 


the confidence and following of the hardware trade. 


HARDWARE AGE 


A Chilton Publication 


Classified Opportunities Department 
239 West 39th Street, New York, N. Y. 


A.B.C.—Charter Member—A.B.P. Inc. 


















The Dash (—) Indicates that the Advertisement Does Not Appear in 


This Issue 
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Acme Steel Co............-..: 
Aladdin Industries, Inc. ....... 
BURG BEBE. Giiecccccscccscce 
Albom MGR. Odie ccccccccccccces 
Allen Mfg. Co., W. D......... 


American Brass Co., Th 
American Cabinet Hardware Corp. 
American Chain and Cable Co., 





TRB,  ovedccececesccccsesese 
American Chain Div. ......... 
American Fork & Hoe Co, The. 
American Grease Stick Co..... 
American Hardware Corp, The. 
American b . 

American 
American 
American 
American Thermos Bottle Co.. 
American Wire Fabrics Corp.. 


Ames Baldwin Wyoming Co.. 
Animal Trap Co. of America. 
Anker-Holth Mfg. Co........... 
Arcade Mfg. Co........-+0++++ 
Archer- Daniels- yy Co. 
Armstrong Me Ebebe<cccee 
Arnold, Schwinn & Co., 
Atkins & Co 
Anditoriam Hotel 


Babcock Co., Inc., The W. W... 
Ballonoff Metal Products Co..... 
Bassick Co., The 
Bayer- Semesan Co. 
Behr-Manning Corp. .......... 
Bemis & Call Co............06- 
— Products Corp., Marine 
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Bethlehem Steel agen neces 
Birdsell Corp., os 
Bissell Carpet Sweeper Co... 
Blaisdell Pencil Co 
Bommer Spring Hinge Co...... 
Borg-Warner Corp. 
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Brush-Ne OB. .cccccccccccccss 
Ruckeye Aluminum Co., The. 

Cc 
Calbar Paint & Varnish Co..... 


Carborundum Co., The ........ 
Carnegie-Illinois Steel Corp. . 
Carroliton Metal Prod. Co., 
Carter Products Corp. 
Central Commercial Co. 
Champion Hardware Co., The... 


Cheney Hammer Corp., Henry. 

CO BEE GO cccccsccccess 
Chicago Spring Hinge Co....... 
Chicago Wheel & Mfg. Co....... 
Chisholm-Ryder Co., Inc....... 
Ciamey, Im@., J. Bocccccccccces 
Chastege BEOUEE  cscccccvcocccce 


Clayton & a 4 ae Co. . 

Clemson Bros., Inc...........- 
Cleveland Chain z “Vite. 
Cleveland Wire Spring Co., The 
Clover Mfg. 







GBrcccccccccccvecs 
Coburn "Trolley Beaek Gd..cces. 
Coleman Lamp S Stove Co..... 
Ce ee BED ceccceccceoes 
Columbian Rope be OS66eebess 
Columbian Vise. & “Nite. Co 
Conco Engineering Works...... 
Connecticut Valley Mfg. Co..... 
Continental og | GR c.cescese 
Cook Co., Gh. . 


e 
Corbin Cabinet con Co 
Corbin Screw Corp., The 
Crescent Tool Co........ 
Cross & Co., Ine., ° 
Cycle Trades of America, 
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yeteme Vemes Os... .20..02.000% 
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Damascus Steel Products Corp.. 

Dazey Churn & Mtg. Giriccccees 
Dempster Mill . Gihecccces 
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Dennis & Co., 
Devoe & Raynolds Co., —— 
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Diamond Calk eee Co.. 
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du Pont de Nemours & Co., Inc 
Ek. L., Rayon Dept., Cellophane 
Div. Cellulose Sponge 


Masia Leck Gis cccccccccceces 
Eagle Mfg. Co.......cceeeeees 
Bdlumd CO. wccccccccccccceses 
Elastic Tip Co... .ccccccccccces 
Empire Electric Co...........- 
Empire Level Mfg. Co......... 
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Farm Journal 
Fate-Root-Heath Co., The...... 
Faultless Caster Co........... 
Florence Stove 
Ford Motor Co., 
DOVIMOR wccccccccccecessece 
Fox Shot Gun. 
Frantz Mfg. Co 
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Globe American Corp. 
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Globe American Corp. 
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Goodyear Tire & Rubber Co..... 
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Graham Mfg. Co 
Gray & Dudley Co 
Greenfield Tap & Die Corp...... 
(ireenlee Tool Co 
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Hamilton Beach Co 
Hamlin Metal Products Co..... 
Hampden Mfg. Co., 
Hanson Scale C 
Harris Hdw. & Mfg. Co., D. P. 
ee, Oe ee eee 
Hawkins Company, Ee 
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Heller & Co. 
Mallet Bree. OB... 000.0000: 
Hindley Mfg. 
Holland Mfg. Co., 
Hoppe, Inc., Frank 
Horton Manufacturing Co....... 
Hotel Auditorium 
Hotel Claridge ........sseees: 
Hotels De Witt Operated....... 
Hoyt & Worthen Tanning Corp. 
Huenefeld Co. 
Hustler Corp. 

Hutchinson & Co., R. H....... 


Independent Lock Co.... 
Indestro Pe 
Indiana Steel re Co. 

Ingersoll Steel 4 Dise Div. Borg- 
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International Harvester Com- 
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Jacobsen Mig. O0.....-cccccees 

Jennings Mfg. Co., The wp 


Jones & Laughlin Steel Corp 
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Kelvinator Division, Nash-Kel 
TIRROTE GOP. secccccccccese 


Keuffel & Esser 
Klein & Sons, 


Lamson & Sessions Co. 
Landers, Frary & Clark 


Leonard Refrigerator Div., Nash- 
Kelvinator Corp. ..........- 
Libbey, Owens, Ford Glass Co 


Lincoln Engineering Co. .. 


Lincoln- Schlueter Floor Machine 


ae eS "Hawe. ‘ Mfg. *Co.: 
Lowe Bros. Co. 
Lufkin Rule Co., 


McCormick Sales Co., 
Glue Div. 


McCormick Sales Co., The (Red 


BT TD 64 Ghsecces 
McKinney Mfg. Co. errr 


Merchandise Mart, The.... 
Merck & Co., 
Metal Specialties Mfg. Co.. 
Metal Sponge Sales Corp... 
Midway Chemical Co...... 
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Miller, Inc., Robert E. 
Miller Falls Co. 
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National Brass Co 
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National Mfg. Co. 
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Keystone Steel . Wire Co...... 
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Morse Twist Drill & Machine - 
Mossberg & Sons, Inc., O. F.. 
Moto-Mower Co., 
Myers & Bro Co., 
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National Serew & Mfe. 
New Haven Clock Co...... 
Nicholson File Co 
Norcross & Sons, C. 8..... 
Norge Division, 
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Northwestern Barb Wire Co..... 


Norton Abrasives ........ 
Norton Door Closer Co. .. 
Norwalk Lock Co. Div., 

Lock & Hdw. Co., Ine.. 
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Ohio mon Pipe & Mfg Co. 
Okonite Co. 

Oliver Iron & Steel Corp. 
One-Spot Company 
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Osborn Mfg. Co., The.... 
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Passonno- Hiutcheon Co., The. 
Patent Novelty Co........ 
Peck, Stow & Wilcox Co.. 
Perfection Stove Co....... 
Peters Cartridge Div., Remington 
Arms Co., ImC. ..-cccce 
Phoenix Mfg. Cie Hie e site wee 
Pittsburgh Plate Glass 
(POMS DB.) cccccceses 
Pittsburgh Plate Glass 
(Pennvernon Di ervee 
Pittsburgh late Glass 
(Store Fronts) ........ 


Pittsburgh Steel =. 





Boyle Co. 
Plumb, Inc., 
Plymouth Cordage Co..... 
Premax Products ........ 
Progressive Mfg. Co., The 
Puritan Cordage Mills.... 
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Quinn Wire & Iron Works 
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(Ray- 


aw pete, Inc. 

Red Jacket Mfg. Co. 

Remington Arms ¢o» Inc 

Remington-Rand, Inc. ....... 

Republic Steel , s.r (Agri- 
cultural Div.) ...... eee 

Republic Steel Corporation 
Upson Nut Div.) 


Mfg. es 
Rich Ladder & Mfg. Co., os 
Robertson, Arthur R.... 
Rochester Sash Balance Co., Ine. 
Rogers Isinglass & Glue Co.. 
Rolls Razor, Inc...........+++. 
Russell, Burdsall & heen Bolt & 


Nut ‘Co. 
Ryerson & Son, Inc., “jos. T.: 


Schalk Chemical 
Schatz Mfg. Co. 
per greed Co., The Wm....... 
Segal Lock & Hardware Co., 
Sesamee Co., The ...........- 
Shapleigh a CO..2020 

— — Powder & Sten- 






Stanley fiule ‘& Level vee 
Stanley Works, The.. 
Star Heel Plate Co. 
Stearns & Co., E. C.. 
Stensgaard & Asso., 
Stevens Arms Co., d., 
Savage Arms Corp........... 
Stewart Iron Works Co., 


“Ine. . =... 
Div. 


Inc., 
Sun-Glo’ Lamp Works, Ine:..... 
4 

Taylor, Lowenstein & Oo....... 

Three-in-One Oil Co., Div. of the 

A. Boyle Co...... senenes 

Tip- Top Products eee 

Townsend, B. W. .....--..+++- 

Triplex Screw Co., The........ 
Tucker Duck & Rubber Co.. 


— Day & Woolworth Handle 
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Union Fork & Hoe Co., The.... 
Union Hardware Co............ 
United States Electric Mfg. Corp. 
— States Rubber Products, 
United Stove Co. 
U. 8. Steel Co 


Vaughan & Bushnell Mfg. 
Vaughan Novelty Mfg. Co., 
Vichek Tool Co., The.......... 
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Wabash Appliance Corp........ 
Wall Rope Works, Inc. 
Warren Tool Corp. .. 
Washburn Co., The . 
Westfield Mfg. Co. ............ 
Westinghouse Electric & = ™ 
Wickwire Brothers ......... 
Wickwire Speneet Steel Co.. 
Ly eee Repeating Y ones Co. 





ru ms, F. 
Wood Shovel S Deel Cd...cccces 
Wooster Brush Co. ..........- 
Wright Steel & Wire Co.. G. F. 
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Yale & Towne Mfg. Co., The.... 
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THE McCORMICK SALES CO., BALTIMORE, MD.” 

















Stock and Profit with 


“G & B” QUALITY Products 
POULTRY NETTING 


Goops STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 
&é SCREEN WIRE CLOTH: 
CME” ELECTRO GALVANIZED 
; i" “A ” 
Qu ALITY PAINTED BLACK 
RODUCTS COPPER 





BRIGHT and ROMAN BRONZE 


The Gilbert & Bennett Mfg. Co. 
Betablished 1818. America’s Oldest Woven Wire Factory-Manufacturers 
WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and uges 
New Yerk City Georgetown, Conn. . Blue Isiand, i. Kansas City, Mo. 
San Franeiseo 

















FAULTLESS 


DOUBLE BALL BEARING 


CASTERS 


86% more BALL BEARINGS 
+ Grealen Resale Value 
FAULTLESS CASTER CORPORATION 


EVANSVILLE, INDIANA 








Branches in Principal Cities Canada Factory: Stratford, Ontario 





SANDVIK 


“FISH 


Taper Ground 
Well Balanced 









47 WARREN 
NEW YORK, 





Manufactured from Finest 
Swedish Charcoal Steel. 


a" Highly polished blade with 
er" etched trade mark. Carved pear wood 


SANDVIK SAW & TOOL CORPORATION 


& HOOK” BRAND 


handle with three nickel plated brass 
screws and medallion. 


ST. 740 No. WASHINGTON AVE. 
N. Y. MINNEAPOLIS, MINN. 











and ke» 


BETTER LUBRICANT ln 
DOOR-EASE | 


DRIPLESS PENETRATING OIL 


Runs in... will not run out. 
Three drops loosen the tightest hinge 
One squirt lubricates the most stubborn 


lock. 


In a refillable 4 oz. oiler, as shown 


25c list. 


Sold by hardware and automotive jobbers 


AMERICAN GREASE STICK COMPANY 


MUSKEGON 





HE Weedle (shown at 
right) needles weeds— 
kills the weed, not the 
grass. Automatic control. 
Handles like a cane—no 
squatting, no stooping 
Nationally advertised. 





Carter Lever-Spray Noz- 
zle is automatic. Simple 
hand pressure control. 
More power, finer spray. 
Saves water. Swell for « 
washing cars. Stationary 
sprinkler, too! 


Order from your Jobbe 








pert. A MICHIGAN 
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CARTER PRODUCTS CORP. fmm] 


702 Front Ave., Cleveland, 


Ohio & 














Ch Closely “Read 
“Publication 
hao a successful 
Classified Section 


See Pages 94-95 

















MAY 19, 1938 


hand. 


tomers - - -#0€ han o 
FREE with ® 
one 5g MOO E Push 


n A ° 
than your ope onstant reminder t 
Pp " 


serves 28 8 lls. 
ase” rder foro” 


MOO 















Your job’ - pene Aon 
pins and Pushless gers. 


USH-PIN 
S on $T., PHILA., _" 





Hardware men 
know fine steel! 


That’s why they are so enthusiastic 
about the Rolls Razor. The blade is 
hollow- ground from the finest hand- 
forged Sheffield steel. The semi- 
automatic strop and hone maintain 
the original sharpness. Retail prices 
start at $10, so there’s a profit in dol- 
lars, not pennies, on each sale. 


May we have a salesman call? Write 
Dept. HA7, ROLLS RAZOR, Inc., 
305 East 45th Street, New York. 





TAKE A LOOK! 


8 PAGES 


| \ BUSINESS 


PLIERS — PUNCHES 
NIPPERS—PRUNERS ie a Retailers everywhere say the No. 66 
and other SPECIAL i ee Retail File Display Unit for Nicholson 
PURPOSE TOOLS - i or Black Diamond Files “gets right 

in the July 29%h — . down to business” the minute it 

is placed on counter or 


DIRECTORY- ISSUE table. Starts increasing file 
OF . ’ sales right away. Your 


no 


HARDWARE AGE : ek >, wholesaler can supply 


Also includes jg = you. Nicholson File 
ee 








BARGAIN SALES UNITS — Company, Provi- 


dence, R.I., U.S. A. 
The WM. SCHOLLHORN CO. vasenene iain 
416 CHAPEL ST. NEW HAVEN, CONN. A FILE FOR EVERY PURPOSE 


STICKS—HOLDS— LASTS 
MAKE A MARKET [i where becnsce'aaae 


- : | of plenty of new live rub- 
@ Thanks to the lowly fly, there’s always | ber that stays alive. Doesn’t 
a big yearly demand for screens. And the dry out. Extra adhesive. 4 sizes 
quickest, easiest way to hang screen sash is —#1, #2, #4 and #8. In dis- 
with Kees Gossett Hangers. Special flange play containers, as shown. 
guides sash right into place. Up or down in 


a jiffy—from inside the house or H LLD 
out. They’re a swell “lead” item. ( | 

















Stock and push them now, as 
well as Kees Screen Door 
Guards, and Corner Braces. 
Write for FREE Kees Catalog. cohen 


F. D. KEES MFG. CO. 


Box K-8 (Est. 1874) Beatrice, Nebraska 
Distributed Thru Wholesale Hardware Trade 


Genui"® DOMES of SILENCE | 


40c SET-10¢ SET -10c SET HAVI-=E 01-1 hae) -4 2 | = 06 OC Ra 


(@y meme = §=6lLlLARDWARE J eee. 














Name Domes of Silence 


4 F SURFAc wT Ts 
on each genuine Glide Ean Carats 


pec all the specifications of mamaenmati 
Domes of Silence exacting builders. Acomplete |} “™esre™* 
a | line; modern in design and built of — | SASH LIFTS 
For Tile, Marble, Cement and Bathroom Floors. jam the finest materials. 
Noiseless, Sizes for meta! beds, wood beds, large 


chairs and all furniture A catalog presenting the facts 


- | awaits your request. 





Ask your Jobber. If he is not supplied write to 


Se RT Meee 6 National Manufacturing Co. | 


STERLING * ILLINOIS 














HARDWARE AGE 
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“TOP SPEED” 




















BURNERS 


i 

















BOSS 
1938 Catalog 


will be mailed on 
request. 








OVER 35 NEW MODELS— 


@ Quick turn-over—Volume sales—Better profit margin—are enjoyed by BOSS Oil Stove 
Dealers because the BOSS Line has been kept up-to-the-minute in styling and completeness. 


@ Public acceptance of BOSS better values will help you increase your oil stove sales. 
Send today for Price List and New Catalog. 


BOSS OVENS THE WORLD OVER 

















a — 








THE HUENEFELD COMPANY... CINCINNATI, OHIO 


MAY 19, 1938 








1845~Sugpeiggs MVETY-FIVE YEARS OF HONORABLE SERVICE~19358 


SECTIONAL VIEW: ( PATEN TEE 8-11-36 
SHOWING NEW ™ : 


FLOATING | ; 

BALL BEARING PERFECT 

CONSTRUCTION DR 
i 


a 


MADE IN 
SIXTEEN STYLES a 0 $225 To $25 Each. 


REELS WITH BALL BEARINGS 


fe SMOOTH ACTI ON Made for 
vagy me QU ‘ ET RU iad Ni 4 NG Fishermen 
Good Tackle LONGER LIFE Who 


Know 


“PERFECTION ITSELF” == 
OUR STOCK OF FISHING TACKLE IS COMPLETE 
“DIAMOND EDGE 1S_A QUALITY PLEDGE” 


Shapleigh National Series No. 2002. HARDWARE AGi 
































